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New-Car Sales by Make 


First Quarter, 1956-1955 


Per- Total 


cent Sales, 
Share of ist Quarter, 


ORD MOTOR CO. 373,644 


17,106 


1,424,424 


Market 


26.23 


52.48 


100.00 


1955 

26,016 
9,071 
16,945 
292,913 
37,344 
3,327 
29,080 
67,611 
155,551 


1.97 
-60 
1.37 
15.93 
1.86 
19 
1.75 
3.60 
8.53 


04 
20.92 
69 
4.58 
771,475 
171,464 
36,877 
311,534 t 
13,711 . AT || 
119,889 
34,665 
10,309 
24,356 


11,824 


1,552,735 100.00 
—Compiled from R. L. Polk & Co, data. || 
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25.42 
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Higher °56 Sales Share | 


Yon by Smaller Makers | 


By Robert M. Lienert 
Associate Editor 
IME Big Three lost a small por- 
tion of the market in the open- 
quarter of 1956, according to 
istration figures released last 


week. 

' Correspondingly, all of the so- 
Jealled “independents” — with the 
; ion of Packard—enjoyed a 
‘deeper market penetration in the 
first quarter of this year than 
‘they did in the same months of 


_In a sharp reversal of trend, the 

Three’s penetration in this 
'Year’s first three - months was 94.64 
S ent, compared with 95.33 per- 
ent in the similar 1955 period and 
oo percent in the final quarter of 


* * 


year’s first-quarter slice for 

the Big Three, however, was 
Still thicker than the 93.77 percent 
aimed in the opening three 
ths of 1954 and the 88.70 per- 
ee in the like period 


‘The Big Three’s setback in 
Market dominance would have 


* 


Top Cars 


_New-car registrations for three 
‘months: 
Make 
Chev. 
Ford 
Buick 
Piym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Hudson 
Packard 
Imperial 


1955 Pos. 
311,534— 2 
332,461— 1 
171,464— 3 
155,551— 4 
131,711— 5 
119,889— 6 

16,624— 7 
67,611— 8 
36,877—10 
37,344— 9 
29,080—11 
24,356—12 
16,945—13 
6,757—16 
10,308—14° 
3,327—17 

Cont’1 ” 


Misc. 11,824 
¢ Total All Makes 
1,424,424 1,552,735 
| Further details on Page 44. 


| 
been more severe had it not been 
for a 2.79 percentage-point im- | 
provement by General Motors. 

GM, however, would have been| 
among the losers except for Chev- 
rolet’s record-breaking sales per- 
formance in the first quarter. In a 
shrinking overall market, Chevro- 
let boosted sales from 311,534 new 
cars and 20.06 percent of the mar- 
ket last year, to 362.103 cars and 
25.42 percent this year. Never be- 
fore had Chevrolet counted so many 
| first-quarter registrations. 

The resulting percentage - point 
advance .of 5.36, coupled with a} 
modest 0.03 percentage-point gain | 


(Continued on Page 6, Col. 3) 


FRB Blistered 
For Latest Hike 


In Loan Rate 


By William Uliman 
Washington Correspondent 

HE Federal Reserve Board 

is ducking fire from both Dem- 
ocrats and Republicans for its 
latest move to tighten credit. 

Administration leaders, with the 
exception of President Eisenhower 
himself, and traditional Congres- 
sional foes of FRB policies are sore 
because the bankers lifted the re- 
discount «rate for the fifth time in 
a year. 

FRB spokesmen say they 
raised the rates to halt infla- 
tionary tendencies in the econ- 
omy, preferring a mild setback 
now to a dangerous boom-and- 
bust situation later. 

But Labor Secretary James 
Mitchell wants to know, “What in- 
flation?” He: told reporters the 
other day that the FRB action 
“may not have been necessary” 
because he does not think there is 
an inflationary trend in this coun- 
try. 

* * * 


(COMMERCE Secretary Sinclair 
Weeks, although he isn’t a bit 
discouraged over future economic 
prospects, thinks the new credit 
restrictions “may prove to be a 
handicap.” 

It is also reported that Treasury 

(Continued on Page 4, Col, 4) 
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Dealer Stocks Edge Up 
To 900,000 New Cars 


EALER inventories of new cars 

have crept to the second high- 
est level of all time. AUTOMOTIVE 
News’ monthly tabulation placed 
the May 1 total at 902,270, second 
only to the March 1 inventory of 
903,789. 


On May 1, 1955, the total stood at | 


763,041 cars. 

The latest boost in inventories 
—albeit a small one — dashed 
hopes that the decline begun in 
March would be extended. The 
Apr. 1 revised total of 898,669 
had represented the first reduc- 
tion in six months. 

Failure of inventories to fall off 
further last month was attributed 
to a counter-seasonal decline in 
sales. Stocks rose in spite of a 
30,000-car reduction in monthly 
production. 

* * * 


ONE again, new-car sales and 
registrations were two entirely 
different factors in the overall trade 
picture. The registrations reports 
for the March-May period were 
overshooting actual sales by sub- 
stantial amounts, because late 
counts during January and Febru- 
ary in many states left approxi- 
mately 100,000 cars to be figured 
into March, April and May break- 
downs. 

Cars in transit to the field as of 
May 1 reflected the previous 
month’s production decline. e in- 
transit sum was 56,300 on the first 
of this month, ccmpared with 68,- 
100 as of Apr. 1. 

Continued high _ .isventories 
midway through the spring sea- 
son were provoking rried com- 
ments from dealers, every sec- 
tion of the country, the majority 
of whom repo April profits 
below those of eh. 

A survey of dealers showed that 
56 percent suffered profit setbacks 


S-P Merger Near; 
Loss Is $14 Million 


pacarncrs were good as AUTO- 
MOTIVE News went to press 
Thursday for a merger between 
Studebaker-Packard and a large 
concern not at present in the auto 
business. 

S-P’s finance team has been 
negotiating with several concerns 
which are in a position to acquire 
the auto maker on a favorable 
basis through the tax write-off 
route. 

Meantime, S-P reported that its 
loss for the first quarter of 1956 
was $14.411.173 on sales of $106,795,- 
438. This compares with a loss of 

(See 8-P Page 60, Col. 5) 








last month, 35 percent improved 
their showings and 9 percent held 
earnings steady. 

Typical comments by dealefs “on 
the May 1 inventory situation were 
as follows: 

“Too high for present market.” 

“Bad.” 

“Loaded.” 
“Lots better.” 
“We finally have stocks under 


control.” 
2 2 
bp cleanup period ahead. En- 
dangers entire 1956 dealer 
profit but not manufacturers’.” 
“Should not be alarming con- 


sidering this time of year. However, 


New-Car Stocks 
In Field and in Transit, 
Total for Industry 

1, 1956..... ovscecosesses 
; . sessseeeeeeeee 898,669 
e sndeciovecesaséveuSicbuenseneennn 


May 
APR 
*Mark. 
Fes. 
JAN. 
Dec. 
Nov. 
Ocr. 
Sepr. 
Ava. 
JULY 
JUNE 
May 
APRIL 
Mar. 
Fes. 
JAN. 
Dec. 
TNov. 
Ocr. 
JULY 
APRIL 
JAN. 
Oct. 
JULY 
APRIL 
JAN. 


; 808,477 
: 723,107 
. 569,335 
" tas ...538,375 
; -vT18,264 
7 scnsistijuitiemane 
; 813,591 
; 848,498 
; seseu..%63,041 
’ 562,655 


1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 


--n.462,673 
«862,381 
265,153 
157,607 
«venu.296,469 
....508,165 
605,911 
464,725 
579,937 
562,498 
535,182 
374,971 


1953 
» 1953... 

, 1953. 
JAN. , 1952 
Jan. 1, 1951 


* Record high. + Record low. 
—Automotive News compilation. 


1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 


we have seen no spring upturn 
in business whatsoever.” 

“Coming down slowly. Should be 
in reasonable shape by July 1.” 

“It is up to us.” 

“Too high. To keep factories in 
operation, it will probably go 
higher.” 

“We have improved our (stock 
position). Not ordering as many 
from factory.” 

“OK. Will be short on a few 
models.” 

“Based on 1955 sales, I think the 
dealers are all overstocked and 
the higher floor plan and interest 
rates are eating them up. No doubt, 
every dealer will strive to reduce.” 


> > * 
COMPARISON of May (1956) 
inventories with those in the 

same months of previous years dis- 
closes that only in 1954 was the 
May 1 level at or near the year’s 
peak. 
In May, 1954, inventories reached 
(Continued on Page 4, Col. 1) 


Dealers Are Cool 
To Talk of Rise 
In °57 Prices 


F AUTO makers who have been 

discussing the possibility of price 
increases on 1957 models were send- 
ing up trial balloons, auto dealers 
apparently are eager to stick pins 
into them. 

This was indicated last week in 
a cross-country spot check by 
Automotive News. Nearly all of 
the dealers were cool to the idea 
of price increases. Some of them 
were indignant. 

Frequently dealers use talk of 
higher prices as a spur to current 
sales, but a Midwest Chevrolet 
dealer, when queried as to cus- 
|tomer reaction to talk of higher 
prices, asserted: 

“Prospects think the talk of a 
| price increase is ridiculous. They 
| feel that the factory should absorb 
(Continued on Page 8, Col, 1) 





Trucks Below °55 First Time... . 


Car Output Dips Again 


By Martin L. Whitmyer 
Staff Writer 
ppRoovctsoN declines at Chrys- 
ler Corp., 


units last week. 
That was a.13 percent drop 


Inside Automotive News... 


Another in the salesmen’s compensation series. 


Page 2. 


Auto rubber research augurs many advance- 
ments to come. John Benedict’s Turnings. Page 


34. 


NADA ready to introduce dealer equity bill, 


Page 3. 


Dyer Auction has a whingding birthday party. 


Page 2. 


Used-car stocks on the rise. Page 4. 


New-car and truck registrations and prices,»Page 44. New Prod- 
ucts, Page 40. Used-car auctions, Pages 4, 42. Production 


by makes, Page 61. 


Ford Motor and) 
American Motors sent car output| 
sliding to a 19-week low of 111,230) 


from the 112,766 cars produced a 
week earlier—the previous week- 
ly low for the year—and 1L4 per- 
cent under Automotive News’ 
three-year index for car produc- 
tion. The previous week’s output 
| was 10.2 percent below the index. 

Last week’s car output, 37.4 per- 
cent below the 177,650 units assem- 
bled during the same week a year 
ago, also helped drop 1956 produe- 
tion 23.1 percent below the same 
period of 1955. The industry had 
built an estimated 2,493,555 cars as 
of Saturday, May 12, as compared 
with 3,239,124 during the same 19- 
week period of ’55. 

+ a * 
PRODUCING at a pace of 22,502 
cars a day, the industry assem- 

bled 202,522 cars during the first 
nine work days of May. Continuing 
at this pace through the 13 re- 
maining work days of the month, 
the manufacturers: would turn out 
an estimated 495,044 cars during 
May—a 4.8 percent dip from orig- 
inal hopes for the month. 

Although truck manufacturers 
showed an 0.4 percent hike over 

(Continued on Page 61, Col. 3) 
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Dealer-Owned Finishing Centers Urged .. . 





AUTOMOTIVE NEWS, MAY 14, 


To Meet Distribution Challenge 


By W. C. Lockwood 
Staff Writer 
MAY in the auto industry are 
certain that a revolution in 
auto distribution is in the making. 
Their only question is: What direc- 
tion will it take? 

Some of the plans put forward 
look for the end of the fran- 
chised dealer system. However, 
the spokesman for a firm of 
management engineers which has 
worked on the dealer level sug- 
gests that the franchised dealers 
themselves can take a hand in 
charting the course of the revo- 
lution. 

A. E. Bradfield, president of 
Bradfield, Brantley, LaCroix & 
Johnston, Detroit, told Automotive 
News that a major factor making 
a change necessary is this: 

The auto makers have learned how 
to custom-build cars on a mass- 
production basis, but they have not 
solved the problem of matching 
custom-built cars to individual 
tastes on an efficient basis. 

* * * 

_— are so many options 

available in equipment and 
color that dealers get dizzy trying 
to make delivery. Some dealers get 
too much of their capital tied up in 
stock, while other dealers lose op- 
portunities to sell because they re- 
fuse to carry an adequate stock. 

As a solution, Bradfield sug- 
gests that dealers in various lines 

set up nonprofit central organi- 
zations in marketing areas 
throughout the country which 
would perform the finishing 
manufacturing touches — paint- 
ing, installation of accessories 
and makeready. 

Such organizations, Bradfield 
says, would permit a small dealer 
to obtain custom-built cars daily 

and still keep his working capital 
from being frozen in large inven- 
tories. 
. * ” 

RADFIELD said: “We've got a 

four-cylinder automobile dis- 

tribution system in a V-8 economy.” 

Based on his firm’s experience in 
working with a large Michigan 
auto dealer client, Brandfield thinks 
automobiles have become such ne- 
cessities that the industry is bor- 
dering on the “public utility” con- 
cept and therefore is in danger of 
government control or supervision, 


Business 
Barometer 


Auto Production — 133,838 cars, 
trucks in week vs. 208,340 year ago. 

Business Failures — 277 in week 
vs. 237 year before. 

Department Store Sales—Down 
2 percent from year before. 

Freight Loadings — 778,398 cars 
in week, an increase of 52,498 cars 
from year before. 

Gasoline Stocks — 190,188,000 
barrels, a decline of 2,745,000 barrels 
in week. 

Jobless Ciaims—300,400 in week 
vs. 207,800 year earlier. 

New-Car Registrations — 1,- 
424,424 in 1956 to date vs. 1,527,735 
year ago. 

New-Truck Registrations—7203.,- 
839 in 1956 to date vs. 182,956 year 
ago. 

Oil Stocks — 273,522,000 barrels, 
an increase of 2,814,000 barrels in 
week. 

Steel Output — 96.4 percent of 
capacity estimated vs. 96.5 week 
earlier. 

Used-Car Prices — $857 in May 
to date vs. $874 in April. 

Wholesale Prices—113.8 percent 
on 1947-49 index vs. 113.7 percent 
week earlier. 

¢ @®¢ 
Common Stocks 
May May 

9 High 

7% 8% 
65 87 
56% 63% 
44, 49% 

9%, 10% 


36.35 


Am. Motors 
| Chrysler 

Ford 

GM 

s-P 


Average 





| such as railroads and power com- 


I 


panies under the Interstate Com- | 


merce Commission and the Federal 
Power Commission. 

“The auto is a necessity,” said 
Bradfield, “it is part of the aver- 
age man’s earning power, It must 
be within his reach.” 

A central system such as he pro- 
poses, Bradfield believes he will 
eliminate overselling a customer. It 
will be possible for the dealer to 
order a specific car in the morning 
and deliver it if the afternoon. 

“The paper work will be auto- 
mated and warehousing upkeep, 
makeready, floor plan interest will 
be practically eliminated,” he said. 
Office and distribution costs will be 
cut to where the workingman can 
live with them. It costs the average 
man $1,400 per year to own a car 
and he can’t afford it.” 

* * * 
H® said the central system would 
order cars from the factory 
with only the base paint and less 
the “frill” accessories. 

An assembly line would be 
operated to paint the cars and 
add accessories to dealer order, 
exactly to customer specifications. 

Bradfield outlined what, in his 


Makers Up Aid 
To Fight Smog 


LOS ANGELES.—A contribution 
of $125,000 has been made by auto 
manufacturers to support the Air 
Pollution Foundation’s 1956 re- 
search program, it was announced 
last week by A. J. Gock, foundation 
finance committee chairman. 

The grant represents a 25 per- 
cent increase over the automotive 
industry’s 1955 contribution and 
brings auto industry support to 
$280,000 during the past three 
years, Gock said. 

William J. Cronin, managing di- 
rector, Automobile Manufacturers 
Assn., speaking for the industry 
said the money “symbolizes this in- 

dustry’s united interest in the con- 
tinuing search for a solution to 
the Los Angeles air pollution prob- 
lem.” 

Cronin said a team of automotive 
research engineers and technicians, 
headed by J. M. Campbell, General 
Motors Corp., is here now con- 
ducting a special traffic survey in 
cooperation with the Air Pollution 
Control District. 





(Continued on Page 60, Col. 2) 


He said the survey is designed to | 


opinion, the central system would 
do, point by point: 

1. Eliminate color 
headaches. 


2. Cut such costs as floor plan 
interest, new-car makeready, office 
administration and storage. As a 
result, this would free additional 
working capital which dealers need. 
He mentioned dealers who own or 
rent property used to store large 
inventories and said capital tied up 
there could be freed. Also, he said, 
cars stored outside are subject to 
deterioration and labor costs for 
such jobs as washing. 


3. Step up delivery to customers. 


4. Lower the cost to customers 
so they can return to the market 
sooner than at present, 


5. Enable the factory to reach 
mass production volume it has to 
“live with” by widening the mar- 
ket through lower distribution 
costs. 

6. Be of ultimate benefit to both 
dealers and factories. 

7. Give dealers more flexibility 
and independence. 

8. Give the dealers more service 
space by freeing present facilities 
used for other activities. 

9, Eliminate overstocking 
dealers. All that will be needed 
will be showroom models and 
demonstrators. 

10. Stop bootlegging. License 
plates will be affixed and all title 
papers completed by automated 
business machines. Cars will be 
delivered only to franchised dealer 
members. 

11. Solve the phantom freight 
problem. Dealers would pay only 
the cost of taking the car from 
central location to dealership. How- 
ever, pricing policies enter here. 

12, Permit railways to enter the 
shipping market on a competitive 
basis since from factory or assem- 
bly point all cars will go to one rail 
or truck head instead of to many 
individual dealerships. 

13. Be utilized by all make 
dealers and it need not interfere 
with individual factory-dealer rela- 
tions. 

14. Last, but far from least, Brad- 
field said, it would give more profit 
to dealers. 


and option 


* z > 


RADFIELD said he is confident 

that bankers would back 
dealers in the central-purchasing- 
final-manufacturing setup. 

“They realize the whole econ- 
omy is based on a healthy auto 
industry,” he said. “Legislation 
is not the answer. Dealers have 
too much fixed capital. They must 

(Continued on Page 60, Col, 1) 


Cars Go to Market— 








Cars, cars everywhere engulfed the Dyer (Ind.) Auto Auction on its ninth birthday 


celebration. 
13-hour auction marathon. 
bought 548 vehicles. 


dinners and door prizes of two 1956 cars. 
a, 


The more than 


13 Hours, 818 Units .. . 


Records fell as 818 units went through the building and tent in a 


1,000 who turned out for the celebration 


Co-owners Bud Fennema and George Lawson provided free 


Razzle-Dazzle Auction 





By Maynard M. Gordon 
News Editor 

DYER, Ind. — Volume has swept | 
into the auction business in a typi- 
cally grandiose way. 

At midnight May 4, a bone-tired 
crew at the Dyer Auto Auction 
wheeled the last of 818 offered 
units out of their Lincoln Highway 
building. 

“If any auction ever handled 
more units in one day, I sure 
don’t know of it,” said co-owner 
Bud Fennema. 

A total of 548 vehicles were sold 
during the 13 hours of auctioneer- 
ing which Dyer devoted to its 
ninth birthday. This, too, racked up 
a new Dyer record. 

In the face of the record float of 
offerings, prices held firm and bid- 
ding was especially brisk on de- 
sirable merchandise. 

“I got a bill more on the inside 
than the eager beavers offered at 
the check point on the outside,” 
a pleased Joliet (Ill.) dealer re- 
ported. 

He had brought a ’53 Chevrolet 
|with “everything on it” to the 
| birthday party. 

Whether the free eats and two- 
car raffle provided by Fennema 
and his partner, George Lawson, 











Epiror’s Nore: This is the sec- 
ond in a series on compensation 
and incentive plans for salesmen. 

* * * 
By Joseph M. Callahan 
Staff Writer 

DETROIT. — “There’s no substi- 
tute for money,” says Floyd Rice, 
who is convinced that his six 
methods of compensating salesmen 
are responsible for making him one 
|}of the top Ford dealers in the 
country. 

Last year Rice had the distinc- 

tion of being the 
| only Ford dealer 

in the U. S. who 

placed among the 

first 10 dealers in 
| the five main 
categories of endeavor — new-car 
sales, new-truck sales, used-unit 
| (cars and trucks) sales, parts sales 
|and labor sales. 
A testimonial to the effective- 
ness of the Rice incentive pro- 
| gram is Marty Daher, the top 
| U. S. Ford salesman again last 
year, who netted more than $40,- 
000 in 1955. oe 
| Besides putting cash in the sales- 
|men’s pockets, the Rice incentive 
| program is based on (1) a realiza- 
tion that the dealership. makes 
money only when the salesmen do, 
(2) the exploitation of the Ameri- 
can mania for competition, (3) the 
attractiveness of a new, fresh con- 
test and (4) the maintenance of 
| continual enthusiasm for sales. 

z * * 


ERE are the six methods Rice 








“There’s No Substitute for Money’ 


men at his three new-car outlets 
and his five used-car lots. 

1. Basic to the program is a com- 
mission plan whereby a salesman 


next $100 profit and 21 percent of 
any additional profit. 
This scale applies equally to 





all new and used-car sales, How- 


receives 21 percent of the first $200| ever, there is a minimum of $40 
profit on a sale, 50 percent of the} 


Britain's Plastic Auto Body— 


(Continued on Page 57, Col. 1) 





Britain's first successful effort to make an automobile body wholly of plastics was 
shown for the first time at the British Industries Fair in London. The body -is made of 
fibre glass bonded with Bakelite polyester resin, and is designed for mounting on a 
Ford chassis. Designed as an open two-seater sports car, the body was produced by 
uses to compensate the 75 sales- | Martin Plastics, Ltd., Bearsted, Kent, England. 


had anything to do with the turn- 
out was a moot question. 

Word of the big doings at Dyer 
spread far and wide, though, bring- 
ing buyers and dealers from Phoe- 
nix, Ariz., and Salt Lake City. 

More than 1,000 converged on the 
auction during the day, ranging 
from bearded lads in string ties 
out of the Abe Lincoln country to 
a gent in a bowler hat with a ‘28 
Essex. 

“Ballyhoo and hullaballoo will 
get you the best possible price,” 
philosophized a St. Joseph (Mich.) 
dealer. “Things have been rough 
the past few weeks in St. Joe be- 
cause of auto parts layoffs, but I 
should be able to turn a few bucks 
in a madhouse like this.” 

He held out for and got $2,400 


(Continued on Page 60, Col. 4) 


IH and Diamond T 


Reveal Top-Level 
Executive Shifts 


CHICAGO. — Top executive 
changes have been announced by 
International Harvester Co. and 








eCaffrey P. V. Moulder 


Diamond T Motor Car Co. Both 
companies have new presidents and 
International elected a new board 
chairman. 

John L. McCaffrey, IH president 
since 1946, has been named board 
chairman. He is the first man to 
hold that position since Fowler Me- 
Cormick retired in 1951. McCaffrey 
will continue as the corporation's 
chief executive officer. 

Succeeding him as president is 
Peter V. Moulder, formerly execu- 
tive vice-president. 

Diamond T’s new president is Z 
C. R. Hansen, who also was execu- 
tive vice-president. Hansen  suc- 
ceeds E. J. Bush who resigned and 
was named treasurer and vice 
chairman of the board. 

Elected to the Diamond T board 
were S. D. Den Uyl, president, Bohn 
Aluminum & Brass Corp., and Er 
nest K. Mann, Bohn treasurer. Den 
Uyl last year blocked a proposed 
sale of Diamond T to White Motor 
Co. It is reported he favors a mer 
ger of Diamond T with Reo, a Bohn 
subsidiary. 

Three truck makers now have 
made top executive changes in re 
cent weeks. White previously moved 
Robert F. Black from president t0 
board chairman, and J. N. Bauman 
from executive vice-president t 
president. 


4.1L. 
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| Sealers tell me 


By John 0. Munn 





EALERS are. more conscious 

than ever before of the value 
of good public relations. For in- 
stance, when Ted Grace recently 
retired as president of the Detroit 
Automobile Dealers Assn., he 
pleaded with members to seek the 
solution of many current problems 


by establishing their identity in the| 


local market. 


Walter Cooper 
Fort Collins, Colo., 


(Chevrolet) at 


committee, urges dealers to use the 
same forceful techniques 
have promoted the product to pro- 
mote their organizations to the end 
that the public will realize that the 
product alone is not enough. 

“Only when the product is 
backed by a responsible new-car 
dealer can honest value be as- 
sured,” he said. As long as the 
majority of people think of auto- 
mobile dealerships merely as 
‘places to shop around for the 
best deal’ we must expect them 
to do just that and the principal 
selling device will be price. 

“We need to establish indelibly 
in the public mind, certain basic 
facts ... that there is more to buy- 
ing a car than price; that the dealer 
is as important as the car he sells, 
and that the car buyer’s one assur- 
ance of motoring satisfaction is the 
dealer’s ability to provide mainte- 
nance, service, integrity and respon- 
sibility. 

“These are truths that set a 


AFL-CIO Urges 


Extension of 
Minimum Wage 


WASHINGTON. — AFI CIO 
President George Meany asked Con- 
gress last week to extend coverage 
of the Fair Labor Standards Act 
to 9.6 million more workers, in- 
cluding 4 million in the retail and 
service industries. 

Meany told.a Senate labor sub- 
committee that he expected over- 
whelming support from both parties 
for extension of coverage, since 
both President Eisenhower and top 
Democratic leaders have called for 
amendment of the law. 

“Certainly there can be no ob- 
jection to this legislation on any 
moral or ethical grounds,” he as- 
serted. “The only possible objec- 
tions can come from those who 
profit from substandard wages and 
from the continuance of ‘sweatshop’ 
conditions.” 

Auto dealers are presently exempt 
from minimum wage and overtime 
provisions of the law. While Meany 
failed to mention auto dealers spe- 
cifically in his testimony, it is be- 
lieved that the expanded coverage 
would mostly effect dealers in the 
South. 

NADA is expected to testify or to 
file a statement in opposition to the 
Proposed extensions. 
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dealer apart from competition, The 
public must be made to understand 
and appreciate them.” 

Another leader reminds us that a 
good public relations program can- 
not make a good dealer. He is cer- 
tain that any dealer who is serving 
the needs of local owners and pleas- 
ing a major share of his customers 
is neglecting a good opportunity 
unless he constantly reminds the 
people in his area of the impor- 
tance of the contribution his opera- 


which | tions make to the community. 


In fact, he says, “You cannot 
cash in on the fact that you are a 
good dealer unless you take the 
trouble to constantly tell people 
what your facilities, your invest- 
ment, your ideals and your policies 
mean to them.” 

* * * 


Mind Your Business 
O*® COURSE, with the competi- 
tive conditions as they are, you 
need first to mind your own busi- 
ness. No one else is going to do it 
for you. But a part of minding your 
business is exposing the public to 
facts to make them realize it does 
make a difference where they buy 
their cars, new and used, as well as 
where they come for service. 


This leader says that competitors 
offer merchandise and service, too. 
Automobiles have always enjoyed 
great public acceptance but sales 
practices for the last few years 
have lessened brand loyalty on the 
part of the public. 


He, therefore, claims that even 
the people who may prefer a 
certain brand shop around for 
most any make and buy where 
they think they get the longest 
allowance. In this situation he 
says the dealer’s only protection 
is to build and sustain more pref- 
erence for his own institution. 


He is sure that if you permit 
yourself to be accepted as just a 
dealer in a certain line of cars and 
not as a purveyor of satisfactory 
miles of personal transportation, 
you are neglecting an opportunity 
that will bring security and profit. 


He reminds every dealer that 
they have as great an investment 
in money and manpower, propor- 
tionately, as any factory and it is 
only when people understand that 
fact that the dealer occupies the 
position in the trade that he so well 


deserves. 
* * ~ 


A True Image 


Axctam dealer points out that 
good public relations benefit all 
ramifications of a dealer’s business. 
He asks, “Are your employes proud 
to work for you?” “Do people jump 
at the chance to join your organi- 
zation?” “Do your suppliers rate 
you as a preferred customer?” “Do 
bankers rate you strong and prom- 
ising?” “Does the press have a 
clear understanding of your busi- 
ness?” “Do your salesmen enjoy 
institutional prestige when talking 
to prospects?” “Does your firm 
name weigh heavily in your favor 
with new prospects?” “Does your 
reputation help you sell, not only 
cars, but your whole line?” 

The answer lies in keeping a true 
image of your dealership before 
the public. 

Robert D. Stewart, Buick dealer 
of Arlington, Va., wrapped it all 
up when he recently observed, 
“Today is the time that every 
dealer should be looking for the 
favorable vote of everyone in his 
community. 

“Of course, there are a lot of 
management problems. Every dealer 
must strive to be on top of them. 
But a public relations job is so 
important that it cannot be dele- 
gated. It is a steady job requiring 
management’s constant attention. 

“This is because only through 
good customer relations can any 
business survive. And good cus- 
tomer relations mean public under- 


standing and appreciation of the| buyers in states like Arizona now 
‘pay “realistic fr@ight charges in- | 


work we do.” 
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Aimed at Coercion, Bootlegging . 


Dean of Dealers 
Syracuse’s Rossell Opened 


43 Years Ago 


SYRACUSE, N. Y. — Clare Ros- 
sell, of Rusterholtz & Rossell, left 
a high school principal’s post to 
take over his first car dealership 
43 years ago. 

The man who sold it to him told 
friends confidentially after the deal 
was closed that he quit because 
all the people around there who 
were going to buy cars had bought 
them. That was in Warren, Pa. 

Five years later Rossell Brothers 
in their own new building were 
handling parts by the carload, and 
serving as distributors over a wide 
area. 

With Jerome L. Rusterholtz, his 
brother-in-law, he founded the 
Syracuse dealership in 1922. Ruster- 
holtz & Rossell took over their 
present franchise in 1931, selling 
Chrysler and Plymouth and serv- 
ing as distributor of parts. Rossell 
is considered the dean of Auto- 





mobile Row in Syracuse. 











NADA ’s Equity Bill 
Ready for Congress 


By William Ullman 
Washington Correspondent 
WASHINGTON. NADA has 
drafted a new bill designed to curb 
both bootlegging and unfair factory 
pressure on dealers. 

Rowland Kirks, NADA legisla- 
tive counsel, told Automotive 
News last week that he has dis- 
cussed his measure with Senator 
A, S. Mike Monroney, Oklahoma 
Democrat, and hopes that a final 
version will soon be introduced 
in the Senate. 


Tentatively, the bill enlarges the 
scope of the day-in-court bill to 
permit dealers to sue for injury, 
whether inflicted by other retailers 
through unfair competition or by 





New Arizona Officers 


Take Over— 


The. new and outgoing officers of the Arizona Automobile Dealers Assn. pose in 
Phoenix, Ariz., at the annual convention. From left: W. D. Bennett, secretary-treasurer; 
George R. Childress, new president; Bradley Sizer sr., retiring president, and Clinton 


F. Steinhoff, association manager. 
present. 


* z 


New Auto Legislation 


Herb Stephens, the new vice-president, was not 


* x * 


Forecast by Monroney 


PHOENIX, Ariz. — New legis- | 
lation will be introduced in Con-| 
gress in the next few days to cur- | 
tail bootlegging and to “define the | 
advancements made so far,” ac- 
cording to Senator A. S. Mike Mon- 
roney, Oklahoma Democrat. | 

Monroney, who conducted the 
Senate probe of auto marketing 
practices last fall, made this | 
statement at the 1956 convention | 
of the Arizona Automobile | 
Dealers Assn. here May 4-5. 

He said the legislation will pro-| 
hibit “coercing a dealer into taking | 
more cars than he knows he can | 
sell and compel factories to pur-| 
chase cars from. over-loaded | 
dealers, thereby doing away with | 
any excuse for bootlegging.” 

He added that the legislation will | 
provide that a dealer will not have | 
to sign a contract that waives his | 
rights in court. 

Reviewing his 14 months as) 
chairman of the Senate subcom-| 
mittee on auto marketing, Mon- | 
roney quipped, “When I started, | 
my only experience in the automo- 
bile market was coming out on the 
low end of a used-car deal.” 

He said he soon learned that 
the auto marketing situation was 
in a pretty bad condition and he 

soon realized that “we had to | 
help new-car dealers maintain 
their responsibility, respectibility 
and reliability.” 

Monroney claimed that, as a re- 
sult of his committee’s probe, the 
factories have made concessions 
amounting to $500 million a year to 
consumers and dealers. 

According to Monroney, con- 
sumers will save $200 million alone 
on the freight charge reduction and 










fore.” 

(However, a Big Three execu- 
tive denied that consumers as a 
whole were saving anything on 
the freight adjustments. He said 
buyers save money in some areas 
and lose money in others, and 
that the net result was that the 
factories’ income from freight 
remained unchanged. He said it 
wasn’t a “reduction” but a “re- 
distribution” of charges.) 
Accusing the auto manufacturers 
of underestimating the worth of the 
new-car dealers, 

(Continued on Page 8, Col. 1) 
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them replaced. Economizing? . 


over 4,000 questionnaires returned, 
in contract. 











Monroney said | 
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association 35 years ago and has been its manager 
has resigned as manager of the Colo- 


forming 21 years ago. Braden will continue to pilot 
the Denver association and handle 
matters, while the Colorado group will be managed 
by Clive Bradford, who until recently was with the 
Automobile Manufacturers Assn. . Braden recently 
was given the title of executive vice-president of 
the Denver association and will continue to manage 


Braden, and John Scott of the Chattanooga (Tenn.) 
association are the patriarchs of dealer association 
managers, with 35 years service each... 

Latest report by Chicago-area Ford dealers shows customer labor 
volume up 5 percent but repair parts sold up only 3 percent, indi- 
cating that more customers had parts repaired in service than had 
three new members, Florida like number ... 

NADA’s annual mid-year meeting of directors will be held June 
13-15 in Washington, instead of Detroit as formerly. One reason for 
change is to show off NADA’s new building . .. Results of NADA’s 
recent poll of Ford dealers, which NADA refuses to give the press in 
Washington, are now being revealed by Fred Bell, executive vice- 
president, in dealer convention talks. Results, reports Bell, show 


manufacturers through capricious 
cancellation of franchises. Winners 
of suits could collect treble dam- 
ages. 

Meanwhile, Frederick J. Bell, 
NADA executive vice-president, 
asked the Klein subcommitee in the 
House “to hold in abeyance” any 
decision on three dealer bills before 
that body “until we may be 
accorded the opportunity of sub- 
mitting to you amendatory legisla- 
tive language” to meet objections 
to the measures. 

Presumably, the amendments re- 
ferred to will be contained in the 
new bill outlined by Kirks. 

Bell emphasized that “the need 
of legislative action is impera- 
tive.” The dealer spokesman 
added that his objectives and the 
means to reach those objectives 
could be “harmonized” to achieve 
the unified support of the in- 
dustry. 

If the House subcommittee agrees 
to delay its report on the three 
bills now before it, NADA may be 
able to get prompt consideration 
of its newest legislative remedy. 

NADA’s latest move to salvage 
some legislation from the lengthy 
House and Senate hearings indi- 
cates that it has given up hope of 
securing passage of the antiboot- 
legging, territory security, and 
phantom freight bills in their 
present form. 


Kirks has said he has “serious 
doubts” about the effect of the 
Hinshaw phantom-freight measure 
on smaller auto producers. Wit- 
nesses for American Motors and 
Studebaker-Packard have told Con- 
gressmen that the Hinshaw bill 
would work great hardships on 
auto makers lacking far-flung as- 
sembly plants. 


Kirks said he believes arguments 
of opponents of the bill are sound. 

He added that the best solution 
to freight problems might be to 
establish a one-price system for 
cars, no matter where they are sold 
in the U. S. 

He emphasized, however, that no 
freight provisions of any kind will 
be included in the proposed day-in- 


|court bill. 
stead of the double charges of be- | 


| Kirby Named President 


Of Jacksonville Dealers 


JACKSONVILLE, Fila. The 
Jacksonville Automobile Dealers 
Assn. has elected C. C. Kirby jr. as 
president, William H. Terry jr. as 
vice-president and William Catlin 
jr. as treasurer. 


Spreen Elected 


HUNTINGTON PARK, Calif. — 
Bob Spreen has been elected presi- 
dent of the Southeast Motor Car 
Dealers Assn. 


who started the Denver dealer 


which he also had a big hand in 


legislative 


show (next year’s date: Feb. 4-9). 


North Carolina association adds 


of which 81.2 percent want change 


-Pete Wemuorr, Editor, 
Automotive News 
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Pass 30-Da 
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Used-Car Stocks Edge Upward 


By Robert M. Lienert 
Associate Editor 


TOCKS of unsold used cars in 

the hands of franchised dealers 
crept upward last month to pass 
the 30-day dividing line, according 
to Automotive News estimates. 

The previous month had seen 
used-car inventories slashed 
sharply. 


The monthly census showed that 


as of May 1, dealers had a supply | 


of unsold used units good for 32.9 
days. Stocks a month earlier had 
been equivalent to 27.3 days of sell- 
ing, the year’s lowest point. 


a “pe 


7 


had been 41.9 days. The top 


stock figure recorded so far this| 


year was 43.6 days on Jan. 1. 

The increase in days’ supply 
May 1 was attributed partly to a 
greater numerical supply and 
partly to a slowing-up in sales 
noted late in April. 

Apparently the lethargy which 
has settled on new-car sales is 
mildly contagious. As one dealer in 
the Southeast put it: “The used- 


car market is tough, but it’s pos-| 


sible to keep even keel 
ging.” 

None of the dealers contacted in 
a nationwide survey expressed 
alarm over the used-car situation, 
although one on the East Coast 


°56 Stocks Hold 
At 900,000 Peak 
For Third Month 


(Continued from Page 1) 


by plug- 





607,275, which marked an alltime 


high for that time as well as a 
1954 record. This total was not 
eclipsed until April of last year, 
when a 643,538 total foreshadowed 
a series of climbs to the 1955 peak 
level of 848,498 reached last June 1. 


Stocks resumed their march to} 


the present top-level plateau in 
October after plummeting to 538,375. 


* * * 


New-Car Stocks 


In Field, In Transit 


(Compiled by Automotive News) 
Dealers 
Total 
Potential 
Inventory 
Stocks 
440,254 
434,136 
407,380 
400,042 
404,788 
545,041 
448,306 
370,202 
255,968 
267,762 
258,577 
296,391 
339.674 


Cars In 
Transit 
to 
Dealers 
188,500 


Cars 
In 
Field 
Stocks 
251,754 
276,136 
247,680 
239,642 
305 858 
406,541 
357,606 
283,402 
224,968 
198,762 
. 182,577 
213.391 
. 251,674 
232,036 
-.. 193,462 
--. 162,086 
. 149,091 
. 233,556 
. 287,247 
--. 291,671 
.. 324,835 
389,011 
. 445,882 
. 490,381 
--. 463,546 
«. £79,698 
.. SLT,119 | 
.. 514,569 
. 519,037 
. 538,087 
- 430,876 
-. 428,125 
---. 466,176 
. 11,122 
.. 541,911 
.. 538,775 
503,219 
. 445,665 
390,854 
oo» 355,654 
--- 267,469 
. 120,107 
-. 203,453 
.. 293,881 
373,573 
-. 467,655 
- 544,038 
660,341 
.. 755,498 
. 736,591 
735,447 
675,964 
.. 489,475 
.-. 487,666 
--. 645,707 
. 155,177 
801,499 
. 840,089 
Apr. 827,977 . *898,669 
1, °56.... 845,970 56.300 902,270 
+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 
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277,962 
174,086 
226,091 
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399,394 


476,211 
535,182 
588,081 
537,046 
562,498 
599,319 
589,069 
579,937 
606 ,387 
459,876 
464,725 
526,776 
573,122 
605,911 
607,275 
565,719 
508,165 
447,854 
406.054 
296,469 
157,607 
265,153 
362,381 
462,673 
562,655 
643,538 
763,041 
848,498 
813,591 
806,947 
713,264 
538,375 
575,266 
723,107 
808,477 
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June 
duly 
Aug. 
Sept. 
Oct. 
Nov. 
Dee. 
dan. 
Feb. 


Mar. 903.789 


MONTH prior to that, the figure | 





302,036 | 


363,247 | 
374,971 | 
412,035 | 





870,399 | 





said sales were “very flat” because 
of tightening credit. 
* 


* * 


HE increase in used-car stocks 

from April to May also was 
noted a year ago, although the 
gain was not as great as this year’s. 
From a 31.9-day supply on Apr. 1, 
1955, stocks moved up to a 33.6-day 
supply on May 1. 

Last year saw a notable cut- 
back in stocks during May, with 
the figure on June 1 falling to 
29.1 days’ supply. That was the 
first time in 1955 that used-car 
inventories were cut below a 30- 
day supply. They stayed below 
that level until the Oct. 1 census. 
Because of the new-car sales 
situation this year, dealers are un- 
certain about their ability to match 
last year’s used-car stock control 


|during the summer months. 


Dealers this month reported to 
Automotive News that their May 1 
stocks ranged from eight to 80 
days’ supply. A total of 59.1 percent 
said their stocks were good for 30 


days or less. 


* x * 


MONTH earlier, stock reports 
ranged from 15 to 60 days, with 
86.6 percent reporting they could 


sell out everything in 30 days or} 


less. 

A year ago on May 1, some 52.9 
percent of dealers reporting put 
their used-car supply at or below 
the 30-day level. The range was 
10 to 90 days. 

Dealers in general reported crisp 
activity in the used-car field during 
April. A dealer in the Rocky Moun- 
tain area described the market as 
“very strong” with prices firm. His 


| area is running considerably ahead 
|of last year on new-car sales, 


it 
should be noted. 

“Wholesale strong—retail good,” 
said one of Chicago's larger dealers. 
* 4 * 

THE East, a Big Three fran- 

chise-holder reported: “Good 
clean cars are moving exception- 
ally well. Average to poor cars are 


hanging on.” 
One of the South’s major retailers 


said flatly of used cars: “No prob- 
lem at this time.” 

“Spotty” was a West Coast 
dealer’s appraisal of used-car 
sales. He said, however, that he 
was anticipating a pickup. 

“The used-car market is pretty 
fair here,” said a dealer in the 
Pacific Northwest. He complained, 
however, that he was “not getting 
enough,” and added, “Too many 
people owe too much.” 

From Western New York State 
| came a report that the market was 
| strengthening, with washouts being 
|}achieved in a shorter period of 
time. 





“Fords and Chevrolets are hard| Showroom Hits the Road— 


|to move,” said a Gulf Coast dealer | 
| franchised in another line. “These | 
|dealers are selling their new units | 


| too cheap.” 

| A dealer in the Northern Rockies 
said his used-car volume has been 
| “steady and fair.”’ Prices, he said, 
were “comparable with high-book 
NADA.” 


* * * 


March Registrations 


Compared with 1955 


New-car registrations recorded 
during March for all states were 
broken down as follows: 
| 1956 Pos. Make 
| 1—138,084 Chev. 

2—118,309 Ford 

3— 53,982 Buick 

4— 46,190 Plym. 

5— 41,625 Olds. 

6— 35,364 Pontiac 

25,485 Mercury 

19,749 Dodge 

12,568 Cadillac 
10,289 Chrysler 

9,788 DeSoto 

8,200 Stude. 

7,829 Nash 

3,679. Lincoln 

3,400 Hudson 

2,959 Packard 

955 Imperial 
175 Cont’l 
6,594 Misc, 
Total All Makes 
545,234 636,534 


1955 Pos. 
135,482— 1 
134,908— 2 

69,236— 3 
61,689— 4 
51,463— 5 
47,3898— 6 
32,192— 7 
27,160— 8 
13,420—10 
14,601— 9 
11,737—11 
10,412—12 
7,980—13 
2,584—16 
4,126—15 
5,521—14 
1,328—17 


Gun 

9— 
10— 
1i— 
12— 
13— 
14— 
15— 
1b— 
1j— 
13— 
4,797 


Cars Head Squawk Parade 


Autos Draw Most BBB Inquiries and Complaints 
In Merchandise Category 


NEW YORK.—Demands on Bet- 
ter Business Bureaus in 1955 
reached an alltime high and the 
automotive industry was fifth in 
volume of all inquiries and com- 
plaints, Victor H. Nyborg, presi- 
dent, Assn. of Better Business Bu- 
reaus, announced last week. 

However, in the category of 
merchandise, total automotive in- 
dustry inquiries and complaints 
were first in volume with 112,924. 

This was broken down as fol- 
lows: Equipment and service, 36,- 
481; new cars, 28,320, and used cars, 


| 48,123. A total of 2,956 automotive 
322,556 | 


advertisements required contact 
with advertisers and of this num- 
ber, 81 were referred to the authori- 
ties. 

The breakdown on “contacts” 
was: Equipment and service, 274; | 
new cars, 852, and used cars, 1,830. | 
“Referral to authorities” included: 
Equipment and service, nine; new | 
cars, 14, and used cars, 58. 

Automotive trade conferences led | 
all classifications with 117, or 11.37 | 
percent of all conferences held in| 
1955. 

This figure reflects to some ex- 
tent the activity of NADA with 
the BBB, which led to the joint 
code announced at the NADA 
convention last January. | 

BBB’s report said that: “In| 
nearly all trade practice confer- 
ences the subject of bait and im-| 
proper comparative price adver-| 
tising is discussed.” | 

The NADA-BBB code primarily | 
was aimed at eliminating or cor- 
recting bait advertising and other 
practices which NADA has con- 
demned. 

“There is an obvious corelation | 
of Bureau statistics to market | 
practices,” said Nyborg in announc- 
ing the report. 

“The public turns to BBB for 
impartial, factual information 
about proposed business transac- 
tions or complaints about its busi- 


ness experience. The strength of 
these statistics lies in the fact 
that they are a spontaneous re- 
action to selling and advertising,” 
he said. 


Automotive industry inquiries 
and complaints dropped from 
fourth place in 1954 to fifth in 
1955. They were fifth in 1950; fifth 
in 1951, and sixth in 1952 and 1953. 


Neptune Motors, Inc. (Dodge-Plymouth), East Boston, Mass., prepares to move its 


showroom on the road in search of car buyers. 


Led by a sound car equipped with 


large signs, the cavalcade, consisting of Dodge cars, station wagons and trucks, 
paraded through the city playing records and inviting the public to test drive the 


1956 Dodge. Termed 
future. 


“very successfu!,” 


the promotion will be repeated in the near 
Standing beside the sound car are, from left, Melvin Goldberg, Neptune 


sales manager, and Bernard Wantman, assistant sales manager. 





Latest Rise in Loan Rate 


Brings Criticism of FRB 


(Continued from Page 1) 


Secretary George Humphrey and 


| Dr. Arthur Burns, the President’s 
|chief economic adviser, are afraid 


the higher rates will hurt autos 
and other “soft spots” in the econ- 
omy. 

A disturbing report by the 
Standard Factors Corp. seems to 
add substance to the concern of 
Cabinet members. Entitled “One 
Year’s Experience with Credit 
Controls,” the study covers the 
borrowing and lending activities 
of 727 manufacturers and 127 
banks during the 12 months end- 
ing April, 1956. 

Principal finding in the report is 
that most companies with net 

worths of from $5,000 to $25,000 lost 
their lines of bank credit during 
the last year, although more than 


half of these firms could get bank | 


money before April of last year. 
Among companies with net worths 
of from $25,000 to $100,000, the 
number with bank lines was cut 
almost in half. Companies with 
more than $500,000 net worth were 


| virtually unaffected by the credit 
|tightening during the year. 
* = * 


yo findings help answer the 
question: “Who is really 
affected by increases in lending 
rates?” The answer is that the big 
firms go right ahead borrowing, 
and the little guys have to stop. 

The bankers protest that it isn’t 
their fault. After all, they say, they 
are small businesssmen, too. 

But it costs just as much in time 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 9 
(Thunder storms all day. Percentage 
sold, 107 out of 188, very low). 
BUICK—'55 Special Riviera, $2,075*, 
$1,900*, $1,815*; Super Riviera, $1,- 
960*; Century Riviera, $1,950*; 4-dr., 
$1,820*. "54 RM 4-dr., $1,400*; Spe- 
cial Riviera, $1,350*. '53 Super 4-dr., 
$910*, $795*; RM 4-dr., $900* (ps). 
‘52 Super 4-dr., $460*. ‘51 Super 
Riviera, $385; 4-dr., $300. 
CADILLAC—'54 (60) Special 4-dr., 
$2,735*. °53 (62) conv, $1,945*. °'52 
(62) 4-dr., $1,225*, $1,110* (ps). 
CHEVROLET—'56 Bel Air (6) 4-dr., 
$1,705. 55 Two-ten (8) _ station 
wagon, $1,335, $1,210; 4-dr., $1,260*; 
Tow-ten (6) 4-dr., $1,200; 2-dr., 
$1,100, $1,085. '54 Bel Air Hardtop, 
$1,155*; 4-dr., $870*; Two-ten Delray 
coupe, $880; 2-dr., $730; One-fifty 
2-dr., $575. °53 Bel Air Hardtop, 
$900, $825, $850; One-fifty 2-dr., 
$625. '51 SL Deluxe 4-dr., $385. 
CHRYSLER—'56 Windsor Nassau, §2,- 
570*. '53 NY 4-dr., $895*. 52 Wind- 
sor 4-dr., $875*; NY 4-dr., 
$560* (ps). 
DeSOTO—'53 Fire 
700* 
DODGE—'56 Coronet (8) Sportsman, 
$2,750*. ‘55 Royal 4-dr., $1,685*, 
$1,600*. ‘53 Coronet 2-dr., $605. '52 
Coronet 4-dr., $385. 
FORD—'56 Fairlane 
toria, $2,200* (ps); 
(ps). ‘55 Country 
$1,550*; Fairlane (8) 
790*, $1,725, $1,700* 
$1,350, $1,305*, $1,300; 


$560", 


Dome (8) 4-dr., 


(8) Crown Vic- 
4-dr., $1,900* 
sedan, $1,610, 
Victoria, $1,- 
(ps); 2-dr., 
Main (8) 





Ranch Wagon, $1,345; 4-dr., $1,175; 
Main (6) 2-dr., $1,110; police car, 
$680, $600. '54 Crest (8) Victoria, 
$1,135*; Custom (8) 4-dr., $880; 
Custom (6) 4-dr., $810. '53 Crest (8) 
Victoria, $765; Custom (8) 4-dr., 
$725, $715*, $665, $600. "52 Crest (8) 
Victoria, $650*. °50 Custom (6) 4-dr., 
$170, $160. 

HUDSON—’55 Rambler station wagon, 
$1,420. °53 Hornet 4-dr., $450. 
LINCOLN—'56 Premiere Hardtop, $3- 
785* (ps). ‘53 Cosmopolitan 4-dr., 

$1,010* (ps). 

MERCURY—’56 Monterey 4-dr., at 
$2,100* (ps). ‘54 Monterey Hardtop, 
$1,350*; conv., $1,335*; 2-dr,, $1,010. 
"53 2-dr., $800*. ’51 2-dr., $215. 

NASH—’52 Ambassador 4-dr., $355*. 

OLDSMOBILE—’55 (88) Super Hard- 
top, $2,090*. ’54 (98) 4-dr., $1,650*, 
$1,650* (ps); (88) 4-dr., $1,450* (ps). 

PACKARD—’51 4-dr., $265*. 

PLYMOUTH—'55 Plaza (8) 2-dr., $1,- 
100. '54 Belvedere conv., $995. ‘53 
Cranbrook conv.; $775; 2-dr., $425; 
4-dr., $505. '51 Cranbrook 4-dr., $160. 

PONTIAC—’'56 Chieftain (8) Catalina, 
$1,925* (ps). '54 Chieftain (8) sta- 
tion wagon, $1,175; 4-dr., $1,050*. 
’53 Chieftain (8) Catalina, $875*; 4- 
dr., $750*. ‘50 Silver Streak (8) 
conv., §$175*, 

STUDEBAKER—'55 Champion 2-dr., 
$1,165. '53 Commander 4-dr., $420*; 
2-dr., $415*. ‘52 Commander Hard- 
top, $330. 


MISCELLANEOUS—’54 Chevrolet 
ton pickup, $750; Ford %-ton pick- 
up, $1,135°. 


2 


‘ 
%- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 42, 43, 46, 47, 48. 


and personnel to look after a $50,- 
000 line of credit as it does to 
handle a $1 million line. And there 
is less risk involved in lending one 
company a million dollars than in 
lending 20 companies $50,000 each. 
Therefore, when money is tight, 
bankers are apt to give first con- 
sideration to the volume customer. 


What happens to the small 
manufacturer when he loses his 
bank line? 


Most of those covered in the sur- 
vey turned to commercial finance 
companies, but many of them 
learned another economics lesson 
in a hurry. For most finance com- 
panies operate on bank lines of 
credit, too, and tight money affects 
them just as much as anyone else. 

The Standard Factors. report 
closes with a word of advice for 


|FRB members: 


“Whether the country can afford 
to maintain uniform credit controls 
which affect the different segments 
of industry so differently, and 
which bankers themselves do not 
like, is something which the Fed- 
eral Reserve Board might recon- 
sider.” 


* * * 


r A House speech on the FRB 
interest hikes, Texas Democrat 
Wright Patman once again de- 
nounced the power of the Board 
to restrict credit against the advice 
of the elected representatives of 
the people. 

Patman didn’t name these repre- 
sentatives, and since the cabinet 
officers are appointed, it isn’t clear 
whom he was talking about. But 


|he said he was certain that FRB 
|is abusing its power, and has been 


abusing it ever since February, 


| 1951. 





“We see millions of victims of 
that abuse of power when we 
witness the impoverished condi- 
tion of agriculture and of the 
rising tide of small-business 
bankruptcies and small mergers,” 
he declared. 


The bankruptices and mergers, 
he added, were caused primarily 
by the five rediscount increases of 
the Federal Reserve Board. 


“Loss of bank lines,” Patman 
stated, “either puts the small man 
at a terrific disadvantage or else he 
has to close down completely.” 


Tax-Wise Dealers Rush 
To Register Stocks 


MINNEAPOLIS. — Last-minute 
new-car registrations by dealers 
trying to beat the May 1 assess- 
ment of personal property to- 
talled 2,600 in three days, accord- 
ing to Finance and Commerce, 
local business newspaper. 

In the first 26 days of the 
month, 3,241 cars were registered. 
In the final four days—one of 
which was a Sunday—2,600 new 
cars were registered. One Chev- 
rolet dealer alone registered 105 
cars in a single day. 
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IGEST LOVE AFFAIR SINCE Os. 
see TOMcnaLee BEGAN he 
A ROW 4 
IN 1955, FOR THE 20TH YEAR IN ’ : than any other 
MORE PEOPLE BOUGHT CHEVROLETS a 4. 
THAN ANY OTHER CAR hit f the hot one’s 


Final and officra 





1 
a H 


Now—over 


2 million more 


4, Chevrolets 


1 registration figures prove ¢ M even hotter 


in 1956! 


Advertising Agency magazine, in 
commenting on this recent 
Chevrolet dealer ad, said, ‘‘. .. 
could have been a dull breast- 
beater. Instead .. . made them 
sound like nice people.” 














What kind of advertising will keep 


business good for Chevrolet dealers? 


Back in 1953, one of our people (he happens now to be 
president and chairman of the board) expressed some 
of our advertising convictions and viewpoints before a 
meeting of Chevrolet dealers. He said, in part: 


“We believe that advertising should not appear to 
the public to be born out of a ‘panic’; that it does 
not have to resort to unnecessary giveaways or to 
unbelievable cut-rate approaches to be successful. 
Nor do we believe that it’s necessary to quote 
prices designed to bring people into your show- 
rooms but which can’t be substantiated after the 
prospect comes into your place of business.” 


And then he went on to say: 
“We predict that the distress merchandising type 


of advertising will in the aggregate cause the public 
to be mistrustful and to wait for a better deal, and 
that in the long run it will defeat its purpose.”’ 


And finally he made this very significant statement: 


“‘We are interested only in the type of advertising 
that Chevrolet dealers, as the industry’s leaders, 
can live with and live up to because in the final 
analysis that’s the kind of advertising that will 
keep your business good over the longest period 
of time.” 


That’s the kind of advertising we’ve believed in for years. 
That’s the kind of advertising we believe in now, 


And that’s the kind of advertising we always will believe in. 


Detroit + New York « Chicago « Los Angeles «¢ Hollywood 


CAMPBELL-EWALD Advertising sex Francisco + Washington ¢ Atlanta + Dallas + Kansas City 








Studebaker Stages ‘Dealer Driveaway'— 
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In First 


Buick fell 
dropped 0.47. 


* * 


points. 


0.91 and 


uarter ... 


Smaller Makers Win 
Higher Sales Share 


(Continued from Page 1) 


* 


Ford Motor Co. however, 
wound up with a net decline of 


0.55 percentage points because of 


losses 


in other divisions. Ford 


Pontiac 


Build-up begins at the Studebaker proving ground for the largest ‘dealer drive- 
away” in Studebaker history. Approximately half of the company's 2,500-member 
dealer organization will converge on South Bend tomorrow (May 15) to drive 1,200 
cars and trucks back to their home towns. Called the “Studebaker spring round-up,” 
the event will introduce the new array of spring colors, and factory officials will 
announce plans for a large-scale merchandising program scheduled to begin June 1. 








slumped 0.49 percentage points— 
dropping from 332,461 registra- 
tions and 21.41 percent of the 
market in the ’55 quarter to 297,- 
983 and 20.92 percent this year. 


Mercury fell 0.35 percentage 


by Cadillac, handily offset losses by | points, while Continental gave the 
the other GM. divisions. 
dropped 1.21 percentage points, 
Oldsmobile | 


company 0.04 percent of the market 
as a new entry in the field. 
Chrysler Corp., with divisional 
| losses. all down the line, dropped 
| 2.93 percentage points. Plymouth 





> ak yf oo only other individual make| suffered most, losing 1.49 percent- 
. ie among Big Three entries with 

an improved position was Lincoln, 
which jumped 0.25 percentage 


age points. 

Dodge was off 0.75 percentage 
points; Chrysler, 0.55; DeSoto, 0.12, 
and Imperial, 0.02. 

+ * * 

MERICAN MOTORS showed a 

market gain of 0.29 percentage 
points. Nash accounted for the 
lion’s share of the increase by jump- 
ing 0.28 points while Hudson edged 
upward 0.01 point. 

Packard’s 0.06 percentage point 
loss offset a gain of 0.02 percent- 
age points by Studebaker, to give 








THIS STREAMLINED NATIONAL ACCOUNTING MACHINE has helped build the John Zink Co., makers 
of Industrial Burners, Field Flares, Air Heaters, Waste Disposal Units and Domestic Heating 
Equipment, into an extremely profitable enterprise. 


“Our Zalional System 
saves us ‘5,000 a year... 


pays for itself every 12 months!” 


—John Zink Co., Tulsa, Oklahoma 


“In addition to owning the winning 
car in last year’s Indianapolis ‘500’,” 
writes Mr. Zink, “we are one of the 
country’s largest manufacturers of 
industrial heating equipment. Being 
out front both in sports and in busi- 
ness, means using the most modern, 
most efficient equipment designed. 
That’s why we recently installed a 
National System to handle the in- 
creasing load of accounting work that 
has resulted from our fast-expanding 
sales volume. . 
“Our National System has proved 


to be one of the best investments 
we've ever made. We can now post all 
our records in much less time. Accounts 
receivable, sales analysis, payroll and 
government reports are kept up to 
the moment with machine accuracy, 
providing sales and profit information 
any time we want it. 

“From salary savings and the firm 
control it gives us over all our trans- 
actions, our National System saves 
us more than $5,000 a year. This means 
it pays for itself every 12 months.” 

A National System can save you 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 





THIS NEW RACING CAR owned by John Zink 
will run in this year’s Indianapolis ‘‘500’’. 





MR. JOHN ZINK, owner of the car that won the 
500-mile Indianapolis speedway race last year, 
tells why he uses a National System in his 
business operations. 


money whether you own a large man- 
ufacturing operation or a small service 
station. Find out today from your 
nearby National representative how 
Nationals will provide you with 
money-saving control and money- 
making information. His number is in 
the classified section of your phone 
book. 


#TRAOE MARK REG. U.S, PAT. OFF. 
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Studebaker-Packard a net decline 
of 0.04 percentage points. 

The miscellaneous classification’s 
penetration rose sharply in the (956 
quarter, from 0.76 percent in the 
1955 period to 1.20 percent this 
year. 

Volkswagen accounted for al! of 
the gain among miscellaneous vchi- 
cles. It had registrations of %,837 
units for 32.45 of all miscellan«ous 
cars in the first quarter of last 
year, and registrations of 10,987 for 
64.23 percent of the miscellancous 
classification this year. 

> * * 

oo total registrations of 1,424,- 

424, the 1956 opening period 
was the second-best first quarter in 
history. It was exceeded only by 
the opening quarter of last year, 
when registrations amounted to 
1,552,735. 

Following on the books are 1951, 
with 1,416,162 units; by 1950, with 
1,286,437 units, and by 1953, with 
1,269,147. 

Based on registration figures, 
the market for the first three 
months was divided as follows 
(1955 penetration figures are in 
parentheses): Chevrolet, 25.42 
(20.06) ; Ford, 20.92 (21.41); Buick, 
10.13 (11.04); Plymouth, 8.53 

(10.02); Oldsmobile, 8.01 (8.48); 
Pontiac, 6.51 (7.72); Mercury, 4.58 
(4.93); Dodge, 3.60 (4.35) ; Cadillac, 
2.41 (2.38); Chrysler, 1.86 (2.41); 
DeSoto, 1.75 (1.87); Studebaker, 
1.59 (1.57); Nash, 1.37 (1.09); Lin- 
coln, 0.69 (0.44); Hudson, 0.60 
(0.59); Packard, 0.60 (0.66); Im- 
perial, 0.19 (0.21), and Continen- 
tal, 0.04. 

Last year in the first quarter, 
more than half of the total regis- 
trations were accounted for by 
seven states—California, New York, 
Michigan, Illinois, Ohio, Pennsyl- 
vania and Texas, in that order. 

This year, they fell just short of 
50 percent, but the leaders had their 
positions juggled. New York, which 
had been the nation’s No. 1 car 
market in 1954, before dropping to 
second last year, dipped to No. 7 
this year. 

California retained its leadership. 
Illinois, fourth a year ago, moved 
into No. 2 spot. It was followed by 
Pennsylvania, which climbed from 
last year’s sixth position. 

In fourth place was Ohio, up one 
notch from 1955. 

* * ok 
EGISTRATIONS ranked the 
states as follows: California, 

130,997; Illinois, 108,093; Pennsyl- 
vania, 103,614; Ohio, 100,059; Michi- 
gan, 92,855; Texas, 83,343; New 
York, 82,177; New. Jersey, 48,066; 
Indiana, 43,023; Florida, 41,702; Mis- 
souri, 40,395; Massachusetts, 36,178, 
and Virginia, 29,382. 

Wisconsin, 238,109; Minnesota, 
27,930; Maryland, 27,532; North 
Carolina, 27,354; Tennessee, 25,- 
643; Louisiana, 23,644; Alabama, 
22,724; Washington, 21,068; Con- 
necticut, 21,065; Lowa, 19,978; 
Georgia, 19,594; Oregon, 18,789; 
Kentucky, 16,138, and Oklahoma, 
16,035. 

South Carolina, 16,020; Arkansas, 
15,888; Colorado, 14,201; Kansas, 
13,579; Mississippi, 13,113; Nebraska, 
12,436; West Virginia, 11,681; Dis- 
trict of Columbia, 7,150; Rhode 
Island, 6,424; Maine, 6,306; South 
Dakota, 5,961, and Utah, 5,849. 

Arizona, 5,780; Montana, 5,109; 
Idaho, 4,982; Delaware, 4,889; North 
Dakota, 4,241; New Mexico, 4,204; 
Nevada, 3,071; Wyoming, 3,001; 
Vermont, 2,531, and New Hamp- 
shire, 2,521. 

New-car registrations in the first 
quarter ran above the comparable 
1955 period in 21 states—Alabama, 
Arizona, Arkansas, Colorado, Idaho, 
Illinois, Louisiana, Maine, Mary- 
land, Missouri, Montana, Nevada, 
North Dakota, Oregon, Pennsyl- 


| vania, South Carolina, Texas, Utah, 


Virginia, Washington and West 
Virginia. 
* * * 
Foreign-Car 
Registrations 


Ist Quarter, 1956-1 955 


1956 1955 
Pos. Pos. 


1—10,987 Volkswagen 3,837—1L 

2— 651 Jaguar 804—3 

3— 566 Austin-Healey . 
. MG 1,144—2 
4,383 All Others 3,061 
Total All Foreign Makes 
16,587 8,846 


* Included in All Others. 








More people ride on Goodyear tires than on any other kind! 
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Consider It’s Factories’ Turn... 


Price Boost Hints Stun Dealers 


(Continued from Page 1) 


costs and even reduce prices on 
’57 models.” 
+ t * 

TH profits slim and discounts 

long, many dealers voiced the 
opinion that dealers had cut their 
own profits to the bone in order 
to give the public price reductions, 
and now, they say, it is the manu- 
facturers’ turn. 

Talk of higher prices has come 
largely from General Motors 
executives. Harlow H. Curtice, 
GM president, started the ball 
rolling with a statement to the 
effect that anticipated steel price 
hikes may boost auto price tags. 

Later, R. M. Critchfield, Pontiac 
general manager, told dealers in 
Pittsburgh that the possibility of 
price hikes on 1957 models may 
spur the sale of 56 cars. 

Then, in Buffalo last week, Ed- 
ward T. Ragsdale, Buick general 
manager, pointed to higher ma- 
terial costs, and said: 

“I don’t see how prices of 1957 
cars can do anything but. go up.” 

a” * * 
AGSDALE declined to estimate 
the amount of. the boost, but 
said: “We can’t swallow these in- 


‘creases (in materials) forever.” 


He predicted that industry sales 
would rebound to record levels 
when the new models come out. 


A Big Three dealer in central 
New York State said he feels that 
higher-price talk may help sales 
a month or two prior to introduc- 
tion. 

“But,” he continued, “the public 


New Auto Bill 
Due Out Soon, 


Monroney Says 


(Continued from Page 3) 


that selling a new car, selling the 
tradein and selling the tradein on 
the tradein was just as tough a 
job as making the car. 


After thunderous applause he 
added, “Factory concessions to 
new-car dealers have cut some un- 
sound credit and has reduced blitz 
advertising that had become a con- 
test to see who could tell the big- 
gest lie.” 


Also addressing the Arizona 
dealers was Senator Barry Gold- 
water, Arizona Republican, who 
urged them to get their sales- 
men out of “cool showrooms” 
and onto the “hot pavements.” 
“Since 1939 I haven’t had a sales- 
man try to sell me a new car,” he 
asserted. “Time was I couldn’t 
get in my house because of the 
crowd of life insurance and car 
salesmen. As a Republican today 
my life might not be worth much, 
but I still buy cars. Where is 
the oldtime. door-punching sales- 
man?” 

Goldwater, who owns a success- 
ful retail clothing operation in Ari- 
zona, said the economy today is 
sound and that the big responsi- 
bility for its continued: success of 
business lies in the sales initiative 
of business. 

Clinton Steinhoff, association 
manager, reported on the accom- 
plishments of the organization in 
the past year and emphasized the 
importance of cooperation among 
the dealers. 

George R. Childress, the associ- 
ation’s new president, said that 
this year’s goal would be even 
greater cooperation among 
dealers in the local, state and 
national associations. 

Other speakers were Frederick 
M. Sutter, NADA first vice- 
president, and Burkett L. Williams, 
NADA secretary. 

Besides Childress, the new offi- 
cers are Herb Stephens, vice- 
president, and W. D. Bennett, 
secretary-treasurer. 


Arnolt Adds Jaguar 





feels that the auto manufacturers 
can absorb any price increase by 
cutting their own profit, for once.” 

On the manufacturing side, 
makers feel that they have cut 


profits by granting dealers. full- 


warranty labor costs. 

* * * 
SOUTHERN Nash dealer be- 
lieves higher prices “would 


Ford Stylist to Address 


Parking Lot Operators 


WASHINGTON, — Roy A. 
Brown, chief stylist of the special 
products division of Ford Motor 
Co., will be the headline speaker 
at the fifth annual convention of 
the National Parking: Assn. in St. 
Louis May 21-23. 

Brown is expected to give some- 
500 parking lot operators a pre- 
view of the design characteristics 
of the car of the future. 
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make ’57 sales worse than -’56, and 
they are bad enough now.” 

Another dealer declared price 
rumors weren’t affecting his cur- 
rent sales. He added wearily, 
“Nothing seems to affect a stale 
market.” 

Retailers in Minnesota, Utah and 
Colorado found the ’57 price talk 
appearing in their current sales 
figures, but one said he did not 
believe there would be an increase 
next fall. 

> * a 


“PRICE increases with today’s 
tight money market would be 


| very hard on auto dealers,” he said. 


He called financing difficult and too 
tight for today’s inventories. 

Credit reports from across the 
country indicate downpayments are 
averaging 25 to 33 percent and 
terms about 30 months. 

One GM dealer shrugged off the 
effect of future price hikes on cur- 
rent sales. 

“After all,” he said, “prices are 
purely academic because of packs.” 


Goodrich Chief 
Elected to Head 
Highway Users 


WASHINGTON. — Williamg 
Richardson, president of B. BF 
Goodrich Co., last week was elected 
chairman of the National Highway 
Users Conference. 

He succeeds Albert Bradley, 
chairman of the board of Genera] 
Motors, who had 
served as NHUC 
chairman since 
1948, 

All other offi- 
cers were re- 
elected. They are: 
Arthur M. Hill, 
chairman of the 
executive com- 
| mittee of Grey- 
hound Corp., and 





Denver Buick Cited— 


Denver Buick Co., Denver, has been 
cited by the City of Denver for its policy 
of hiring handicapped persons whenever Herschel D. New- " y 
appropriate job openings exist. Since som. master of W. 8S. Richardson 
| 1946, the firm has employed and trained | the. National Grange, vice-chair 
approximately 20 disabled persons. Show- | ‘ . . 

men, and Louis J. Taber, board 


ing off the dealership’s Award of Merit | y 
are Jerry Connolly, left, service manager, | chairman of Farmers and Traders 
and Harold Cohen, president, of Denver) Life Insurance Co., secretary- 


| Buick. treasurer. 











Outdoor movies 


and 


Saturday Evening Post advertising 


S. H. Arnolt, Inc., foreign car}. 


distributor, has been named sole 
Chicago dealer for Jaguars S. H. 
Arnolt, president, said that. all 
models of the English-built . auto 
are being displayed in the’ show- 
room at 153 E. Ohio St.. 


to help you sell seat covers 


JETSPU 





Enka’s colorfast rayon yarn 
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FF NEW YORK. — New nickel- 
ted saving stainless steels are receiving 
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a careful evaluation by the automo- 
bile industry, according to Richard 
E. Paret, American Iron and Steel 
Institute. 


Extensive use of stainless trim 
on current passenger cars has 
pushed consumption to an alltime 
high and Paret said referring to 
two new stainless steels—No. 201 
and 202. 

“These low-nickel, high- 
manganese stainless steels offer 
good possibilities for widespread 
use throughout the automotive in- 
dustry,” said Paret. 

Among the advantages listed was 
the “unique combination” of su- 
perior mechanical properties and 
corrosion resistance typical of aus- 
tenitic stainless steels, but with 
smaller amounts of nickel. 

“Acceptance of these types,” he 
said, “is coming af a time when 
shortages of nickel could seriously 
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Portable Light Display— 


This self-containing light display, which folds into a 900-pound shipping crate, 
will be used at this year's trade shows by R. E. Dietz Co., Syracuse, N. Y. The 
display, an electrical flashing type, features an assortment of Dietz automotive 
lighting and safety equipment. When erected it is 16 feet long and 7' feet wide. 
Folded, it forms a shipping crate that measures 8 by 4 by 4 feet. 








7,000,000 OUTDOOR MOVIE-GOERS across the country are 
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Economizing on Nickel 


New Types of Stainless Steel Draw Interest 
Of Automotive Industry 






affect future availabilities of aus- 
tenitic stainless steels.” 


In the automotive industry, the 
major use of austenitic stainless 
is said to be for full wheel covers. 
The new grades have been tested 
and one firm is in production with 
the new types. Widespread use of 
these steels could mean further 
substantial savings in nickel in the 
automotive industry, it was said. 

At present the auto industry 
is making use of Type 430 stain- 


Midwest Show 
Opens Dec. 28 


MINNEAPOLIS. — The second 
annual Upper Midwest Auto Show 
will be held at the Minneapolis 
Auditorium here Dec. 28 through 
Jan. 6. 

The first show was held earlier 
this year and attracted over 138,000. 


seeing 


and hearing your selling story during May and June. Brilliant color films 
feature the outstanding advantages of JETSPUN rayon in seat covers. 


16,000,000 SATURDAY EVENING POST READERS can’t miss reading 
on May 19th Enka’s full page, 4-color ad that says, “Ask your local dealer 


for seat covers of JETSPUN.” 


be ed 


THOUSANDS OF JETSPUN PROMOTION KITS have been mailed to 


you, the seat cover dealers. throughout the country. Be sure to display 
this material prominently and watch it increase your JETSPUN business. 


TAKE ADVANTAGE of Enka’s national campaign. Feature seat covers of 


JETSPUN rayon in your store today. 


ee e Nn ka 
CORPORATION 


206 Madison Avenue, New York 16, New York 
Sales Offices: 

871 McCallie Avenue, Chattanooga, Tennessee 

428 Jefferson Standard Building, Greensboro, N. C. 
2001 Industrial Bank Building, Providence, R. |. 
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less (which contains no nickel) 
for body trim. Parts such as 
body side moldings, window trim, 
grilles, stone shields, drip rails 
and belt moldings are made eco- 
nomically from this grade. 


More complex parts such as 
wheel covers and door handles are 
usually made from Types 301 and 
302 which contain approximately 7 
percent and 8 percent nickel, re- 
spectively. The new Types 201 and 
202, designed to serve as alternates 
to these grades, contain only 4 per- 
cent and 5 percent nickel respec- 
tively, 

This factor can make it possible 
for stainless steel producers to pro- 
vide- almost 40 percent more stain- 
less steel with the same amount of 
nickel. 

Production of the new grades 
depends, of course, on their accept- 
ance by the automotive and other 
industries. However, in the first 
quarter of this year, production of 
the low-nickel steels has more than 
doubled all of last year’s output. 


The importance of the new 
steels to the automotive industry 
is indicated by the fact that last 
year over 20 percent of all stain- 
less steel direct-from-mill ship- 
ments went to the auto industry 
making it the largest single mar- 
ket. This represented an average 
of 36 pounds of stainless steel 
for every car produced. Ship- 
ments from warehouses to trim 
fabricators would raise this per 
ear figure higher. In contrast, 
shipments in 1947 amounted to 20 
pounds per car. 


Trim is the biggest use for stain- 
less in the automotive industry, the 
institute said, since its high 
strength and corrosion resistance 
make possible the use of thin, 
strong sections which can be 
finished economically without plat- 
ing. 


Spotlight Turning 


On Polyethylene, 





Erlich Declares 


NEW YORK. — Polyethylene has 
become “one of the most talked- 
about plastic materials” and cur- 
rent results could lead to a new 
look at this product by many in- 
dustries, including auto seat cover 
firms, according to Dr. Victor L. 
Erlich, polyethylene development 
director, Reeves Bros., Inc. 

He said that earlier polyethylene 
fibers were able to be used only 
in a few applications because 
softening point, strength, abrasion 
resistance and sunlight stability 
were not sufficient. 

“However,” Dr. Erlich said, “con- 
siderable progress has been made 
when filaments became available 
with a tenacity of more than 50 
percent higher than earlier availa- 
ble yarn.” 

He added that filaments have 
been produced with a softening 
point up to 40 degrees Fahrenheit 
beyond the boiling point of water. 
They also are unusually resistant 
to abrasion, he said. 


Bell to Address 


Michigan Dealers 


LANSING.—Headline speaker at 
the 1956 convention of the Michigan 
Automobile Dealers Assn. will be 
Frederick J. Bell, executive vice- 
president of NADA. ; 

The convention will be held June 
25-27 in the Olds Hotel here. 

Convention chairman is Al 
Edwards, DeSoto-Plymouth dealer 
in Lansing. 


Stock-Car Road Race 
Scheduled by NASCAR 


ELKHART LAKE, Wis. — The 
nation’s first major stock-car road 
race since the days of the famed 
Vanderbilt Cup affairs will be 
held here Aug. 12 at the Road 
-~America course. 

Sanctioned by NASCAR, the 
250-mile event will be open to 
late-model American production 
passenger cars. More than $15,000 
in prize money has been 
The Road America cireuit is a 
privately built course laid out on 
a 560-acre tract about 60 miles 
north of Milwaukee. It has four 
miles of asphalt highway with 
upgrades, downgrades and many 
twisting turns. 
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more sales power 


Tromp this engine’s accelerator—and you’re long gone! 


And when this Ford Thunderbird V-8 makes tracks, you know it. 
There’s the firm but gentle tug rearward as you take off. There’s 
the pleasant, alive feeling you get as you skim a “T-Bird” over 
the highway. Yes, sir, this is some going—and some engine. 


The Thunderbird engine is but one of many top performing V-8’s 
which Ford Motor Company, largest producer of V-8’s in the 
world, makes available in the cars it produces. 


As a Ford Family dealer, you are fully aware of the fact that 
Ford Motor Company has a longer and more successful V-8 
history than any other manufacturer. And for good reasons: 
First of all, Ford is V-8 minded, and has been for 25 years. 
We’re no Johnny-come-lately to the business of making V-8’s. 


Second, this quarter-century of V-8 experience has helped us 
demonstrate our proved skills and abilities to produce outstand- 
ing engines . . ..Jike the one you see here. 








The result is a smoothly functioning V-8 packed with more 
usable horsepower and peak performance—and, most important, 
more sales power for you. But the V-8’s we make are but one of 
the benefits you have as a dealer in the Ford Family. 


To keep your sales position strong, Ford Motor Company lends 
its support in a number of important ways. Advertising, for one. 
On television, the Ford Family of Fine Cars dealer benefits from 
the first great color spectacular —‘‘Producers’ Showcase’’— and 
nearly 40,000,000 people a month see our national magazine 
advertisements. 


You see, at Ford Motor Company, we know our job merely 
begins with the making of fine cars! 


THE FORD ° THE THUNDERBIRD ° THE MERCURY 
THE LINCOLN . THE CONTINENTAL MARK I 
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¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


News else in the world. 


A Barometer of Auto Sales? 
Not for Some Dealers 


gar sage out an aggressive dealer on the market the 
other day, and he warned: 

“Don’t use us as one of your barometers. You can’t 
judge the general run of the auto business by us, because 
we live by this rule: ‘Ignore the conditions and get the 
business.’ 

“If business doesn’t come to us, we go to it. Some dealers 
think auto selling is cut and dried. Sometimes it is, and 
everybody does OK. But when conditions get rough, the 
dealers with imagination experiment until they find a new 
approach that works.” 

It is a lot like fishing. On good days, everybody catches 
fish. But, on other days, you hear more alibis than sense: 
The wind is wrong. The water too rough. Or too smooth. It’s 
too cool. Or too hot. 

Yet there are always some fishermen who continue to 
catch fish. If the fish aren’t in the shallow waters, they try 
the deep. If the fish won’t be tempted by one bait, they try 
another. If the fish just aren’t interested in eating, they try 
a lure that angers the fish and brings a strike more from 
annoyance than hunger. 

The habits of customers shift just as do the habits of 
fish. There are times when so many attractive lures are 
thrown at them, by way of nonsensical discount offers, that 
they shy away from the ordinary lures. 

They read so much about the sensational new models 
coming next year, that they decide to wait. 

But dealers know that the cars they are selling today are 
fine cars. They know, too, that for all the ballyhoo cus- 
tomers hear about the 1957s, they will have little that the 
1956s do not have. 

Customers and fish get cockeyed ideas at times, and the 
only way you can straighten them out is to go where they 
are and mix with them. 

The dealers and fishermen who do this don’t worry too 
much about conditions. The harder the hunt, the more savor 
to the game. 


Coming 
Events 


Dealer Conventions 


May |4 — Buffalo Automobile Dealers 
Assn., Hotel Statler, Buffalo. 

May 14-15—Missouri Automobile Dealers’ 
., Muehlebach Hotel, Kansas City, 
°. 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 15-16—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 


May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 


May 24-26 — Washington State Auto 
Dealers Assn., Cascadian Hotel, Wen- 
atchee, Wash, 


May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S, C. 


May 29— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 


June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Sprin Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Ve. 

Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House, York Harbor, 
Me. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gaflinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

om. Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

ae 


Auto Shows 


Dec. 8-l6—National Automobile 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Milwaukee Auto Show. 


(See Calendar, Page 55, Col. 1) 
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Automotive Cartoon 


Of the Week 


V 


M.MADDEN 


"Are you the Mr. Bascom who made all those 
impossible sales deals over TV last Night?" 


Letterbox 


‘Spirited Americans . . . 


9 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


‘No Angels...’ 


The enclosed clipping (referring 
to a letter critical of Speedweek) 
from your very excellent paper was 
mailed to me by one of our regional 
managers. 

It was the writer’s privilege to 


attend the two weeks of activity at | 


Daytona Beach 
company. 


representing my 


1. There are no angels in this} 


world much less in the racing fra- 
ternity. It is my belief that every- 
thing that was done right or wrong 
was done in a competitive Ameri- 
can spirit. As long as we have 


spirited Americans, no country in| 


this world will ever be able to over- 
throw us. 

2. It was too bad about the drag 
racers and I seriously doubt if they 
will be invited back to Daytona. 

3. If the Dearborn reader were 
to take the time to figure out the 
different classifications, I believe 
that his feeble brain could under- 
stand why no one American auto- 
mobile or even foreign built auto- 
mobile will ever be able to take all 
classifications. 

4. I, personally, hope to be able 
to go back to Daytona in 1957 to 


The Big Stories 


The value ot American automotive exports during March set a 
record, surpassing the former mark attained in May, 1925, the Com- 
merce Department announced. Total automotive products reached 
$34,532,032, or $308,515 greater than in May last year. Car exports 


numbered 22,278. 


Eighty-one percent of the world’s motor vehicles are owned in 
the United States, according to a publication of the National Auto- 


mobile Chamber of Commerce. 


U. S. output of motor vehicles of all classes in 1925 aggregated 
4,157,820 in number and $2,934;488,639 in value, according to the Com- 


merce ~ Department. 


These aggregates represent 


increases of 6.9 


percent in number and 12.4 percent in value as compared with 1924. 

In the 12 months ended May 8, 1926, General Motors produced and 
sold 1,002,285 cars and trucks, exceeding all previous records. 

How the American public has taken to closed cars is indicated by 
the May production schedule of the Dodge Bros, factory. Only 9 
percent of the cars being built this month are the open type of tour- 
ing cars and roadsters, while 74 percent are sedans and coupes. 
Seventeen percent are commercial vehicles. 


—From the files of Automotive News. 


attend the last three days of excel- 
|lent automobile racing. I can as- 
sure you that those three days 
were a terrific test of our product 
and I am happy to state the prod- 
uct certainly lived up to all expec- 


tations. —Accessory MANUFACTURER. 
” * ” 


Salute to Stout 


Your short memorial item on 
Bill Stout was of so much interest 
to me, also to the other older mem- 
bers of our SAE group here in 
Colorado. Bill Stout always in 
years past, especially in the ’30s, 
|}made several trips out here to 
address us and we would show him 
around the country and he in turn 
would show us around in his 
Scarab. 

On one trip he came through 
one of the dust storms in Kansas 
and although the ride had been 
perfectly all right I remember Bill 
Stout was sort of worried that a 
little dust had seeped in through 
what he thought were his impreg- 
nable doors and windows. I can tell 
you candidly that dust of the 1930s 
would seep in just about anywhere. 

The first time he addressed us 
he started out in Swedish, at least 
that is what we took it to be. For 
a few minutes we didn’t know 
whether the guy could speak 
English or not. You can imagine 
the yelling and hollering when Bill 
spoke out in perfect English say- 
ing that its was just one of his 
Swedish stories. 

Yes, anybody that had anything 
to do with Bill Stout will not forget 
him soon.—Marcettus Merrit, 
Merrill Engineering Laboratories, 
Denver. 





Like Almanac 


You have good reason to be proud 
of this year’s Almanac. —JoHN L. 
Co.L.tyerR, chairman of the board, 
B. F. Goodrich Co., Akron, O. 

* - x 


This Almanac is certainly inter- 
esting. —R. M. Buzarp, manager of 
sales, International Harvester Co., 
Chicago. 

a2 * * 

The 1956 Almanac will make 
pleasant reading for many eve- 
nings, and then my favorite 

(Continued on Page 54, Col. 3) 
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BENDIX POWER BRAKES ARE A PERFORMANCE-PROVEN SALES FEATURE 





POWER BRAKES 


First in the field- 
now standard of the 
industry! 


The first practical power brake to be put on the market was 
developed and produced by Bendix. Today Bendix* Power 
Brakes are specified by practically every car manufacturer 
in the industry. 

This industry-wide acceptance of the most revolutionary 
development in braking since Bendix four-wheel brakes is 
convincing evidence of Bendix foresight in research and engi- 
neering. And the fact that today more Bendix Power Brakes 
are in use than all other makes combined demonstrates con- 


BRAKES « POWER STEERING « POWER BRAKING 
¢ CONSTANT VELOCITY UNIVERSAL JOINTS 
¢ HYDRAULIC REMOTE CONTROLS 


clusively the ability of Bendix to produce as well as to plan 
ahead for the industry’s requirements. 

Available in low pedal or high pedal designs to meet 
individual manufacturers’ requirements, Bendix Power 
Brakes are a potent source of customer good will from the 
first mile to trade-in time. 


BENDIX sivrsion SOUTH BEND s>rana 


Export Sales and Service: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


*REG. U.S. PAT. OFF. 
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The New 2.4 Liter Jaguar— 


Above is shown the new six-cylinder Jaguar which features—for the first time—a| 
unitized body for the four-door sedan. The front end has been newly-designed, this | 
time with coil springs. In a race at Monte Carlo, the new Jaguar set a time one-and- | 
a-half seconds faster than the Mercedes 220. 


Lester and Dunn Head vice-president; C. L. Dulaney,| 


es ae treasurer, and William R. Butcher | 
Ohio Dealer Associations _ jr., secretary. | 


COLUMBUS, O. The Belmont Clifford Dunn has been elected | 





County (O.) Automobile Dealers| president of the Ottawa County 
Assn. has reelected Gerald W. Les-| (O.) Automobile Dealers Assn. with | 
ter to a second term as president.| William Allen, vice-president, and | 
Other officers are W. J. Copeland,| Velma Sauvey, secretary-treasurer. 
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Correspondent George L. Glaser Writes . 


Auto Letter from Europe 


a erent Germany.—Porsche 

has celebrated a “jubilee” to 
celebrate the completion of its 
10,000th custom-made sports car. 
It is equipped with an air-cooled, 
rear engine. 

The fact that the U. S. Army has 
turned back to Porsche the plant 
in Zuffenhausen, near here, did 
nothing to dampen the occasion for 
Ferdinand Porsche jr. 

* * * 

Geneva Show News 
ISITORS at the Geneva Auto 
Show flocked around the Vi- 
berti bus with a gas turbine. It is 
a futuristic inter-city vehicle sup- 


| posed to be able to attain speeds | 
in excess of 100 miles per hour. | 
The bus has a plastic body and | 


Fiat turbine. 

A convertible by Ghia on a 
Dodge chassis was voted the 
prettiest car by the writing fra- 
ternity. Farina showed a Jaguar 
which didn’t look Jag at all, per- 








haps a bit of Studebaker mixed 
with something else. 
| American Motors’ Metropolitan is 
now offered on the Swiss market, 
| but for more than $2,100. 
| * * 


+” 
| 


| The Jaguar Story 


|QNE cannot evaluate all cars 
| just by size, weight and looks. 
|A make like Jaguar represents a 
|vehicle of special charrecter and 
| since the new 2.4 liter—-i'-c smaiier 
| six-cylinder—has appeared in show 
rooms it may be of interest to re- 
view the history of the firm. 

Jaguar did not begin as a car 
|make. William Lyons the founder, 
| started 30 years ago by producing 
“chairs,” as motorcycle sidecars 
are called in Britain. Attached 
there on the left side. 

Shortly after World War I, 
these units were the most popu- 
| lar type of transportation in 
| England. Lyons called his the 
| Swallow and later, when he went 

into the body building business, 

he called the cars produced with 


| 





Do business with highbrows? 


Like to sell folks with college background? The News 
delivers more than any other paper! And more high school 
grads! Among its audience of 4,780,000, The News has more 


readers in every education bracket... 


income bracket, including more in families in the $10,000 and 


up class .. . more owners of stocks, bonds, homes, and cars! 


How do we know? W. R. Simmons & Associates 


Inc. made the biggest, best conducted, most comprehensive 
survey of newspaper readers ever undertaken in New York City 


and suburbs. The study cost us more than $150,000 
—supplies market data worth a lot to you... shows 


way to most effective media buying in the largest metropolitan 
market! Ask your advertising agency or any New York News 


office to show you 


“Profile of the Millions” 


THE [4 NEWS, New York’s Picture Newspaper. 


twice the circulation, daily and Sunday, of any other newspaper in America... 
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|! his bodies the Swallow Sport. 

Only in 1936, when Lyons offered 
stock for public sale, did Jaguar 
become a full-fledged auto maker. 
Up to that time, Standard Motor 
Co. had made the chassis for 
Swallow. 

Styling has been slightly modern. 
ized in the new car but the basic 
Jaguar look is there. The factories 


now are located in Coventry. 
| * * * 


| News from VW 


Be pretend nage has developed, in 
cooperation with a business ma. 
chine firm, an “automation” system 
for repair billing procedures, 
The 850 flat rate guide opera- 
tions are all on plates, in addition 
there are customer plates which 
contain name, address and details 
| of the owner’s car. The service 
| writer notes only the operations 
| to be performed in code and the 
operator inserts plates and the 
invoice and copy are printed by 
| the machine. 
| In addition, there are plates for 

special work groups such as body 
shop, trim shop and parts. The 
price? About $12,000. 

* % * 





Hollywood Style? 


, I were a Hollywood reporter, I 
would state that Prof. Nallinger 
and Pinin Farina were noticed in 
a very intimate talk in Geneva. 
Perhaps that may mean Italian 


influence on Mercedes. 
+ oe = 


Esso Diesel Plant 


— NEW refinery for diesel fuel 
in Harburg, outside Hamburg, 
Germany, has been opened and 
Esso is working on the next step, 
its own harbor on the Rhine in 
Cologne for another plant to pro- 
duce heating fuels. 

Champion Spark Plug Co. has 
flown German reporters to Felt- 
ham, England, to let them see how 
“sparking plugs” — as they say in 


Britain — are being made. 
2 ” * 





Sun in Germany 


RAINING courses are now 

offered by the Sun distributor 
in Germany which hired one of the 
instructors from the European ex- 
change system U. S. Army training 
school at Ansbach. 

Observers say this appears to be 
a practical demonstration for the 
“Point Four” program and service 
should improve through diagnosis 
and inspection testing. 

* * ” 


Car of the Future 


T A round table discussion, the 

consensus of what was wanted 
in future cars followed the points 
listed below: 

Sprincs: Air cushion with self- 
leveling device. 

Brakes: Disk, self adjusting. 

SusPENSION: Independent. 

DirFFERENTIAL: Slip free, hydraulic 
torque transfer. 

Evectricity: Alternator, 12 volts. 

Heap.amMPs: Flat, square, about 10 
inches wide, yellow, French light. 

ENGINE: V-6 in front of rear 
axle with automatic transmission 
behind rear axle. 

WHEELS: Fourteen inch. 

Sreerinc: Rack and gear with 
power assist built in. 

Bopy: Lower part sliding door, 
upper part retracting and folding 
up. 

Seats: Four, very comfortable. 

Luccace: In front and above 
engine compartment. At rear in 
station wagon. 

Weicut: About 2,600 pounds, due 
to unitized body. 

Fue CONSUMPTION: 
miles per gallon. 


Average 25 


First Shiploads of Autos 
Reach Buffalo Harbor 


BUFFALO. — The first two 1956 
loads of lake-shipped cars have ar- 
rived in Buffalo harbor aboard the 
Nicholson Transit Co.’s Mataafa 
and the Ranahan-MacCarthy 
Steamship Co.’s George H. Ingals. 

Spokesmen for both steamship 
lines said they were uncertain how 
extensive shipments would be this 
year. They said that thousands of 
cars are waiting transfer at De- 
troit, but the railroads have cap- 
tured much of the trade in the last 
two years with freight rate revi- 
sions. 
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| NEW-CAR DEALERS FIND... 


Nylon Cord Tires 


| 
STRONG SELLING 
FEATURE! 


TODAY’S NEW-CAR BUYERS ARE SAFETY- 
CONSCIOUS. They are looking for safety 
features in the cars they buy. That’s why 
nylon cord tires have such a strong sales 
appeal. They offer the customer extra 

safety . . . surest protection against tire 

failure. 
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TESTS PROVE that the fourthingsatirecord must 
do, nylon does best! Nylon gives superior 
resistance to bruise damage, moisture, 
heat and flex fatigue. And nylon tires 
have proved their superiority on military 
and commercial planes and on heavy- 
duty trucks. Today, the people whose 
lives and livelihood depend on car per- 
formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


ae tee. ei 


ae 


A 
NOW SOME OF AMERICA’S finest cars have 
nylon cord tires, and Du Pont is prepared 
to supply nylon tire yarn to meet the 
needs of the automotive industry. 








Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires—in tubeless or conventional types. 










REG. U.S. PAT.OFF 








BETTER THINGS FOR BETTER LIVING 


--+e-THROUGH CHEMISTRY 









EVERY NYLON CORD TIRE IS IDENTIFIED ON THE SIDEWALL 
...AN IMPORTANT SELLING FEATURE 
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Merchandising 


Memos to Dealers 


ao quote of the week: 


ver.ising to each other.” 

It’s from Frank Carter, president 
of Thompson Pontiac in Niagara 
Falls, N. Y., and was passed along 
by George Dobie, the _ service- 
system expert. 

Carter’s point is that dealers 
tend to slant their ads toward 
other dealers, talking of the big-- 
gest this deal or the best that, 
and they use the vernacular of 
the trade. 

Seems like they are thinking of 
other dealers while writing their 
ads. Try thinking of this picture 
next time you write an ad: 

A nice steady guy with a couple 


|the family out to the country. 


By Bob Finlay 


| of bright-eyed kids and a wife who 
“I wish dealers would quit ad-| 


wants better things for them. He’s 


|more honest than dishonest, would | 


rather pay his bills on time than 
not. He needs a better car to go| 
back and forth to work and take | 


He probably underestimates his 


Reo Selects Emery 


W. H. Emery, former St. Louis 
Autocar branch manager, has} 
joined the St. Louis sales staff of 
Reo Motors Inc. Emery, 30 years in| 
the truck business, also once oper- | 
ated his own business at Wood! 
River, Il. 


ability to pay, but, on the other 
hand, he is wary of salesmen who 
talk too fast and figure too 
adeptly. 

Point your ads at him, in lan- 
guage he can understand. Make 
what you’ve got sound attractive 
to him. 

* 


* * 


Degree of Competence 


HERE are dealers and dealers 

and dealers. Many make the 
|mistake of thinking that as long 
|}as you hand a guy a franchise he 
is automatically a dealer. Just one 
| kind. No degrees of competence. 


We remember attending a press 
| conference at the old Book-Cadillac 


Hotel shortly after the war. Henry | 


Kaiser and Joseph W. Frazer were 
explaining their plans to enter the 


| auto business. 


Someone asked: 

“Where are you going to get 
dealers?” 

Frazer chuckled, and said: 

“If you could see all the tele- 
grams we’ve received from people 
who want to become dealers, you 
wouldn’t ask a question like 
that.” 


We met some of them later. Some 





COILS ARE ANNEALED in these giant ovens to impart 
maximum softness and ductility. And then... 


COILS ARE TEMPER ROLLED in-a skin mill to give the stiff- 
ness, surface and flatness which have been specified by 
the customer for the order. 


| were smart-money boys. They rode 
with the business while it was 
good, got out fast when it looked 
like the easy money days were 
over. Some made an honest effort. 

There were other makers who 
even succeeded to getting men to 
pay for the right to deal in cars 
not yet born. And in some cases, 


the cars were stillborn. 
+ * * 


| Grief vs. Sales 
| O IT’S no trick to get dealers, 
providing you put no qualifying 
| adjectives in front of the word. 
| But when you talk about ag- 
| gressive, imaginative, hard-work- 
ing, cost-conscious dealers, you 
|have a horse of a different color. 
What brought this up was a talk 
with Virgil Boyd, new sales mana- 
ger of Hudson, the other day. 
Boyd pointed out that it still is 
| not difficult to sign up dealers 
| if you think only of quantity. But, 
| he said, you can get more grief 
| than sales that way. 
| For example, he said, you sign 
| up a lot of guys just to get a high 
| total to show the boss: Then the 
| firm can boast that it is signing 
up umteen dealers a month. 
But, said Boyd, every time you 
|sign a dealer who can’t make the 


Right on the nose—not too hard, not too soft! This 


steel coil passes the Rockwell 
to spare. 


Test with tolerance 


In the Rockwell, or hardness test, pressure is put 
on a sample piece of coil by a system of loads applied 
through a tiny ball. A needle gauge signals the depth 
of the impression. From this, our test engineers can 
readily tell: (1) if the coil was annealed to maximum 
softness for extra-deep drawing; and (2) if it is now 
properly tempered to meet customer specifications. 


Quality control every step of the way—yes, that’s 
our most important job at Great Lakes. Reason 
enough to call us and talk over your steel needs? 


GREAT LAKES STEEL CORPORATION 


Ecerse, Detroit 29, Mich. 


A Unit of 


EWA ye uae PL, 
\sTany/ 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia , 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Torontos 


grade, you make it just that much 
harder to get a good replacement 
for him. The other prospects be. 
come fearful that they, too, will 
fail, not realizing that the failure 
was in the selection rather than in 
the dealing. 


* * * 


Business for Men 


born cong was a day when auto 
men talked much about separ. 
ating the men from the boys. The 
separation has already taken place, 
and this is now a business for men, 

Those who have survived and 

who will survive deserve the re- 
spect of the industry and the 
public. They must be competent 
business men. And, perhaps, now 
they can start rebuilding their 
relations with the public. 

In the easy days, auto dealers 
lost the respect of the public. They 
were and are far down the totem 
pole in public esteem. Let’s not kid 
ourselves, either. That low reputa- 
tion did not just come. It was 
earned. 

The nonfranchised sale of new 
| cars spread because people became 
convinced that there was no par- 
ticular advantage to bringing their 


|trade to a franchised dealer. 
| * * * 





|Past Performance 


T* NEW-CAR dealers as a whole 

had performed as they should 

lin relation to customer satisfaction, 

| there are few people who would 

|risk buying cars from anyone else. 

And new-car dealers can talk 

all they want to about their big 

investments and their high place 

in the community, but they will 

| never gain good public relations 
| until they earn them. 

The reputation won’t be earned 

| with words; it takes performance. 


‘Service Station 
‘Spokesmen Urge 


‘Freedom’ Laws 


| WASHINGTON. — Two officials 
of the National Congress of Pe- 
troleum Retailers have appeared 
| before a House Judiciary subcom- 
mittee to urge passage of two bills. 
| Cash B. Hawley, president of the 
| congress, spoke on behalf of the 
“freedom of choice in trade” bill 
| introduced by Rep. James Roose- 
| velt, California Democrat. 

Hawley said the bill would pro- 
| hibit “compulsions to deny” gas 
| station owners of the “rights which 
|make a businessman independent.” 
| Among these compulsions, Hawley 
said, were “short-term, insecure 
|and inequitable leases.” 

John W. Nerlinger jr., executive 
| secretary of the congress, spoke in 
support in favor of a bill intended 
to end price discrimination prac- 
tices by amending the Robinson- 
Patman Act. 

‘It should, we believe, grant 
effective protection to consumers 
against the price gouging, price 
juggling and monopoly price exac- 
|tions inherent in price discrimina- 
tion practices,” he told the con- 
| gressmen. 


'U. S. Color Assn. 
Reelects Hughlett 
And Other Officers 


NEW YORK. — John M. Hugh- 
lett, of J. P. Stevens & Co., Inc, 
has been reelected president of the 
Color Assn. of the United States. 
The organization formerly was 
known as the Textile Color Card 
Assn. 

Other officers reelected were Ar- 
mand Schwab, Armand Schwab & 
Co., Inc., first vice-president; John 
F. Warner, D. B. Fuller & Co., Inc, 
second vice-president; Henry C. 
Van Brederode, Earl Loom Fabrics, 
Inc., treasurer, and Estelle M. Ten- 
nis, secretary and executive direc- 
tor. 

Elected directors were Hughlett, 
Schwab, Warner, Van Brederode, 
W. Ralph McIntyre, Newton J. 
Rice, Roy E. Tillies, Dorothy 
Shaver, William G. Lord, George 
E. Holbrook and Eleanor Lambert. 


Situation Wanted 


SEATTLE. — A radio announcer 
here made this “fluff” when extoll- 
ing the virtues of a new type of car 
heater: “Now! Here is a car dealer 
—I mean HEATER —that pours 
forth hot air instantly.” 
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AUTOMOTIVE WASHINGTON 
Romney Lists “W ords’ 
As Biggest Problem 


By William Ullman 


Washington Correspondent 


AUTOMOTIVE NEWS, MAY 14, 1956 
dinner by Secretary of the Army 


Wilber M. Brucker. 


The Automobile Manufacturers 
Assn. presented an elaborately or- 
namented resolution to. Harold S. 
Vance, former chairman of the 
executive committee .of Stude- 
baker-Packard. Vance is now an 
Atomic Energy Commissioner. 

The AMA resolution expressed 
appreciation for Vance’s services 
during his 25 years on the AMA 
board, and for his leadership on the 
AMA patents committee. The for- 


ye is George Romney’s biggest problem? It isn’t labor, | mer auto executive resigned to take 
or materials, or design, or capital, the American|‘®® ABC Post, 
Motors president told a U. S. Chamber of Commerce session 


in Washington. It’s words. 


Communications are his biggest problem, Romney said, 


and he told how he had in- 
creased productivity at his 


compressor plant through 
improved communication methods. 

But he also thought that Ameri- 
can industry has a major problem 
with words in getting its message 
to the people. 

Business is still trying to explain 
itself in terms of traditional capi- 
talism, he argued, while old-style 
capitalism is a thing of the past. 

Rarely at a loss for words him- | 
self, Romney has invented a new 
name for our economic system — | 

“free competitive | 


cooperative con-| 
sumerism.” 
In another| 


Chamber address, | 
Commerce Secre- | 
tary Sinclair| 
Weeks told how 
words had gotten 
him down when 
he first entered | 
the government. 

He said he 
was bewildered 





William Ullman 
and frustrated by “the strange 


gobbledygook language of bu- 

reaucracy, the duplication and 
the age-encrusted red tape.” 

Words were also the subject of an 
address given in Washington dur- 
ing the annual presentation of edi- 
torial awards by the Associated 
Business Publications. 

The speaker, an experienced edi- 
tor, said the first function of a 
business newspaper today should 
be to alert its readers to the news, 
and not to teach them. 

Readers should feel, he pointed 
out, that they can safely skip any 
developments which the paper 
skips. 


* x x 





$83 Per Motorist 


I* the highway bill passes the 
Senate, the average motorist is 
going to make a net profit of $83 
a year. 

This surprising estimate was 
made by William S. Lampe, editor 
of the Pittsburgh Sun-Telegraph, 
before the U. S. Chamber of Com- 
merce. 

Lampe figures it this way. A 
car owner who drives 9,000 miles 
a year will save at least one 


cent per mile traveling over mod- |- 


ern roads. That means an annual 
saving of $90. But the cost of 

superhighways will run him $7 in 
additional taxes. 

“His net profit is going to be $83 
a year,” said Lampe, “and we pre- 
sume he will do something with 
the $83. Even if he invests it in 
Old Granddad, that will redound to 
the nation’s economic benefit.” 

Modernization of the Inter-State 


Law Catches Up 
With Price-Cutter 


TEANECK, N. J. — Benjamin 
D. Morrison, 40-year-old advertis- 
ing firm owner, has pleaded guilty 
to swindling 24 persons of $113,906 
by fradulently representing that he 
could obtain new cars at less than 
dealer prices. 

Assistant District Attorney 
Leonard Newman said that Morri- 
son spread the word that he was on 
intimate terms with three auto 
company vice-presidents and could 
deliver cars at $1,000 to $1,500 below 
dealer cost. 

He delivered 58 cars which he 
purchased at regular prices but he 
had to attract additional customers 
to make up the difference he was 
paying. 

Morrison became so involved in 
his auto manipulations that his 
advertising business collapsed and 
he had to stall off one persistent 
customer by sending him and: his 
wife on a free trip to Bermuda. 








system alone, he added, is expected 


to save 3,500 lives each year. 
* * * 


Keller, Vance Honored 


WO automotive executives have 

been honored here for their 
services to others. K. T. Keller, 
former chairman of the board of 
Chrysler Corp., was awarded the 
Army’s highest civilian decoration 
for accelerating guided missile de- 
velopment. The presentation was 
made at a Michigan congressional 


Map Needed? 


fase Senate procedure for 
handling the House-approved 
highway bill still is not clear. The 
measure has gone to the Senate 
Public Works Committee for con- 
sideration of Title 1, containing the 
authorizing provisions. 

Then it will go to the Senate 
Finance Committee for study of 
Title 2, the former Boggs financing 
|plan. It’s up to the Rules Commit- 
| tee what happens next. 


Washington observers think the bill 
| will become law with only minor 
amendments. 





When it is finally decided, most] Fords from Redfearn Motor Co., Inc., Camden, S. C. 











Redfearn Delivers Ford Police Cars— 
Members of Kershaw County (S. C.) Police Department take delivery of ten 1956 


In the foreground, from left, 
are J. H. Mcleod, police chief; C. W. Sheorn, Redfearn saies manager; Rufus J. 
Redfearn, deaiership president; D. E. Hilton, sheriff, Kershaw Cwounty, and Olin 
Watkins, deputy sheriff. 









More than 


125 million 


valve lifters 
now working 
in passenger 


cars! 


Valve lifters work hard 
every minute an engine is 
running. From cam to 
valve head they keep clear- 
ances tight and “lash” out. 






GENERAL 
MOTORS 





USE THE 
FULL LINE! 


HYDRAULIC 


VALVE 
LIFTERS 


ae 


for replacement service needs... 


Hydraulic valve lifters were developed for an 
essential reason—to take the “lash” or clear- 
ance out of the multiple units that make up the 
valve train. AC “NO-LASH” Lifters, engineered 
to General Motors standards, prevent “lash” 
and give quiet, positive valve control. The 
*"NO-LASH” line covers practically every lifter- 
equipped engine—so this one source will meet 
your service needs. There’s a top-flight AC 
Lifter Service and Installation Manual which is 
yours for the asking. Get set to service lifter 
jobs with the AC line—the line that means 
customer satisfaction. 


AVAILABLE PROMPTLY FROM YOUR REGULAR © SUPPLIER 


¢ V Manufactured by the Diesel Equipment Division 
Distributed by AC SPARK PLUG 
THE ELECTRONICS DIVISION OF GENERAL MOTORS, FLINT, MICHIGAN 
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Missouri Operator Gives Sales Tips .. . 





‘Dealers Overlook the Obvious’ 


By L. H. Houck 
Staff Correspondent 

BUTLER, Mo. — Many dealers 
overlook the obvious in today’s 
market, according to a successful 
dealer here. 

The physical place to start a 
sale is the place where you find 

the most prospects. For a good 
service dealer, this is his service 
department. 

And the mental place to start is 
from the viewpoint of the prospect. 
The dealer cited an instance of 
how an apparent pop fly can be 

converted into a home run if the 
dealer handles it right. 

This dealer makes it a practice 
to show interest in the transporta- 
tion of anyone who comes to his 
parts counter or shop. 

The other day he was talking 
with a farmer who obviously 
needed a new truck, but who was 

miles away mentally from the 
order pad when the conversation 
began. 

“No,” he told the dealer, “I don’t 
want to talk about a new truck, 
but I would talk about a new en- 
gine.” 

The dealer was happy to talk 
about a new engine. After the en- 
thusiastic preliminaries, he had the 
farmer looking at it from this 
standpoint: Cost of new engine plus 
generous allowance on old truck 
comes close to cost of new truck. 

“When you add it up that way,” 
the farmer said, “it looks like the 
new truck is the best deal for me.” 


The dealer smiled and rolled 
a pencil across the desk to the 
farmer. The timing was right 
and the order was signed. 

This dealer then related a num- 
ber of selling devices which he 
gives his salesmen—none of which 
are new but a listing of them could 
provide a helpful review to sales- 
men. 

He urges his salesmen to induce 
their customers at the earliest op- 
portunity to make some of the 


Ist-Quarter Sales 
Of White Trucks 
Hit Record Level 


CLEVELAND. — White Motor 
Co.’s sales in the first quarter of 
1956 rose to the highest level for 
any quarter in the history of the 
company, and net income increased 
36.4 percent over the first quarter 
of 1955. 

Sales for the three months ended 
March 31, 1956 amounted to $52,- 
718,507, compared with $38,839,950 
for the same period of 1955, repre- 
senting an increase of 35.7 percent. 
The previous quarterly sales rec- 
ord was in the final quarter of 1955, 
when the total was slightly in ex- 
cess of $50 million. 

Net income of the company for 
the last quarter was $1,503,276. A 
year ago, net income amounted to 
$1,102,496. 


Dodge Appoints 
Ransom and Kelly 


DETROIT. —.-Appointment of 
Stephen C. Ransom to midwestern 
zone sales manager, Dodge cars 

. and trucks, has 
been announced 
by Jack W. Minor, 
general sales 
manager. 

Ransom joined 
Dodge in 1947 in 
Greensboro, N. C., 
served as re- 
gional manager 
at Cleveland, 
Portland, Cincin- 

es nati and San 
8. C. Ransom Francisco; assist- 
ant zone manager in Eastern and 
Pacific areas, and was appointed to 
the staff of the general sales man- 
ager here. 

At the same time, promotion of 
John D. Kelly as Minneapolis re- 
gional manager for Dodge cars and 
trucks was announced. Kelly joined 
Dodge in 1952 as Syracuse district 
manager. Prior to his Minneapo- 
lis assignment, he was New York 
city manager. 
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minor decisions, such as whether 
they want a two-door or four-door, 
a radio or a heater. 

If a substantial number of the 
two dozen or so decisions that must 
be made in buying a car can be 


Red China Auto Plant 
Sets Oct. Production 


HONG KONG. — Communist 
China’s first factory - produced 
motor cars are scheduled to roll 
off the assembly line before Oc- 
tober, according to reports of the 
New China News Agency received 
here. 

Trial production, the reports 
said, have started on all parts in 
every workshop at the Chang- 
chun (Manchuria) plant. Workers 
were reported to have produced 
the first chassis in time for the 
Communist May Day celebration. 
The plant was built with Soviet 
assistance. 








eliminated the prospect’s mind will 
be clear for the two or three final 
decisions. 

Frequently inexperienced sales- 
men will have the prospect so 
confused about models, colors, 
accessories and various inside 
trims that he is unable to make 
the major decision—to buy or not 
to buy. 

Another thing that this dealer 
recommends is that the salesman 
perform some action while he is 
making his sales presentation, such 
as opening and shutting doors, 
raising the hood or lifting the 
trunk lid. 

He said that an experienced 
salesman can learn a lot about the 
customer through adroit, but casual 
conversation, thereby learning 
which sales argument will be most 
productive. 

For the buyer who would get 
up in the middle of the night to 
save $10, this dealer recommends 
a tactic called “fear of an im- 
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The 1914 “Cyclecar” would hold 
only two people, and the steer- 
ing wheel was in the back seat. 





pending event,” such as the dan- 
ger that the model will be un- 
available later, the danger that 
the price will rise, the danger 
of not getting the quoted price 
when he returns and the danger 
that another person will return 
shortly and buy the car he wants. 


a sale can be made by telling the 
prospect a story in which he can 
identify himself as the main char. 
acter and when the main character 
buys, then the prospect buys — 
sometimes. 

His salesmen are urged to ask 
everyone they know to buy. 

Also, they are urged to develop 
an original sales presentation. He 
said most successful salesmen have 
their individual sales talk, and 
they don’t change it when it’s 
working. 

Often this dealer tells his sales- 
men about the real estate sales- 
man who always kept a $50 collie 
pup in his car. Every once in a 
while this salesman would close 
@ $25,000 to $50,000 deal just by 
throwing in the dog. 

He mentioned one salesman who 
occasionally said for a sales 
clincher, “Look, I’ve just won this 
electric mixer, but I have one at 
home just like it. If you want Ill 
leave it in the front seat for you.” 


Faircloth Opens Branch 
Faircloth Buick Co., Tampa, Fla. 
has opened a branch outlet at 1111 
Grand Central, according to J. C. 
Faircloth jr. Ed Douglas has been 


This dealer said that sometimes | named manager. 


THEY SHOP IN FARM JOURNAL 
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Rohyans’ King-Size Showroom— 

Dan Rohyans, president, Dan Rohyans Ford, Inc., Columbus, O., has opened what 
he believes is the nation's largest air-conditioned showroom. Part of a two-block-long 
automotive center, the showroom, above, holds 40 cars. The new building also 
features storage space on the roof for more than 100 cars and special drivein facili- 
ties for wholesale parts customers. 


Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ECENTLY a higher court indi- 
cated that one who intends to 
loan money on a vehicle should 
investigate the borrower’s past 
reputation. Otherwise, the lender 
may forfeit his security mortgage, 
if the vehicle is confiscated by 

government agents. 
For example, in U. S. v. Chevrolet 
Pickup Truck, 213 Fed. (2d) 797, the 


testimony showed that a Mr. Willis | 


held a mortgage on a truck pur- 
chased by a Mr. Anderson. 

Without knowledge of Willis, 
Anderson used the truck to ille- 
gally transport liquor in violation 
of a Mississippi law. Government 
agents confiscated the truck. 
Willis appealed to the court on 
the grounds that he should not 

suffer financial loss for the reason 

that he had no idea that Anderson 

was using the truck illegally. 
However, the testimony showed 





that Willis had not thoroughly in- 
vestigated Anderson’s reputation. 
Therefore, the higher court held 
that Willis must lose the money he 
had loaned to Anderson. 

* * * 


Contract Breached 
A FEW weeks ago a higher court 
held that if a purchaser 
breaches any clause in a sale con- 
tract, he is liable to the seller to 
the same extent as if he had 
breached all clauses in the contract. 
For example, in the case of 
Western v. Sull, 210 Fed. (2d) 36, 
the testimony showed that a seller 
entered into a contract to supply 
a glycol antifreeze to a dealer for 
the season. The contract specified 
that the dealer would supply the 
seller with certain containers. 
This the dealer did not do. 
The seller sued the dealer for 
damages equal to the profits he 


FORD 


sells the whole 
Countryside Market... 


Town and Farm 


In recent issues of Farm Journal and Town Journal, Ford showed 
countryside America its new family of fine cars and trucks. Why did 
Ford choose the Countryside Unit, as the combination of Farm 
Journal and Town Journal is called, for this important selling job? 

Because the Countryside Unit, with more than 5 million subscrib- 
ing families, is the most powerful selling force in America’s biggest 
automotive market. 

More than 22 million families live beyond the metropolitan centers 
in the rich countryside market. They own and operate almost half of 
the automobiles in the U.S.A. and 65% of all the trucks. Nearly 
73% of the nation’s automobile and truck dealers do business in 
countryside America, serving the very people who see and read 


Farm Journal and 


Town Journal. 


This market penetration—merchandising power—is unequaled by 
any other national publication in this important buying area. Obvi- 
ously, advertisers find the Countryside Unit a rewarding imvestment. 
Dealers like it, too, because it consistently presells their best prospects 


and customers... 


and keeps them sold. After all, the Countryside 


Unit has the same concentrated impact on their community as a 
local newspaper—gives them the local sales support they want. 


People like to read advertising in magazines 


Sty 


\ 


Ofori ae 


Le 


Central Edition 


Mi inte 


| Tain thee Rartinert anes aff Basins > Naghe of 
she Hag Preece « Nome Menannel sag coil Bh terry’ 
a 


6,3 


PUBLISHED MONTHLY BY FARM JOURNAL, INC. © PHILADELPHIA 5, PA. 


GRAHAM PATTERSON 


Publisher 


RICHARD J. 


BaBCOCK 


President 


19 


would have earned had the latter 
furnished the promised containers, 

The court held the seller entitled 
to recover full damages, and said 
that a purchaser who breaches any 
clause in a valid contract must pay 
the seller complete and full financial 
losses he sustained as a result of 
the breach. 

The court said, “The damages 
must be ascertainable by mathe- 
matical calculation from a standard 
fixed in the contract or from es- 
tablished market prices of the sub- 
ject matter.” 

* * 


Ordinance Upheld 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question, “If a city ordi- 
nance permits auto garages, bus 
stations, etc., in a certain area, is 
such an ordinance valid which pro- 
hibits motor truck terminals, junk 
yards, etc.?” 

According to a late higher court 
decision, the answer is, yes. For 
example, in Borough of West Cald- 
well v. Zell, 91 Atl. (2d) 763, the 
testimony showed that a city passed 
an ordinance which, in a specified 
zone, permitted operation of public 
garages for purposes of car repairs. 

Also, this ordinance permitted 
the storage of foodstuffs, fodder, 
fuel or building material and fur- 
niture storage. Another part of 
the ordinance prohibited the op- 
eration of truck terminals. 

It was contended that the ordi- 
nance is void because it permitted 
operation of a bus garage, ware- 
houses and auto garages in this 
area. The higher court refused to 
agree with this contention, and, in 
holding the ordinance valid, said: 

“The fallacy in this contention is 
the assumption that the operation 
of a garage is the activity here 
being challenged. Actually it is the 
operation of a truck terminal and 
transfer depot that is challenged. 
This activity involves the transfer 
of heavy shipments of commodities 
from one truck to another.” 

This court went on to explain 
that the ordinance seeks to prevent 
the operation of a truck terminal 
and transfer point along the main 
business thoroughfare. In other 
words, such an ordinance is a mani- 
festation of the underlying goal of 
reducing heavy traffic and is valid 
because it is well within the “police 
power” of a municipality. 

. © * 


When Parents Are Liable 


pene the past years the writer 
received several requests from 
dealers as to the liability of parents 
of a minor who is permitted to 
operate a motor vehicle, and while 
so doing causes injuries to other 
persons and cars. . 

Recently I located a higher court 
decision directly to point which I 
shall review. 

First, it is important to know 
that this higher court laid down 

law, as follows: The mere placing 
of a motor vehicle in the hands of 
a minor child, or the giving of 
permission for its use by such a 
child, is not negligence per se. 

In other words, if the child is ex- 
perienced in the use of the vehicle 
the parent is not liable for injuries 
to persons and property resulting 
from the minor's negligence. 

On the other hand, the parent 
may be liable for negligence in per- 
mitting use of a car by a minor 
who has not had enough experience 
in operating the vehicle to enable 
him to handle it with reasonable 
certainty, care and efficiency. See 
Raut v. Ehmann, 90 Fed. (2d) 533. 


Speedometer Turnback 


Costs Dealer $645 


SPOONER, Wis. — The Wiscon- 
sin Supreme Court has told auto 
dealer Wilbur J. Chapman he can 
collect only $1,050 for a used car 
instead of the sale price of $1,695 
because he turned the speedometer 
back from 60,000 to 21,000 miles. 

Wisconsin law requires a dealer 
to turn the speedometer back to 
zero if he cannot prove the mileage 
shown to be correct. 

A circuit judge had dismissed 
Chapman’s suit for payment on 
grounds that the violation made the 
contract invalid. However a jury 
later placed a $1,050 valuation on 
the car and the high court con- 
curred, saying the law did not re- 
lieve the buyer of the entire 
responsibility to pay. 





























































O'Neill Stages Outdoor Exhibit— 


100,000 shoppers viewed the cars during the week's display. 
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Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 
Dear Ed: * # # 


See hes is something in 
our business that you never 
stop doing. It doesn’t matter 
much whether 
you’re home, 
out on a party 
or even on the 
way home from 
work. 

At our deal- 
ership we have 
one of those 
“painted up 
cars,” the kind 
that screams 
out a real low, 


low price and Bert Simons 


O'Neill Motors, Wellesley, Mass., capitalized on the vast suburban shopping center| identifies your employer from 
at Framingham, Mass., with a week-long display of new Mercurys. An estimated| stem to _ stern. This painted 


“demo” is used primarily at the 


Meeting the Practical Problems . . . 
Case Histories of a Salesman 








dealership by the salesmen dur- 
ing the day. At night, when we 
close, this billboard on wheels 


would be put in the garage. 


Actually, most of the men ob- 
ject to driving it home for ob- 
vious reasons and I am no 
different from the others. So, 
when I learned the other night 
that I would have to drive this 
car or walk, I crabbed a little, 
but got in it and headed home. 

On the way I kept thinking 
what this car would look like to 
my neighbors when they saw it 
in my driveway in the morning. 
I came to the conclusion that I 
wouldn’t park it there all — I 
would put it around the corner. 

* * * 
wae this settled in my mind, 
I turned on the radio and 
relaxed for the rest of the way 
home. 

It was customary for me to 
stop at Pete’s Diner for a cup of 
coffee. Without much concern, I 








Nash ...like many other leading engine manufacturers 


selects and distributes ...for authorized replacement service 


PERFECT CIRCLE 


2in 1 chrome piston rings...the standard of comparison 














pulled up in front, got out and 
was on my second cup when 
Pete, the owner, came over and 
sat with me. 

The first thing he said was, 
“How long you been selling 
those cars, Bert?” Well, Ed, I 
was surprised because I had 
been stopping at Pete’s for 
months and never spoke much 
to Pete. When he asked me 
the question I realized we were 
both looking out the window 
at my painted demo. 

Pete and I talked a little about 
his car and our car and how he 
could trade for one like it, When 
he asked if he could drive it 
around the block, I wondered 
about all the other people I 
knew that had no idea what I 
sold for a living. 


* + : 
HEN Pete came back from 
his ride in my demo willing 
to argue price, I felt a little silly 
about not wanting to drive this 
car in my neighborhood. 

Well, Ed, Pete and I had a 
real bang-up and drag-out bar- 
gaining session until we both 
gave a little and made a deal. 

The thing that helped me 
make this deal was that Pete 
was interested in buying a new 
car but worked long hours and 
couldn’t get away. So unwit- 
tingly, I brought the deal to 
him. I made it so convenient 
for him, plus giving him a 
good deal, that he couldn’t turn 
me down. 

Of course, Ed, if I hadn't 
driven the “painted car” home 
that night, Pete would never 
have known I sold cars and I 
wouldn’t have had another deal. 

—Bert Smowns. 


GMC Open House 
Tied to Dedication 
Of Tech Center 


PONTIAC. — Plant tours and a 
display of advanced commercial 
and military vehicles will feature 
an open house Wednesday (May 
16) at three GMC Truck & Coach 
division plants here. 

The program is in conjunction 
with the two-day celebration mark- 
ing the dedication of the General 
Motors Technical Center in War- 
ren, Mich., a Detroit suburb. 

The GMC exhibit will include the 
division’s air-ride-suspension truck, 
the L’Universalle dream truck, the 
eight-ton amphibious “Drake” and 
the Army “Ontos” which has 11 
guns. 

A.“Super-Duck,” an M-59 per- 
sonnel carrier and a T-51 cargo 
carrier also will be shown. 

Some 400 guides will usher visi- 
tors through the plants and will 
explain steps in the manufacturing 
processes. 


50 Sales Years 


Sorenson Against Retiring 


After Half-Century 


TORONTO.—Daniel M. Sorenson, 
68, who sold cars for Henry Ford 
when they were kept to a “schorch- 
ing’ 10 miles an hour speed limit, 
celebrated 50 years of auto retailing 
last week. 

Sorenson, president of Toronto 
Motor Car, Ltd. which now sells 
Chryslers and Plymouths, is be- 
lieved to be the oldest Canadian 
auto retailer in years of service. 

Hired by Ford on Apr. 23, 1906, 
Sorenson was supposed to pick any 
Canadian town, find out who could 
afford a car and then sell him one, 
hoping that other residents would 
follow suit. 

In 1911 he leased the Commercial 
Hotel in Toronto and founded 
Toronto. Motor Car, Ltd. He 
immediately eliminated the 52 bed- 
rooms, strengthened the floors and 
put in an auto elevator. 

Today Sorenson owns his own 
finance company, whose rule is 
never to repossess a car if the 
buyer is not trying to cheat the 
firm. 

At a. luncheon honoring his 50th 
anniversary, he said, “I have no 
thought of retiring. What would 
-~ do then? When you retire you 

e.” 











$250,000 Research Job to Help You Sell 


The 11th annual edition of the Consoli- 
dated Consumer Analysis brings you cur- 
rent comparable data on product use, brand 
preference and trends covering 125 sub- 
jects in 21 metropolitan markets. 


This year’s edition offers three improve- 
ments: (1) Addition of the Chicago market, 
through “Daily News” Consumer Analysis 
figures. (2) A three year trend in product 
use. (3) Median product use for all markets. 


Get Your Copy 


Chicago Daily News 
Cincinnati Times-Star 
The Columbus Dispatch-Ohio State Journal 
Duluth Herald and News-Tribune 
The Fresno Bee 
Honolulu Star-Bulletin 


The Indianapolis Star and News 





1956 Data on product use, brand preference and trends 





in 21 important newspaper markets 


This 200-page. digest showing the competitive 
situation, consumer acceptance and sales poten- 
tials in the 21 markets also includes basic data on 
population, households, income, retail sales and 
newspaper circulation in each market. More than 
a quarter of a million dollars was invested in the 
21 surveys this year. 


Long Beach Independent and Press-Telegram 
The Milwaukee Journal 
The Modesto Bee 
Newark News 
The Omaha World-Herald 
Oregon Journal (Portland) 
Phoenix Republic and Gazette 





SUBJECTS COVERED include favorite shopping 
days, foods, soaps and allied products, toiletries, 
beverages, homes and appliances, automobile 
ownership and purchasing plans, gasoline, oil, 
tires, painting, paper products, carpets and rugs, 
power lawn mowers, cigars and cigarettes, founda- 
tion garments, children in households, incomes. 


From One of These Co-operating Newspapers 


Portland (Me.) Press Herald-Evening Express 
The Sacramento Bee 
The Salt Lake City Tribune and Deseret News 
The San Jose Mercury-News 
The Seattle Times 
St. Paul Dispatch and Pioneeer Press 
The Washington Star 














185 Years of Service— 


Greenwald Auto Co. (Ford), New Kensington, Pa., honors six employes with a 
fot~l of 185 years of service. Watches are presented to W. V. Gilkey and Ll. G. 
Wolfe, who completed 25 years of work with the firm. From left: Roy Gething, 31 
years of service; J. A. Ackley, 33 years; Gilkey; Fred Lyle, president; Wolfe; Paul G. 
Kline, 39 years, and J. W. Gilkey, retired, 32 years. The firm has started its 44th year 
as a Ford dealer. 





Smith Names Morgan 


Milton E. Morgan, of A. O. Smith! newly-created post of director of 
Corp.’s automobile frame sales de-| purchases. Morgan joined Smith in 
partment, has been named to a) 1935. 





Here’s how and where Celanese 


Highways & Safety 





A stronger enforcement program | law enforcement measures are im-| 
and an extended educational plan, perative to protect both drivers and 
to reduce drunken driving and give pedestrians. 


better protection to the public are 


advocated: by Rudolph F. King,| suffered 38,300 traffic deaths, 2,158,- 
registrar of motor vehicles and/ 000 injuries and nine million acci- 
chairman of the Massachusetts gents. First-quarter figures this 


Highway Committee. 


Speaking at the annual meeting | totals, he said. 


of the Massachusetts Temperance 


League, Inc., he oe that 50 declared, “we will end 1956 with 
percent of highway casualties are 45139 deaths, 2,373,500 injuries and 


caused by drunk drivers. 
* * 


56 Traffic Deaths 
Seen Surpassing 
Record °41 Total 


Americans are speeding toward|Vancouver Inspection Site 


the highest traffic accident, injury 
and fatality toll in the nation’s 
history, according to Thomas N. 


Boate, manager of the accident pre-| spected each day at the Van- 


vention department of the Assn. of 
Casualty & Surety Companies. 


He said greatly stepped-up traffic-| checked since the station opened 


| 
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Last year, Boate said, the nation 


year are 10 percent above the 1955 


“If this rate continues,” Boate | 


10 million acidents.” 

The National Safety Council also 
has warned that this year’s auto 
death rate may exceed the record| 
39,969 killed in 1941. The council| 
has termed the situation a national 


emergency. 
+ * 


Checks 1,000 Cars a Day 


Nearly 1,000 cars are in- 


couver (B. C.) testing station and 
more than three million have been 





Fortisan-36 rayon pays off 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 





Write for facts and figures on this sensational 


STRONGER! 


RADIATOR HOSE-— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER!I 


V-BELTS—“‘Infinitesimal change in cord length” 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘“‘work.’’ Makes possible matching belts. 


new 


Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 
Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 


at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. US. Pat. Off. 





FIBERS FOR INDUSTRY 


FORTISAN* RAYON « FORTISAN*-36 RAYON « ARNEL* TRIACETATE + ACETATE+ VISCOSE-RAYON 





| 


| 
} 


Cc | 





in 1939, according to Vancouver 
officials. 

They said accidents due to n:e- 
chanical causes have dropped 
from 7 percent to 1 percent since 
compulsory semiannual testing 
began. 


* * * 


Automotive News 
Wins Seventh 
Safety Award 


AvuTomotTive News last week was 
given its seventh consecutive Na- 
tional Safety Council’s Public In- 
terest Award for “exceptional serv- 
ice to safety.” 

The 1955 awards went to 32 daily 
and 10 weekly newspapers, 108 radio 
and 34 television stations, two tele- 
vision and three radio networks, 14 
general circulation and 38 special- 
ized magazines, 34 advertisers, 18 
outdoor and two transportation ad- 
vertising companies, and two tran- 
sit systems. 

Judges were George A. Branden- 
burg, Chicago editor of Editor 4 
Publisher; Robert R. Burton, vice- 
president, Needham, Louis and 
Brordy, Inc.; Hugh Curtis, editor, 
Better Homes & Gardens; Norman 
Damon, vice-president, Automotive 
Safety Foundation; Fred Garrigus, 
manager of organizational services, 
National Assn. of Radio and Tele- 
vision Broadcasters; Wesley I. 
Nunn, advertising manager, Stand- 
ard Oil Co. (Ind.), and Dr. Albert 
A. Sutton, professor of journalism, 
Medill School of Journalism, North- 


western University. 
- = * 


Allstate Gives $25,000 
To Spur Traffic Safety 

American business faces one of 
its greatest challenges in the pro- 
motion of traffic safety, according 
to Calvin Fentress jr., president, 
Allstate Insurance Co. 

He has announced that his firm 
will contribute $25,000 to spur citi- 
zen group participation to help 
solve specific local problems which 
lead to accidents. Fentress said all 
segments of commerce and indus- 
try must join to provide leadership 
if the U. S. is to reduce the “tragic 
loss of lives” in traffic. 

= 


Average Speeds 
Reach Peak in 55 
At 50.7 M.P.H. 


The average speeds of motor 
vehicles on main rural highways 
where drivers were free to choose 
a desired speed set an alltime 
record in 1955, according to the 
Bureau of Public Roads. 

The new high of 50.7 miles per 
hour for all vehicles is 0.7 mile per 
hour above the 1954 figure. 

Cooperative studies by 33 States 
indicate that the average 1955 
speeds for passenger cars, trucks, 
and buses were 52.1, 45.8, and 526 
miles per hour, respectively. 

Fifty-seven percent of the pas- 
senger cars exceeded 50 miles per 
hour and 18 percent were travling 
over 60 miles per hour. Twenty- 
seven percent of the trucks and 
63 percent of the buses exceeded 
50 miles per hour. The greatest 
increase in speeds was recorded in 
the Central and Western States 
where 16 of the 17 States reporting 
both in 1954 and 1955 experienced 
an increase in speeds. 

* = * 
Jersey Awards Contracts 


For 2 Testing Stations 


New Jersey’s State Division of 
Motor Vehicles has announced the 
awarding of contracts totalling 
$858,326 for construction of two new 
motor-vehicle testing stations. 

One is to be built near Trenton 
and the other near Camden. They 
are the first of 50 being planned. 

* * . 


Truck-Safety Winners 

The Pennsylvania Motor Truck 
Assn. won first place in the Na- 
tional Truck Safety Contest, state 
association division, conducted by 
the American Trucking Assns. In 
second place was the Michigan 
Trucking Assn. 


McCallister Quits 
McCallister Auto Co., a dealer- 
ship in Albuquerque, N. M., since 
1948, has dropped its Studebaker- 
Packard franchise. O, C. McCallis- 


| ter, president, said the factory had 


repurchased his new cars. 
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You’ll know the engineers have been 
up to something special the first time 
you ask this beauty for action, for 
here’s “‘go”’ you can’t get anywhere else. 

The “go”: of the newest in high- 
compression, high-torque engines— 
Pontiac’s Strato-Streak V-8, so advanced 
and so efficient it delivered more actual 


7 PONTIAC 


New Ideas 


General Motors’ new Technical Center— 
largest of its kind in the world—employs 
4,000 engineers, scientists and stylists. These 
vast resources combine with Pontiac’s own 
ultramodern engineering facilities to build 
America’s greatest automobile value— 
Pontiac, a General Motors Masterpiece. 
Watch “Wide, Wide World”—NBC-TV, Sunday, May 20— 
report on GM's new Technical Center. 


Heres Where the 


miles per gallon than any other “‘eight’’ 
in the Mobilgas Economy Run! 

The “go” of the newest in automatic 
transmissions—Pontiac’s Strato-Flight 
Hydra-Matic*, specially engineered for 
Strato-Streak power and smooth as 
silk at any speed. 

A new kind of “go” in the way this 


Come from... 





wonder car handles... rides . . . holds 
the road with genuine big-car stability. 

This year, next year, any year— 
Pontiac will always be an exciting car, 
a great value and a wonderful product 
to represent. 


PONTIAC MOTOR DIVISION 
GENERAL MOTORS CORPORATION 


*An extra-cost option. 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


Meet Sam Wiillis 
PAGE-and-a-half advertise- 
ment carried by Lou Ehlers 

(Buick), Milwaukee, introduced 

Sam Willis, service manager, on 

the half-page and explained: 

“This ad is to introduce to you 
our greatly enlarged staff of 
highly skilled automotive techni- 
cians . . . and to let you know 
how proud we are of them.” 


On the full page was a color 
photo of the service crew, repre- 
senting over 460 years experience. 
Under the picture names were 
listed together with type of service, 
position, years of service, age, mar- 
ital status, number of children, 
awards and address. 

+ # 


* 


Happy Buyers Speak Up 
ORKING on the thesis that a 
satisfied customer is a firm’s 

best advertisement, Francis Ford, 

Portland, Ore., asked 19 happy buy- 














ALA 


iP 


|ers, “Why did you buy your new 
Ford from Francis?” 

The replies, presented in an eight- 
by-10-inch newspaper ad, empha- 
sized “excellent service and fine 
reputation.” 


* 
Meet the Staff 
ELLEY - WILLIAMS (Ford), 


* * 


Kansas City, used a newspaper | 
advertisement to tell about their| 


team of automotive specialists 
(salesmen). ‘ 

The box score showed that Joe 
T. Donaldson has 40 years’ experi- 
ence in selling cars and trucks and 
has sold 5,000 units while a sales- 
man with one year’s experience had 
sold 50 units. 

Below the box score, manage- 
ment and department heads were 
listed, starting with D. D. Williams, 
president, and ending up eight 
names later with the parts man- 
ager. 

The ad stated the company’s 53 


THY 





Mobiloil 


Best for older cars...a‘‘must’’ for new cars! 


SOCONY MOBIL OIL’ COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM Co., 


Special 





years in car and truck sales made 
it the best place in town to buy. 
+ * ” 


$100 Per Peanut 
AYNE Lincoln-Mercury, N. 
Main St., Providence, held a 
“peanut sale,” advertised on tele- 
vision as “Free peanuts given to 
any kid over 21” who visited their 
showrooms. 

These peanuts could be carried 
to a likely-looking automobile and 
applied toward the price. From 
three to 13 peanuts were accepted 
by Wayne. For instance, a $1,495 
ear sold for $1,195 and three pea- 
nut. 


Wayne said it doubled the busi- 


ness it would ordinarily do on Fri- 


day and Saturday. 
« 7 


Play Ball! 


UY F. Johnson, Inc. (Pontiac- 

Cadillac), Binghamton, N. Y. 
timed a newspaper ad with open- 
ing of the local baseball season. 
The theme was: “Guy never throws 
curves. Team work, that’s what 
makes an organization click.” 

The ad was laid out in the form 
of a baseball diamond. At each 
base was a photo of one of the 
firm’s officials and in the pitcher’s 
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WAS A GOOD YEAR FOR GM PEOPLE 


AVERAGE HOURLY SARHINGS 
Hourly-Rate 
Employes in U S 





GM Workers Average Record $102— 


General Motors has announced that its hourly rated employes in the U.S. averaged 
a record $102.41 a week in 1955. The hourly average was $2.41, compared with $1.88 
listed by the Bureau of Labor Statistics for all manufacturing. Throughout the world, 
GM had an average of 624,011 salaried and hourly employes who earned a total 


of $3,1 27,145,514. 


box was a picture of Guy John- 
son. 
The 
terms: 
double 
is our 


ad used various 
“Double Play the best 
play combination we have 
parts and service depart- 
ments.” “You're Out! - 
that is, unless you come down and 
look over our selection of the 





with this 


great new 


oil! 


Give your new car owners 
this powertul performance story! 


@ New Mobiloil Special can double engine 


HOP. «ss 


in summer heat, sub-zero cold! 


@ In effect, increases the octane rating 


of gasoline... 


e Controls engine knock, pre-ignition ping, 


spark plug fouling .. . 


e Increases gas mileage, engine power... 


GENERAL PETROLEUM CORP. 


e Makes a difference you feel at the wheel. 


out of luck, | 


| finest used cars.” “Sacrifice—don't 


sacrifice the opportunity to be one 


baseball | of the proud owners of a new Pon- 


tiac.” “Safe—yes, you’re safe when 
|}you buy one of Guy F. Johnson's 
bonded used cars.” 
* * > 

Like to Drive Pace Car? 
oe you ever driven an In- 

dianapolis Pace Car? If you'd 
like to ... come in the first chance 
you get,” was the lure used by 
Heniser Motor Sales (DeSoto), 
Portland, Ind., in a newspaper ad- 
vertisement. 

Featured with the pace car 
was the Adventurer, the DeSoto 
four-door hardtop and the Plym- 
outh Fury. All the cars were ad- 
vertised as being in Heniser's 
showroom. 

The advertisement also carried a 
teaser for DeSoto’s “Winning Ride” 
consumer contest in a box in the 
upper right hand corner of the ad. 

It said: “Win a family adventure 
trip anywhere in the world plus a 
new 1956 DeSoto. Ask your DeSoto 
salesman.” 
* * ~ 


Prices, a Year Later 


AN EXAMPLE of sales-type ad- 
vertising, as contrasted with 
low prices, no downs and easy 
terms, has been used by Nebel Mo- 
tors, Ine. (Cadillac - Oldsmobile), 
Jefferson City, Mo. 


The selling argument was that 
the Oldsmobile 88 costs less to 
own than so-called lower priced 
cars and compared the cost of a 
1955 Oldsmobile with three cars, 
stating it cost $280 more than one 
car, $331 more than another coded 
car and $302 more than a third. 


The ad then stated that the Olds- 
mobile sold for $330 more than the 
first car, a year later, $335 more 

| than the second and $330 more than 
the third. The ad said that average 
factory-delivered new-car prices 
were used for comparisons and the 
NADA official used-car guide for 
April, 1956, was used to compute 
depreciation figures. 

a * > 


Fur Better or Worse 


ISTENERS have been hearing a 
“switch” in radio advertising of 
Towne Nash, Chicago. The com- 
pany always has advertised that 
“nowhere — but nowhere can you 
jget a better deal on a new Nash” 
and “we will take anything of value 
in trade.” 

Recently, the commercial has 
gone like this “nowhere — but 
nowhere can you get a better 
deal on chinchillas than at Towne 
| Nash.” 
| The commercial explains that a 
few hundred pairs of chinchillas 
were taken in trade. Now they are 
up for sale and tradeins will be 
accepted. 





Safe Driver League 
Set Up by Goodrich 


AKRON. — B. F. Goodrich is 
seeking to enroll motorists in a 
Safe Driver League in support 
of President Eisenhower’s traffic 
safety program. 

Membership is free and the 
recruiting campaign is being 
handled by Goodrich’s 30,000 
dealers. Drivers who sign pledge 
cards will receive safety reflector 
emblems for their cars, and the 
pledge cards will be sent to the 
League’s headquarters in Wash- 
ington. 
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“Touch the Wonder Bar, Dilworth- 


lets relax with music!” 


Hurry, Dilworth, the lady’s waiting. pleasure. Radios with Delco Wonder 
She wants music and you’ve got it. Bar tuning are available now on 
Just touch the Delco Wonder Bar most really modern cars. Delco 
and click! It tunes the nearest signal Radio, Division of General Motors, 
perfectly. Another touch, another Kokomo, Indiana. 

station. In fact, the Wonder Bar Minnie thik. 

pinpoints any station your radio can 

receive. All across the dial, it works DE LCO 

perfectly, automatically. You need So 


never take your eyes from the road — 
for the greatest radio listening RADIO 


WORLD LEADER IN AUTO RADIO 


AS ADVERTISED IN THE SATURDAY EVENING POST, MAY 12... LIFE, MAY 14 











Mercury ‘Inner Circle’ Winners— 

Mercury “Inner Circle’ winners in the Los Angeles area line up for cash awards 
and lapel pins at the conclusion of the firm's sales contest. Handling the awards, 
seated, from left, are George Ll. Boggs, Lincoln-Mercury regional sales manager, and 
Frank J. Mullen, Los Angeles district assistant sales manager. Winning salesmen, 
standing, from left, are Ray Fladeboe, Sachs and Sons; Buford Blair, Berl Berry, Inc.; 
John Davis, J. E. Coberly, Inc.; and Darwin Hurst, Berl Berry, Inc. 
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Auto Dealer Changes 


Haley’s, Inc., Washington, has 
abandoned its Dodge - Plymouth 
franchises and signed a Ford sales 
agreement. 

A. Leftwich Sinclair, president of 
Haley’s and a director of NADA, 
noted that the firm made the 
switch after 33 years of handling 
other makes. 

* * * 


Winston Chevrolet Opens 


Irving, Freda and Harvey Win- 
ston have opened Winston Chev- 
rolet, Inc., Suffern, N. Y. 


* x * 


Nelson Opens Pontiac 


R.. J. Nelson has opened a 
Pontiac-Cadillac-GMC dealership 
in Mankato, Minn. He is occupy- 
ing the building once used by 


Gauker Motor Co. Nelson is a 
former Buick dealer in Amboy, 
Minn. 


* * * 


Bugganer Buys Olds 

Joseph Bugganer, Cincinnati, has 
bought the Oldsmobile dealership 
in Williamsburg, O., formerly 
owned by R. S. Croswell, who has 
retired. Bugganer is a former Cin- 
cinnati dealer. 

* * * 


Smith Quits Business 
Smith Sales & Service (Chrysler- 
Plymouth), Attica, O., has gone out 
|of business, 
* * 


> 
Whislers Buy Utzinger 
Glenn and James Whisler have 
bought Utzinger Chevrolet Co. 


(Oldsmobile - Cadillac), Rock 
Springs, Wyo., from R. L. Utzin- 








THIS IS TO CERTIFY THAT 
Automotive Hews 


HAS SUBSCRIBED TO:THE STANDARDS OF PRACTICE 


AND IS ENTITLED TO THE 


PRIVILEGES AND BENEFITS OF MEMBERSHIP IN 
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AUTOMOTIVE NEWS is an active member of the Associated Business Publications 
which this year is celebrating its Golden Anniversary. We take this opportunity proudly 
to re-affirm our belief in the high publishing principles for which the Association 
stands and to assure our readers that we will ever ‘‘consider, first, the interests 


of the subscriber.” 


THIS WE BELIEVE . . - 


(THE ABP CODE OF ETHICS) 


The publisher of a businesspaper should dedicate his best efforts to. the cause of 


business and social service, and to this end each member of the Associated Business 


Publications pledges himself: 


1. To consider, first, the interests of the subscriber. 


2. To subscribe to and work for truth and honesty in 
all departments. 


3. To endeavor to be a leader of thought in his edi- 
torial columns, and to make his criticisms con- 
structive. 





4. To encourage all constructive efforts to improve the 


standards and quality 


of advertising. 


5. To avoid unfair competition. 


6. To determine what is the highest and largest func- 
tion of the field which he serves, and then to 
strive in every legitimate way to promote that 


function. 


Automottue News 


2666 Penobscot Bidg. 


Detroit 26, Mich. 





ger. They will operate as Whisler 
Chevrolet Co. in the new building 
built by Utzinger, who will retire. 


Chrysler Picks Quitmeyer 


As Defense Comptroller 


Appointment of Rudolf G. Quit- 
meyer as comptroller of the defense 
operations division of Chrysler 
Corp. has been announced. 

Quitmeyer joined the comptrol- 
ler’s staff at Chrysler in April, 1953. 
Prior to that, he was associated 
with Price Waterhouse & Co. as a 
senior accountant and with Budd 
Co. as general auditor. 

+ am * 


Goodrich’s Howard 


Shifts to Merchandising 


Robert O. Howard, Cuyahoga 
Falls, O., has transferred to the 
merchandising staff of B. F. Good- 
rich Co. tire and equipment divi- 
sion, associated tire and accessory 
lines. He will be responsible for 
major merchandising activities. 

Howard joined B. F. Goodrich in 
1946 as a member of the replace- 
ment tire sales retail advertising 
staff. In 1948, he moved to the as- 
sociated lines advertising depart- 
ment. 

« * cal 


Greer Elects Glass 
Fred M. Glass, chief executive 
officer, Empire State Building Corp., 
has been elected a member of the 
board of directors of Greer Hydrau- 
lics, Inc., Jamaica, N. Y. 


Picks 


Fairbanks, Morse 


Five for New Posts 


Fairbanks, Morse & Co., Chicago, 
has announced five appointments 
in its factory and sales organiza- 


‘tion. 


L. A. Weom has been appointed 
manager of the pump sales divi- 
sion; J. R. Walsh succeeds Weom 
as Beloit manager of materials and 
schedules; G. R. Anderson § suc- 
ceeds Walsh as manager of the 
Kansas City works; A. H. Hoffman 
has been appointed manager of the 
Freeport works, succeeding Ander- 
son, and V. E. Johnson has been 
appointed manager of the Westco 
works in St. Louis, succeeding 
Hoffman. 


* - + 
NASCAR Picks Jenkins 
Ab Jenkins, called the world’s 
safest auto driver, has been named 
director of the Rocky Mountain 
region of the National Assn. of 
Stock Car Automobile Racing. 
= aa > 


Feeser Buys Out Hisen 
John Feeser has purchased the 
interest of Walter Hisen in Hisen- 
Feeser, Inc., 3902 N. Illinois St., In- 
dianapolis. He will operate the 
dealership as John Feeser, Inc. 
(Ford). 


* * * 


Bildsten Takes Pontiac 


Donald Bildsten has opened a 
new Pontiac-Cadillac dealership in 
Stillwater, Minn. He was a former 


Wisconsin dealer. 
. ” 


* 

Fick Opens in St. Louis 
Rudy Fick, who claims to be 
the world’s largest Ford dealer, 
has opened a St. Louis dealer- 
ship at 4200 Lindell, succeeding 
Motor Sales, Inc. 
* x 


B.P.B. Pontiac Opens 


B.P.B. Pontiac, Inc., is now in its 
new home, 1201 S. Florissant Rd., 
Ferguson, Mo. 

* o * 
Davis-Easterling Opens 

The name of J. E. Jackson Motor 
Co., (Ford), Denham Springs, La., 
has been changed to Davis-Easter- 
ling Motor Co. 

~ 


* *® 


Hawkins Takes Packard 


S. Wendell Hawkins, president, 
Greer, Hawkins and Aguillard, 
Houston advertising agency, has 
been appointed a Packard-Clipper 
dealer in Houston, and has 
formed Hawkins Packard, Inc. J. 
C. Youder will be general mana- 
ger. 


* ” * 
30 New Dealerships 


Approved by DeSoto 


DeSoto has appointed 30 new 
dealerships, according to A. B. 
Nielsen, general sales manager. 
The additions bring to 127 the total 
dealerships added since the 1956 
model introduction in October. 

They are: Lakeview Sales Co., 


(Continued on Page 27, Col. 1) 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 26) 


Lakeview, Ore.; Lebanon Motors, 
Inc., Lebanon, Ore.; Schilaty Bros., 
Monroe, Wash.; J & H Motors, 
Wenatchee, Wash.; Perry’s Garage, 
Sidney, N. Y.; Al Grider, Inc., 
Jacksonville, Fla.; Towle-Maguire 
Motors, Inc., Garland, Tex.; Ken- 
nebec Motors, Augusta, Me.; Harry 
Isreal Motors, Inc., Waukesha, 
Wis.; Curtis & Butler Motors, Win- 
chester, Ky.; Bostic & Jeffries, St. 
Albans, W. Va.; A. A. Ferrante Mo- 
tors, Inc., Cleveland; and Mount 
Vernon Auto Sales, Inc., Ridgefield 
Park, N. J.; Captree Sales, Inc., 
Newell, W. Va.; Lew Pabst Motors, 
Issaquah, Wash.; Chrusz Motors, 
Inc., Arlington, Mass.; Horton Mo- 
tor Co. Fort Smith, Ark.; Mc- 
Donald, Inc., Little Falls, N. J.; 
Bradley Motors, Inc., Rutherford, 
N. J.; Hanson-Hawk, Bellingham, 
Wash.; Bobo Langston, Inc., Char- 
lotte, N. C.; Onawa Tractor & Sup- 
ply, Onawa, Ia.; Druckman Motors, 
Inc., West Hartford, Conn.; Larry 
Wright Motors, Monrovia, Calif.; 


Head Implement Co, Duncan) 


Okla.; Bishop’s Jerome, Id.; Joe 


George DeSoto, Bethel, Pa.; Kuhn | 


Motors, Sugar Creek, O.; Webb Mo- 
tor Co., Belzoni, Miss., and Herb 
Walk Motors, Milo, Ia. 

> + * 


McDaniels Sells 


Bob Chapman, owner of Chap- 
man Motors (Ford), has bought the) 
McDaniels Ford dealership in Lon- 
don, O. The London dealership will 
be managed by Robert Goorey of 





Columbus. 


* * * } 


Rowell Buys Assets 


William Rowell, son of a former | 
owner, has purchased at receiver’s 
sale the assets of Moore Motors, 
Inc., 429 N. Main St., Dayton, O. 
Rowell has applied for the Chrysler- 
Imperial-Plymouth franchise for- 
merly held by Moore Motors, Inc. | 
This company was known origin- 
ally as the Barlow Motor Co. 

* 


* * 


3rd Deal for Williams 


Lew Williams Chevrolet Center 
has opened at Fulton and El Cam-) 
ino, Sacramento, Calif. Lew Wil-| 
liams, owner, also operates dealer- 
ships in Hollywood, Calif, and 
Billings, Mont. General manager of 
the new venture is C. M. Anderson, 
formerly of the Billings dealership. 

* ” * 


5 Pontiac L-M Deals 


Open Doors in South 


Billy Brown Pontiac, Inc., has 
opened at 820 Florida, Cocoa, Ala. 
It formerly was Darnell Pontiac, 
Inc. In Talladega, Ala., Rush Pon- 


tiac, Inc., formerly Tolleson Pon- 
tiac, is operating on Ft. Lashley 
Ave. 


New Lincoln-Mercury dealerships | 
are Jack Davis, Inc., Winston- 
Salem, N. C., and Lander-Kitchens | 
Motor Co., Roanoke, Ala. Marion 
L. Reeves has opened Reeves Broth- 
ers Mercury, Dillon, S. C. 

* 


Arnold Is Appointed 


George C. Arnold has been ap- 
pointed field representative in Bos- 
ton for L.O.F. Glass Fibers Co. 
Arnold replaces George R, Frick, 
who has been promoted to district 
sales manager in Syracuse. Arnold 
has been with L.O.F. Glass Fibers 
three years. 

* * = 


Ben Franklin Sells 


Oklahoma Packard Co., Oklahoma 
City, has purchased Ben Franklin 
Packard, Tulsa, Okla., according to 
Ben Franklin, owner. The name of 
the Tulsa outlet will be changed to 
Oklahoma Packard Co. 


* * * 


Il’?s Now Grubbs Motor 


The name of Kernersville Motor 
Co, (Ford), Kernersville, N. C., has 
been changed to Grubbs Motor Co. 
The firm is owned by Ephriam E. 
Grubbs. ' 


* * * 
Mark Oldsmobile Opens 


Mark Motors, Inc. (Oldsmobile) 


has opened in Maysville, Ky., with 
Mark Bill 


partners. Both formerly were as- 
sociated with Fred Brown, Inc. 
(Cadillac - Oldsmobile), Ports- 
mouth, O, The firm leased the 
building belonging to Clyde Mc- 
Makin, once quarters for Mc- 
Makin Motor Co. 
* 


* * 


Crumley Changes Name 


Crumley Corp. is the new name| 


of Howard Crumley Chevrolet Co., 
Inc., Shreveport, La. 


Otterbacher Buys Deal 


Ault Motor Sales, Mount Gilead, 
O., has been sold to John Otter- 


bacher, Elyria, O. The firm will be| 


operated as Otterbacher Chevrolet, 
Ine. 


* * * 
Cobb Reorganized 
W. Borden Cobb has retired as 
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president and treasurer of Cobb | 
Motor Co. (Chevrolet), Goldsboro, 
N. C. He has been succeeded by his 
son, Jack Cobb, who formerly was 


sales manager of the dealership. 
* * * 


Dedolph Replaced 


Burg & O’Connor Motors has 
replaced Dedolph Buick Co. as the 
Buick outlet in Clintonville, Wis. 
Heading the firm are Stanley J. 
Burg and Francis M. O’Connor. 

+ 


* * 


Lakeland Opens 


Lakeland Motors (DeSoto-Plym- 
outh) has opened at 618 _N. Broad- 
way, Knoxville, Tenn. Max Houston 
is president of the dealership, which 
formerly operated as Carter Motor 
Sales. | 


* * * 
Grider DeSoto Opens 
Al Grider, Inc. (DeSoto-Plym- 
outh), has opened in Jacksonville, 
Fla., at 2037 Main St. 
* * * 


Wolfard Opens Outlet 


Jim Wolfard, of Wolfard Ford, 
has established a new outdoor re- 
| tail outlet in southwest Portland, 
|Ore. The outlet has 22,000 feet of 
display space on which 75-100 new 
cars will be shown. John Nuss- 











Ship fast 


UNITED offers 300-mph DC-6A Cargoliner service coast to coast! 


UNITED DC -6As offer the cargo protection and dependability 
of the only radar-equipped cargo flights! 


UNITED'S Motorized Tug Bar speeds the loading of heavy parts, machinery! 


Ship sure 


UNITED DC -6As have greater tie-down strength 
than any other cargo plane! 


UNITED DC-6As can 


accommodate tools, parts, 


engines up to 8000 Ibs. each! 


UNITED'S pre-loaded 


pallets protect delicate shipments 


from extra handling! 


Ship United 


UNITEDSS Telemeter Airbill means faster 
pick-up at terminal points! 


UNITED offers reserved Air 
Freight space on all 


equipment! 
UNITED'S centralized 


control guarantees 


space dependability! 


payload 


Examples of United’s Low Air Freight rates— 


CHICAGO to CLEVELAND . 
NEW YORK to DETROIT 
DENVER to OMAHA 
SEATTLE to LOS ANGELES 


PHILADELPHIA to PORTLAND 
SAN FRANCISCO to BOSTON 


*These are the rates for most commodities. They are often 
lower for larger shipments. Rates shown are for information 


per 100 Ibs.* 

a lat Se $4.78 
eee 

—— $6.42 
. i < 

- $24.15 

. $27.00 


only, are subject to change, and do not include the 3% 


federal tax on domestic shipments. 


For service or information, call the nearest United Air Lines Representative. Write for free Air 
Freight booklet, Cargo Sales Division, Dept. AN-5, United Air Lines, 5959 S. Cicero Ave., Chicago 38. 
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“It looks as though Smith was 
a little too successful—even he 
went!” 





baumer has been named general 
sales manager. 
ca cd x 
Johnsons Buy Deal 
Johnson Chevrolet Sales & Serv- 
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has purchased Clinton 
Equipment Co., Inc., Clinton, Wis. 
James L. and Clifford Johnson are 
the principals in the new dealer- 
ship. 


ice, Inc., 


* * * 
Salem and Bay City Sign 
Exclusive Dodge Deals 


Two new exclusive Dodge pas- 
senger car and truck dealers have 
been announced. 

They are Salem Motor Co., Salem, 
Mo., (Clark D. Wines, owner) and 
Bay City Motors, Seward, Alaska, 
(Patrick J. Friede, owner). 


* * * 


Holdridge Steps Out 


Roy C. Holdridge has left Hold- 
ridge Motor Co. (DeSoto-Plymouth), 
Albuquerque, N. M., and has opened 
a used-car lot. The DeSoto-Plym- 
outh dealership is continuing under 
the operation of P. P. Glasebrook 
and George Anderman, former part- 


ners of Holdridge. 
+ * * 


Piedmont Adds Packard 


S. H. Mitchell, president, Pied- 
mont Motor Sales (Studebaker), 
121 S. Main St., Winston-Salem, 
N. C., has announced that his firm 
has added a Packard-Clipper fran- 
chise. 
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Put your Advertising Outdoors and Watch America Go Buy! 
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Drake Bakeries Incorporated, says: 


“Practically all of our appropriation for Drake’s Cake goes into Outdoor Adver- 
tising. It fits our regional pattern of distribution . .. its pictorial copy in full 
color gives us the maximum in human interest and appetite appeal .. . it 
provides the most complete coverage obtainable in advertising to reach con- 
sumers, our route men, and the many outlets through which our products are 
sold... it provides everyday repetition. How is it doing? Well, our sales 


are increasing.” 


OUTDOOR TELLS COMPLETE STORY 


National advertisers such as Drake Bakeries can tell their complete selling story with 
OUTDOOR. Their sales messages are seen by more people more often (according 
to latest T.A.B.* and POLITZ studies). Cost? Only 15c per 1000 for average national 
campaign. And it’s so easy to read all of a poster. 


*Traffic Audit Bureau 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


ATLANTA «+ BOSTON + CHICAGO + DETROIT + HOUSTON «+ LOS ANGELES 
PHILADELPHIA + ST. LOUIS + SAN FRANCISCO « SEATTLE 


Copyright 1956 Outdoor Advertising Inc. 
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Midland Steel Products Co. has 
named Wade N. Harris president. 

William A. McKinley, president 
since 1952, was elected chairman of 
the board. Harris, who joined the 
firm in 1954, has been executive 
vice-president and formerly was 
vice-president of Murray Corp. of 
America. 

* * * 


Krider and Eddins Win 


Promotions at Nash 


Two executive promotions in 
Nash’s parts and service depart- 
ment have been announced. 

John S. Krider is administrative 
manager, succeeding D. L. McLel- 
lan, parts and service manager, 
and Robert M. Eddins has been 
named to succeed Krider as parts 
Muggers, All— and service promotion manager. 

Fred Dell, right, Chrysler's Los Angeles regional manager, presents three Chrysler | Fairbanks, Morse Elects 
New Yorker convertibles to, from left, William Bishop, James Dunn and Michael Th Vice-P id 
O'Shea, stars of the comedy television program, “It's A Great Life,” sponsored by ree Vice-l residents 
Chrysler division and Chrysler dealers. The cars were gifts from the sponsor “in| Fairbanks, Morse & Co. Chicago, 
appreciation” of the trio's work on the program. |has elected Robert H. Morse III, 
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Auto Personnel 





former sales manager, sales vice- 
president; D. L. Harwood, former 
general purchasing agent, purchas- 
ing vice-president, and J. F. Weif- 
fenbach, former chief product engi- 
neer, director of engineering. 

Morse was general manager of 
the Beloit (Wis.) works and later 
appointed assistant to the sales 
vice-president and then promoted 
to sales manager. Harwood and 
Weiffenbach have been with the 
firm for a number of years. 

* +” * 


Standard Names Reid 


Appointment of James S. Reid jr., 
as industrial relations manager of 
Standard Products Co, has been 
announced. Reid, an attorney, has 
been associated with the Cleveland 
law firm of Falsgraf, Reidy & Shoup 
for the past three years. 

*~ a * 


Allen Picks Ebersole 


Appointment of M. O. Ebersole 
as western division manager has 
been announced by Allen Electric 
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In the vast Chicago market, no 
single daily newspaper reaches even 
half the men under 45—their big- 
gest buying years. It takes two to 
give you majority coverage ...and 
for MOST coverage, one paper 
must be the Sun-Times. No two- 
paper combination without the 
Sun-Times does as well.* 


Young Chicagoans choose the 
Sun-Times because it’s easy to 
handle, easy to read. They like its 
format, its convenient size. In Chi- 
cago, the Sun-Times is the only 
paper with a format designed for 
the modern young family market. 


*(Source: ‘Chicago Daily Newspaper Coverage 
and Duplication.’’ No. 4 in a series of independent 
studies by Publication Research Service.) 
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& Equipment Co., Kalamazoo, Mich, 
Ebersole replaces A. T. Schutz, 
who has resigned to enter another 
line of business. 
* * * 
DeSoto Names Pearson 


To Syracuse Region 


Desoto has appointed D. J. Pear- 
son as Syracuse regional manager, 
covering all of upstate New York 
and northern 
Pennsylvania. 

Pearson joined 
DeSoto in 1948 as 
a district mana- 
ger in that region 
and prior to that 
served for two 
years as a Chrys- 
ler Corp. sales 
representative in 
New York. In 
1954, he became 
city manager for 
the New York City region and in 
1955 was named assistant manager 
in the metropolitan region. 

+ * ++ 


Marchand, Westerberg 
Appointed by Greer 


Greer Hydraulics, Inc., Jamaica, 
N. Y., has named Ernest W. Mar- 
chand director of manufacturing 
and F. Parker Westerberg sales 
engineer. 

Marchand, prior to his appoint- 
ment, was manufacturing  vice- 
president of Evans Products Co., 
Plymouth, Mich. Westerberg was 
a salesman with New York Air 
Brake. 





D. J. Pearson 


* * * 
Reo Names Spieth 


To Head Manufacturing 


Walter Spieth who joined Reo 
Motors, Inc., Lansing, in 1955 as 
factory manager, has been named 
manufacturing vice-president. He 
fills an executive post vacant for 
several months. 

Spieth started with General 
Motors’ Toledo transmission plant 
as a tool maker and later worked 
at Ford Motor Co.’s Hamilton 
(O.) plant. In 1938 he joined Hills- 
dale Steel Co. and transferred to 
Clark Equipment Co. in 1949. 

> * *~ 


International Picks Riggs, 
McCaffery and Coats 


Three organizational changes in 
International truck sales and mer- 
chandising have been announced by 
Ralph M. Buzard, manager of sales, 





a 


R. L. McCaffery 





motor truck division, International 
Harvester Co. 

Wayne A. Riggs, former north- 
west regional 
manager now 
heads the south- 
west region; 
Robert L. Mc- 
Caffrey, former 
assistant southern 
regional manager, 
heads the north- 
west region, and 
Joseph H. Coats 
has been ap- 
pointed supervisor 
of merchandising. 
Riggs joined the firm in 1924, 
McCaffrey in 1937, and Coats in 
1940. 


W. A. Riggs 


* *z * 
Curtis Appoints Two 
Curtis Mfg. Co., St. Louis, has 
named Erwin A. Schulte controller 
and assistant treasurer and Ed- 
ward O. Gotway chief purchasing 
agent. Schulte joined Curtis in 1954 
and Gotway has been with the firm 
22 years. 
ob * * 


Bakelite Appoints Smith 
To Sales Exec’s Post 


Howard Smith has been 
appointed assistant general sales 
manager of Bakelite Co., a division 
of Union Carbide and Carbon Corp. 

Smith will have as his primary 
responsibility the pricing of 
materials and administration of 
contracts. He joined Union Car- 
bide’s plastics division in 1925 as a 

(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


technical representative. He has 
served as district manager in 
Rochester, N. Y., and Cleveland 
and manager of the varnish resins 
division. 

* + * 


U. S. Rubber Promotes 


Cuthbertson, Behrman 

R. Cuthbertson has been pro- 
moted to assistant general man- 
ager of the tire division, United 


ey 
4 


R. E. Behrman 


States Rubber Co., according to H. 
N. Hawkes, general manager of the 
division. 

Dr. Cuthbertson, who joined U. S. 
Rubber in 1936, has been produc- 
tion manager for the division for 
more than a year. R. E. Behrman, 
who had been assistant production 
manager, will succeed him as pro- 
duction manager. Behrman started 
with U. S. Rubber in 1922 as an 
office boy. 





G. R. Cuthbertson 


Le Roi Picks Hempelman 


For Market Research 


Charles S. Hempelman has been 
named market analyst for the Le 
Roi division of Westinghouse Air 
Brake Co., Milwaukee, Wis. 

Hempelman’s duties include 
evaluation of Le Roi’s present 
markets and research and analysis 
of new markets for both existing 
products and new or modified prod- 
ucts which the division may de- 
velop. He has held sales and 
market research positions with 
Joseph Schlitz Brewing Co., Mil- 
waukee, 

cd * x 


Holley Names Nyland, 
Tabbert and Noble 


Three promotions in the automo- 
tive sales department of Holley 
Carburetor have been announced. 

John R. Nyland was named 
original equipment assistant auto- 





B. R. Tabbert 
motive sales manager. He joined 
Holley from Ford Motor Co. last 


J. R. Nyland 


year. B. R. Tabbert was named 
truck sales assistant automotive 
sales manager. Former truck sales 
manager, Tabbert joined Holley in 
1947. H. W. Noble, formerly central 
regional sales manager, will man- 
age the truck sales department 
under Tabbert. 
* * 

Egan Heads D. C. Office 

John J. Egan has been named 
manager of the Washington office 
of International B. F. Goodrich Co. 
He formerly was a sales corres- 
Pondent in the International divi- 


sion at Akron. 
” * . 


Jacobson Picks Livesey 
Einar A. Jacobsen, general man- 
ager, Jacobsen Mfg. Co., Racine, 
Wis., has announced appointment 
of Charles A. Livesey as sales vice- 
President. 
* 2 


Lincoln Names Fournier 


To Service Liaison Post 

C. J. Fournier has been appointed 
Service liaison manager of Lincoln. 

He joined Ford in 1918 and 
worked in the tool design depart- 
ment. He became a mechanical 
draftsman in 1925 and helped de- 
sign service tools for the next five 
years, Fournier has held various 


company service positions. In 1949, 
he was named assistant service 
manager for Lincoln-Mercury. 

* * * 


Trailmobile Picks Skrondal 


Walter E. Skrondal, former as- 
sistant branch manager of Trail- 
mobile Inc.’s Los Angeles branch, 
has been appointed Coast manager 
of industrial fleet sales. Skrondal 
has been with Trailmobile for six 
years. 

* * * 


Cummins Names Steed 
Appointment of W. M. Steed as 
regional manager in Los Angeles 
has been announced by Cummins 
Engine Co., Inc., Columbus, Ind. 
Steed joined Cummins in 1951. 
* * + 


Hogan and Grotz Named 


The Yale materials-handling divi- 
sion of Yale & Towne Mfg. Co. has 
appointed John R. Hogan Cleve- 
land branch manager. At the same 


time, it announced Charles M. 

Grotz has been named a sales and 

service representative in Dayton, O. 
+ * * 


AP Parts Picks Calder 


Jack Calder has been named 
Minnesota manager for AP Parts 
Corp. Calder replaces Henry 
Nichols, who has been promoted to 
midwest regional manager in Kan- 
sas City. Calder held positions with 
Hudson, General Motors and Ford 
prior to joining AP in 1955. 

* * * 


Auto-Lite Shifts McNally 
Edward A. McNally has been ap- 





pointed manager of Electric Auto- | 


Lite Co.’s wire and cable plant at 
Hazelton, Pa. Formerly with the 
central offices in Toledo, he was 
in charge of the company’s plant 
contact men and factory operating 
budget. 


* * * 


Smith, Ingersoll, Wood Guide 
Districts for Sealed Power 


Three district managers have 
been appointed in the replacement 
sales division of Sealed Power 
Corp., Muskegon, Mich. 

M. L. Smith, formerly manager 
of the Denver zone, was named 
district manager of the northern 





Trevithick’s steam road-engine 
was England’s first successful 


self-moving vehicle. Introduced 
in 1803, a person had to be quite 
athletic to climb into the coach. 





midwest territory, covering Minne- 
sota, the Dakotas, Wisconsin, Upper 
Michigan and parts of Iowa, and 
Nebraska. 

Everett J. Ingersoll was named 
district manager of the west central 
territory, including Colorado, Mis- 
souri, Kansas, and parts of Iowa, 
Nebraska and Wyoming. He for- 


31 


merly was a zone manager in IIli- 
nois. 


Thomas A. Wood has been ap-. 


pointed district manager of the 
Midwest territory. Formerly mana- 
ger of the Milwaukee zone, he now 
will operate in Illinois, Indiana, 


“| Kentucky and parts of Ohio, and 


Wisconsin. 
+ + * 


Lincoln Appoints Craw 
In Industrial Relations 


James L. Craw has been 
appointed manager of the newly- 
established industrial relations 
office of Lincoln. 

He joined the personnel office of 
the Ford division in 1950 and be- 
came a supervisor of personnel at 
Highland Park in 1953. In 1954, he 
was made a staff assistant in the 
Ford division general manager’s 
office. In June 1955, he was named 
salaried personnel manager at Lin- 
coln. 

* 


+ * 
Canada Appoints Rump 

Charles W. Rump has been ap- 
pointed secretary of the board of 
transport commissioners of Canada, 
It is one of the top Government 
administrative posts dealing with 
transportation. 








Tiny 


transistor 
replaces 


15 vital 
car radio 


parts 


WITH A “GOLDEN HEART 
THAT WON’T WEAR OUT” 


Fa WF motorola: 


2 ae 


Motorola Transistor- Powered Car 
Radio. (Model 6TAS-8, 


12 volt) 


$99.95.Othernew models from $39.95 


Most trouble-free car radio ever built—The amazing 
transistor heart won’t ever wear out. And ii replaces 
15 parts that do wear out in conventional sets. (Includ- 
ing the vibrator and vacuum tubes.) 


Cuts battery drain 50%—Transistors use hardly any 
power. Even with the engine off, this radio can play 
for hours without running down the battery. 


Fits most cars—Custom fits instrument panels of most 
cars. Takes just a few minutes to put in. 


MOTOROLA 


World’s Largest Exclusive Electronics Manufacturer 






PLUS—NEW TWIN BAR STATION 


FINDER Most automatic tuning of 
all! Electronically picks and pinpoints 
any station. Twin Search 

station selector either ri 
from any point on the di 


move 


ht or left 


Here’s how you fit in — Many car dealers are discover- 
ing that Motorola Car Radios can bring big extra profits 
on car sales. Motorola’s deep profit margins let you 
make the deal you want. And installation charges yield 
still more profit. Get the facts from Motorola. Send this 


coupon now. No obligation. 


Motorola, inc., Dept. AN-5A 
4545 W. Augusta Bivd. 
Chicago 51, Illinois 

Attn: Car Radio Departm: 
Please 


Radio business. Thank you. 
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HERE AT A NEW, LOW PRICE... 


All-new V-8 engine gives you lightning-fast P 


Step up to the fine-car class...with the buy of the year! 


Here comes excitement . . . the newest car of the 
year. Here—at your Hudson dealer’s —is the car 
you’ve dreamed of, priced to make dreams come 
true! 

It brings you new beauty —the clean, exciting 
sweep of Hudson’s new V-line styling; new two- 
and three-tone exteriors; new interiors that are 
color-keyed to match. 


And under the hood, pure excitement . . . the 
totally new Hornet V-8 Special engine. Here’s 
the great result of American Motors’ 39 years of 
engine-building experience —a short-stroke, low- 
friction power plant that combines jet-age dash 
with the top V-8 mileage . . . and does it on regular 
gas! Teamed with new Flash-Away Hydra-Matic, 
it gives you glass-smooth, jerk-free acceleration 


— more scat than you'll ever use — effortless cruis- 
ing, and instant response at every point in the 
driving range. 

If you’ve yearned to drive a truly great per- 
former—a fine car that will keep its value till 
you're ready to sell—now’s your chance. See it 
at your Hudson dealer’s today . . . he’s ready to 
make you a very attractive deal! 


New HUDSON 
Hornet Special V-8 





THE NEW HORNET SPECIAL V-8 


power... sensational mileage on regular gas! 


va 


You arrive refreshed with Airliner Reclining Seats. You arrive relaxed after riding 3-times softer and 
They adjust to 5 comfortable positions; fold all the smoother on Hudson’s four Deep Coil Springs. Like 
way back to form luxurious Twin Travel Beds for a so many of Hudson’s exclusive features, this ad- 
daytime catnap or a full night’s sleep. Rich upholstery vanced springing is made possible only by Double 
fabrics come in a wide range of colors—are beau- Safe Single Unit car construction . . . twice as strong, 
tifully color-keyed to match 21 different exteriors. twice as safe, twice as modern! 


y~. Hudson Hornets « Wasps « Ramblers « Metropolitans...products of American Motors 


Built the better way...the American Way 











TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Cushions, Paints, Tires 


Seen on Rubber Lab Tour 


N TOURING duPont’s new elas- 

tomers laboratory, I imagined 
myself as the representative of 
automotive engineers in general— 
and, in particular, was alert for 
ideas of interest to stylists, paint 
chemists, trim and seating en- 
gineers, tire designers and vehicle 
safety experts. 

An overall look at the facilities 
and various experimental projects 
convinced me that there is in- 
deed “something for everybody” 
here in the new workshop of 
duPont’s organic chemical re- 
searchers. 





Located outside Wilmington, Del., 
in the Chestnut Run area, the 
laboratory has a combination of 
staff and equipment that unques- | 
tionably make it one of the coun- | 
try’s finest facilities for develop- | 


ment and experimental processing | 


of synthetic rubber, rubber chemi- 
cals and related products. 

The first question most of us 
ask is, of course: What is an elas- 
tomer? The answer is that “elas- 
tomer” is a broad, generic term 
used for the entire range of rubber 
and rubber-like substances, Nature 
produces natural rubber. Chemists 
are responsible for a tremendous 
variety of synthetic rubber com- 
pounds (or elastomers). Included 
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among the synthetic elastomers are 
the familiar Neoprene, Thiokol, 
Buna N, GRS, Teflon, and Poly- 
ethylene—as well as newer ma- 
terials such as Polyurthanes and 
Hypalon. 
* * 

A GOOD example of Hypalon’s 

use as a protective coating is 
the door weatherstrip used by one 
of the large auto makers, A thin 
Hypalon veneer now covers the 
sponge strip—and is said to have 
solved the cracking problem. Prop- 
erties which enable this versatile 
material to resist heat, light, ozone 
and weathering also have led to its 
use in spark plug caps and tire 
white sidewalls. 

DuPont claims that Hypalon is 
the first material to make possible 
lthe use of bright-colored rubber 
products that are neither discolored 
nor deteriorated by outdoor ex- 
posure. One experimental applica- 
tion based on these qualities is the 
spray-coating of Hypalon on car 
exteriors to provide a “flexible 
paint.” 

In addition to experiments with 
Hypalon as a possibility for an 
entirely new type of “flat” auto- 
motive finish, numerous other 
uses are under development. 
These include coatings of many 
types—ranging from ignition wire 


Isocyanate Pad— 


This experimental unit for continuous 
manufacture of urethane foams was de- 
signed in the duPont Elastomer Laboratory 
as an aid in studying production tech- 
niques for these new materials. 

a ee 


coatings to protective and decora- 
tive coverings for various 
urethane foam products. 
Recognized as one of the fastest 
growing groups of products in the 
entire elastomer field, the urethane 
foams are based on organic iso- 


How many and what kinds of MEN 





BH&G ranks 4th among all magazines 
read regularly by executives! 


__ emia _ 





Only two other magazines top BH&G in 
reaching new-car buyers 


oO 





Four out of 10 autos owned by BH&G 
families are 1954 or later models? 


read your AUTOMOTIVE advertising in 
[N\ 


















Home building and gardening advertisers 
consistently invest more dollars in BH&G 
than in any other magazine in their efforts 
to reach and sell men5S 


Nearly a million Handyman and Garden 
punched pages (man-interest subjects) are 
clipped from BH&G each month. (The same 
number say they “Intend to Clip’’)4 


A higher percentage of BH&G’s men 
readers are married (76.2% ) than any 
other magazine covered in the Look- 
Politz Study 


BETTER HOMES & GARDENS? 


Better Homes Better Homes Better Homes 





There are 8 married men readers for 
every 10 copies of BH&G*S 


93% of BH&G’s families own an auto- 
mobile. 28% own two or more3 


340,000 BH&G families own station wagons 
(230,000 more than in November, 1952)3 


Sources: 1—Time, Inc., 1955 2—U.S. News & World Report, June 1955 WMleredith Publishing Compan 
3—BH&G ing Study 4—BH&G Continuing Survey conducted by g P y 


Continuing 
Mills Shepard 5—PIB, Inc. 6—Look-Politz Study, 1955 Des Moines 3, lowa 


cyanates. The new duPont labora. 
tory is set up to evaluate new useg 
of these foams in resilient, semi- 
rigid and rigid forms. 


Automotive uses of the resilient 
foams include crash pads and 
cushioning of various types. A po. 
tential use for the urethane foam 
is as a material for a new concept 
in seat cushioning. This design 
would eliminate the metal springs 
entirely and also reduce seat as. 
sembly operations by having the 
fabric adhere directly to the foam, 
Also under investigation is the pos. 
sibility of replacing the fabric it. 
self with a coating of synthetic 
rubber or plastic on the foam ma- 
terial. 


To me, a particularly interesting 
phase of the tour was the visit to 
the area where experimental tire 
treads are applied and_ tested, 
Operations begin with a new tire, 
which has been “de-treaded” on q 
buffing wheel with a cylindrical 
metal rasp made up of spikes that 
quickly chew away the tread. 


Test compounds then are spread 
on the “bald” tire for molding into 
experimental treads based on Poly- 
urethane formulations. The new 
tread is formed in what amounts to 
a small tire re-capping shop. Vari- 
ous tests are performed on a tire 
test wheel before releasing likely 
looking treads for actual field trials 
on cars. Ultimately, when a num- 
ber of chemical and fabrication 
problems are overcome, these new 
tread compounds are expected to 
make possible a more durable, 
longer-lasting tire. 

* & * 


Thermostat Fan Designs 


Revealed to SAE 


EVELOPMENT work on three 

types of thermostatically con- 
trolled fans was disclosed at the 
SAE Annual Meeting by James 
Booth, chief engineer, Thompson 
Products Inc. These three experi- 
mental units were described as a 
dry-clutch type for automobiles, a 
wet-clutch design for cars and light 
trucks, and a fluid coupling type 
for heavy trucks. 

Advantages cited by Booth for 
the on-off fan include: fuel sav- 
ings, added power available for 
acceleration, reduction in noise 
level, rapid engine warmup, im- 
proved underhood temperature 
conditions and longer engine life. 
In referring to the two different 
operating principles for on-off fans, 
the Thompson engineer asserted 
that the thermostatically controlled 
type is superior to the so-called 
“automatic” type in which the fan 
is cut out at a predetermined engine 
speed. Being responsive only to en- 
gine temperature, the thermostati- 
cally control unit is regarded as 
“theoretically the ideal type.” 

It permits rapid engine warmup, 
optimum operating temperatures at 
all times and requires a minimum 
of power. The rate of warmup dur- 
ing cold-weather operation with 
conventional fans often is so slow 
that many city trips are completed 
before the engine attains proper 
operating temperature. 

Engineers have found that one 
winter may account for more wear 
than all the summer life of an en- 
gine put together. Booth says this 
is largely corrected with the ther- 
mostatic fan because the engine 
always is brought up to operating 
temperature quickly. 


aS etaalial is in- 
dicated by figures compiled on 
fan usage in various test installa- 
tions. Typical results indicate that 
fan cooling actually is required for 
less than 10 percent of the time in 
car and truck vehicle operations. 

According to Booth, a fan drive 
of hydraulic design offers advan- 
tages over other types, because 
impact loads are cushioned by the 
fluid and engagement is smooth. 
This design was said to have 
“practically unlimited life” as 
there are no wearing parts ex- 
cept lightly loaded ball bearings. 

Concluding his remarks, Booth 
asserted that, in his opinion, the 
advantages of a thermostatically 
controlled fan to the vehicle owner 
are “as great as those of an over- 
drive transmission.” Furthermore, 
it was pointed out that these bene- 
fits are available at a fraction of 
the original cost for an overdrive. 

Potential savings were said to be 
in the range of two miles per gal- 
lon on the highway (for passenger 
cars). On trucks, the saving was 
claimed to be greater—amounting 
to as much as $3 per 24 hours of 
operation. 
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Years-ahead Super Blend builds your business 
...quart after quart after quart 


Car dealers everywhere are selling more and more Quaker State 
Super Blend, as millions more high compression engines join 
the market. And they’re selling more Super Blend because 
more millions of motorists are learning about this great all- 
season (SAE 10W-30HD), pure Pennsylvania motor oil from 
Quaker State’s powerful national advertising program. 


Super Blend builds your business too, by giving the owners 
of the cars you sell and service new concepts of performance, 
protection and economy. It builds your business by giving your 
customers value above price with incomparable Quaker State 
quality. You profit all these ways every time you open a can 
of years-ahead Quaker State Super Blend Motor Oil. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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| progressive roadbuilders. 
a natural corollary that the motor 
| industry growth in these countries 
|has been the most dynamic. 
Germany accounts for half of all 
U. S. auto imports and is in third 
place, after the U. S. and Britain, 
jamong auto-exporting countries. 
|France and Italy are fourth and 
| fifth, respectively. 
oa * * 
THOUT a history of dictator- 
ships, but tops in European 
HE more I see of other coun-| auto production, Britain seems to 
tries the more I love my own.” | be the exception that proves the 
When Madame De Stael said this | rule. 
she was not caught in a New York Its own traffic authorities have 
traffic jam. She was referring to|admitted it “unquestionably 
her exile in Russia and England | possesses the most congested roads 
following her opposition to|in the world,” and England has yet 
Napoleon. to build its first modern express- 
As much as we admire indi- |way. Average speed outside the 
viduals with the courage to |towns is 15 miles per hour for 
stand up against dictators, it is | heavy vehicles, 24 for light trucks, 
nevertheless true that, beginning |28 for cars and 12 for cars 
with the Caesars and down the | central London. 
line to Napoleon, Hitler and During the last war a large 
Mussolini, these brave souls have | casting was needed for battle- 
never overlooked the value of ships under construction on the 
good highways for their “mili- Tyne River. It could be manufac- 
tary” advantages and for acceler- tured only at Barrow-Furness. 
ating economic development. After the 18 months needed to 
Perhaps that is why today —j/make the piece, it had to be 
except for the U. S.—Germany,|shipped to Newcastle via the 
Italy and France are the most!English Channel, because the 
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Mack's New Canadian Headquarters— 


Mack Trucks of Canada, Ltd., is erecting this 46,000-square-foot building on a 


250,000-square-foot site in Montreal. In addition to serving as headquarters for all 


Mack operations in Canada, the million-dollar building will contain a heavy-duty 
truck service station, master parts storage facilities and a diesel-engine repair shop. 


only two roads crossing northern 
England were not wide enough. 
But a German raider sank the 
vessel carrying the casting. 

Since the time of Napoleon, 
France has had superb main roads 
and its present system is among 


Micronic® element gives you 


the best in the world, particularly 
the Routes Nationales on which 
constant high cruising speeds can 
be maintained for many miles. 
” * * 
7, Ae DE L’OUSEST 
near Paris is an outstanding 


10 times more filtration area 
for full engine protection 


do the same job for you. Write for our new 32-page 
“Filtration Manual for Product Designers”—and please 
enclose 25¢ to cover postage and handling. Address 
Dept. A4-533 


Pull out Purolator’s accordion design and you'll see how 
Purolator packs 10 times more filtration area into its 
element than most filters. You'll find it provides maxi- 
mum filtering area in minimum space, assuring full engine 
protection as no other filter does. 

Controlled porosity of Purolator’s Micronic® element 
filters out particles as small as .000039 of an inch, yet 
never removes costly additives in heavy-duty or deter- 
gent oils and never channels. The Micronic® element, 
made of plastic-impregnated cellulose, isn’t affected by 
engine temperature, crankcase dilution, or water. 


PUROLATOR 





highway. The Champs-Elysee iq i 
the heart of Paris was nicknamed | 
by Americans “the world’s fore. 
most racetrack.” a 

France has also been a leading © 
advocate of an international 
highway network and a Channe ~ 
tunnel to encourage development — 
of highway travel between Great 
Britain and the Continent. 

Almost everyone has heard of 
Germany’s Autobahn network 
which connects most major cities, ~ 
Since the war motorization hag 
proceeded rapidly, and the auto ig 
no longer considered a luxury item, 
Many Germans use their cars as 4 
means of livelihood. 


Max Thoennissen, president of 
the Assn. of the German Autome 
bile Industry, said, “We are no 
where near the saturation point, 
Britain, with the same size, popula. 
tion and economic structure as the 
German Federal Republic has 24 
times as many passenger cars and 
twice as many trucks.” 

* * * 

yee, which historically has q 

corner on dictators, was one of 
the first countries in the world to 
build express type highways. Its 
first autostrade was completed in 
1925 and the system has been grad- 
ually extended to link all the 
principal cities. A modernization 
program began recently and by 
1960 all state and many provincial 
roads will be brought up to date. 


Other European countries such 
as Belgium and the Netherlands 
are modernizing their roads also, 
most other countries are about 
30 years behind Western Europe, 
the U. S. and Canada. 


It would be logical to conclude 
that since the U. S. has 70 percent 
of the motor vehicles that it would 
have the greatest traffic problems, 
But it isn’t so. 

Long before the invention of the 
auto these problems existed and 
even today the countries with the 
largest ratio of people to cars have 
the biggest traffic headaches. 


* bd * 


y= time you get caught in a 
traffic jam, think of places like 
Bogota, Columbia, where one main 
street periodically becomes so 
jammed with pedestrians, pack 
animals and carts that no motor 
vehicle can pass. Once each hour 
“to prevent possible disturbances” 
the police require a bus to move 
down the street to break up the 
milling mob. 

Or you can think of the Latin 
countries where horn honking is 
banned and the impatient motorist 
must resort to thumping the door 
panel to clear the way. 


Or think of India with its ap- 
proximately 400 million people 
crowded into an area about 40 
percent the size of the U. S. India 
has one auto for every 1,190 per- 
sons, compared with one for 
every 3.3 persons here. 


Also adding to the problems of 
the motorist in India are the eight 
million bullock carts, with their 
narrow-rimmed wheels, which con- 
tinually damage the country’s 240,- 
000 miles of roads. 


Motoring in these countries is 
enough to make anyone agree with 
Madame De Stael about loving 
one’s own country. 

In the U. S. we can make sure 
we have enough good roads by 
writing our congressman. That is 
our way of providing highways for 
pleasure, commerce and national 
defense — without any dictators 
mixing in the act. 


Parts Managers 
Meet at Mercury 


DETROIT.—Forty-six parts and 
accessories managers from Lincoln 
and Mercury dealerships across the 
country are attending the fifth Na- 
tional Parts and Accessories Man- 
agers Merchandising Council which 
opened here today (May 14). 

The three-day session will include 
discussions of packaging, shipping, 
stock control, sales and sales train- 
ing, scheduling and distribution, 
pricing and publications and ac- 
counting practices. Factory officials 
will address the group. 

The council consists of two dele- 
gates from each of Mercury’s 23 
sales districts plus five district 


Engine manufacturers have proved time and time les districts Z 

, : pa and service sales managers ~ 
again that these wear-reducing features make an engine { Shes wl tik ao ee 5 
perform better and last longer. Find out how they can er eee 4 


More than 100,000 d AUTO- 
PUROLATOR PRODUCTS INC., Rahway, N. J., and Toronto, Ontario, Canada MOTIVE NEWS every week! 





than any other newspaper 


Eight hundred and ninety-six million dollars! That’s the amount of 
money the people of Greater Philadelphia spend for automobiles and 
accessories each year. Their favorite newspaper is The Evening and 
Sunday Bulletin. 


To all the contents of a great metropolitan newspaper, The Bulletin adds 
its distinctive and characteristic reporting of local news. This is one 
of the many reasons why The Bulletin, in Greater Philadelphia*, delivers 
; ‘more copies to more people every seven days than any other newspaper. 


| *14-County A.B.C. City and Retail Trading Zone 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta @ Los Angeles @ San Francisco 
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News to Note... 


Auto World in Brief 





WASHINGTON.— The American 
Automobile Assn. has announced 
that its membership has passed the 
five-million mark and that 1955 
was the best year, membership- 
wise, in its 53-year history. 

Andrew J. Sordoni, AAA presi- 
dent, said 1955 was the first year in 
which the organization secured 
more than a million new members. 
Membership renewals topped 86 


percent, he said. 
* > * 


Kent-Moore Purchases 


J. H. Cristil Co. 


DETROIT. — Kent-Moore Or- 
ganization, Inc., manufacturer of 
automotive service tools, has an- 
nounced the purchase of the 
20,000 square foot building and 
other physical assets of J. H. 
Cristil Co., Edgerton, O. 

J. D. Adair, Kent-Moore presi- 
dent, said a separate corporation, 
Robinair Mfg. Corp., has been 
formed to purchase and operate 
the facilities. All stock of the new 
company will be held by Kent- 


Moore. 
= > * 


Ammco Expands Again; 
New Building Planned 


NORTH CHICAGO, Ill.—For the 
second time in a year, Ammco 
Tools, Inc., here is enlarging its 
manufacturing facilities. Another 
new building is being erected to 
house the research and experi- 
mental departments. 

Ammeco, at the same time, said 
it had scored a record year in sales. 
The firm said that it has obtained 
exclusive manufacturing and sales 
rights on the Zip-O brake bleeder 
and the new Brake Graph. Martin 
W. Bazner sr., sales vice-president, 
predicts a continuing high sales 


volume. 
* > * | 


Mid-States Freight Buys 
50 Cummins Turbodiesels 


COLUMBUS, Ind. — As part of a! 
$2,250,000 fleet improvement pro- 
gram, Mid-States Freight Lines, 
Inc., Chicago, has purchased 50 
Cummins turbodiesel powered trac- 
tors, according to Cummins Engine | 
Co. here. 

White 9,000 TD tractors with 175 
horsepower Model JT-6-B Cummins 
turbodiesels were specified, Cum- 
mins said. The new turbodiesels| 
are expected to log approximately | 
120,000 miles per year, according| 
to John W. Ferguson, transporta-| 
tion vice-president of Mid-States. | 


National Malleable Plans 


Expansion in Mexico 

CLEVELAND. — Expansion of 
National Malleable & Steel Cast- 
ings Co.’s Mexican business has 
been announced by Wilson H. Mori- 
arty, sales vice-president. 

Increased investment, technical 
and sales assistance are points in 
@ new agreement contfpleted with 
National’s licensee, Fundiciones de 
Hierroy Acero, in Mexico City. 
Moriarty and E. H. Sherwood, 
National’s international division, 
have been elected: directors of the 
Mexican company. 

” = * 


Clark Opens New Center 


To Develop Products 


BATTLE CREEK, Mich.—Clark 
Equipment Co. has announced 
opening of its new materials 
handling development center, estab- 
lished to develop materials han- 
dling methods for individual indus- 
tries. 

Typical of the projects are 
studies on “Airline Passenger and 
Freight Handling in the Jet Age,” 
“Materials Handling in the Food 
Processing Industry” and 
“Handling and Delivering Bottled 
Beverages.” The center is sponsor- 
ing a $5,000 essay contest open to 
members of the American Materials 
Handling Society on “Materials 
Handling in 1966.” 

. + ” 


Houdaille Buys Quarry 


NEW YORK. — Houdaille Indus- 
tries, Inc., has acquired control of 





the outstanding stock of North Jer- 
sey Quarry Co., and will continue 
to purchase all of the remaining 
shares, Ralph F. Peo, president, 
has announced. North Jersey 
Quarry operates stone quarries, 
gravel and sand pits, and mixed 
concrete and black top pavement 
businesses, with 13 locations in New 
Jersey and Pennsylvania directed 


La Esc TIT Me al 
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The new Thornton POWR-LOK for Spicer Axles permits 
vehicles to operate even though one driving wheel 
may be on a low-ftractive surface such as ice, snow, mud, 


sand, etc. 


With the Spicer Thornton POWR-LOK, up to 80%. of the 











from headquarters in Morristown, 
N. J. 

o * * 
Injunction Issued Against 
Prestone Price-Cutter 


UNION CITY, N. J. — An in- 
junction has been issued restrain- 
ing Sims T.V. and Appliances here 
from selling Prestone antifreeze at 
less than fair-trade prices. 

A spokesman for National Car- 
bon Co., maker of Prestone, said 
the company has more applications 
for injunctions pending in the 
courts. 

* + * 


More Power Planned 


MONTREAL. — Aluminium, Ltd., 
has announced a $250 million pro- 
gram for the proposed construc- 





Dime-Covered DeSoto 


Is Stripped for Polio 

DETROIT. — Visitors to the 
Detroit Auto Show and the 
Flower Show were intrigued by 
a DeSoto which was completely 
covered with dimes—giving the 
coins “a ride for polio.” 

Last week, A. B. Nielsen, sales 
manager of DeSoto, turned over 
the silver decorations to Charles 
L. Gehringer, Wayne County’s 
campaign director for the 1956 
March of Dimes. 

The de-waxed dimes totalled 
$1,813.78. 





tion of a new hydroelectric project 
in Northern Quebec to support a 





new aluminium smelting capacity 


vehicle’s available power is 


of 150,000 tons in the Saguenay Dis. 
trict. 
* * . 


Gulley Heads °56 Chest 


AUGUSTA, Ga.—Louis A. Gulley, 
vice-president of MHarrison-Culley 
Chevrolet, Inc., Augusta, Ga. has 
been named chairman of Augiista’s 
Community Chest Drive for 1956, 

* * * 
Dealer Horgan Forms 


Horgan Industries 

NEW YORK.—The formation of 
a new company to be known as 
Horgan Industries, Inc., with execu. 
tive offices here has been an- 
nounced by Ralph T. Horgan 
(Ford). 

The new company will control 

(Continued on Page 39, Col. 3) 


directed to the wheel with trac- 


tion under any road surface condition. This is another ex- 
clusive Spicer development, offered to you only in Spicer 


Axles as original equipment for passenger cars, and light 


and medium-duty commercial vehicles. 


The mechanical principles in the Thornton POWR-LOK Differential 
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In the Thornton POWR-LOK, the torque is transmitted from the differential cose 
to the cross pins and differential pinions to the side gears in the same manner as 
torque is applied in the conventional differential. 


The driving force moves the cross pins B (see fig. 1) up the ramp of the cam sur- 
faces C, applying a load to the clutch rings D and restricts turning of the differen- 
tial through the friction clutches E. This provides a torque ratio between the axle 
shafts which is based on the amount of friction in the differential and the amount 
of load that is being applied to the differential. 





CLUTCH RINGS ENGAGED ~ 





When turning a corner, this process is in effect partially reversed: The differential 
gears become a planetary gear set, with the gear on the inside of the curve 
becoming the fixed gear of the planetary. The outer gear of the planetary over 
runs as the outside wheel on the curve has a further distance to travel. With the 
outer gear over-running and the inner gear fixed, the pinion mates A (see fig. 2) 
are caused to rotate, but inasmuch as they are restricted by the fixed gear, they 
first must move pinion mate shafts B back down the cam surface C relieving the 
thrust loads on the cone clutches E. Thus when turning the corner, the differential, 
for all practical purposes, is similar to a conventional differential and the wheels 
are free to rotate at different speeds. 


The engagement of the clutches in the Thornton differential provides many features 
in this unit that are not common in other types of locking differentials. On straight 
driving, the clutches are engaged and thus prevent momentary spinning of the 
wheels when leaving the road or when encountering poor traction. In turning a 
corner, the load is relieved from the clutch surfaces so that wear is reduced to 
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Safety Research 
Report Scheduled 
At SAE’s Meeting 


NEW YORK. — An industry re- 
port on automotive safety research 
will be one of the highlights of 
the Society of Automotive Engi- 
neers six-day summer meeting in 
Atlantic City, June 3-8, it was an- 
nounced here last week. 

Panel members include R. H. 
Fredericks, Ford; H. K. Gandelot, 
General Motors; Roy Haeusler, 
Chrysler; G. J. Lawton, Studebaker- 
Packard; L. H. Nagler, American 
Motors; C. H. Pulley, Irving Air 


Chute Co., and Lt. Col. J. P. Stapp, 
Air Force. 


Other subjects on the program 
include “Where Does All the Power 
Go?” “An Approach to Obtaining 
Road Octane Ratings in a Single- 
Cylinder Engine,” and “Develop- 
ments in Seating.” 

Sunday, June 3, opening day, will 
be devoted to a “who’s here” get- 
together with business _ sessions 
scheduled for 9:30 a.m. June 4 in 
the Viking Theater. 

The last day, June 8, G. R. 
Beardsley and A. A. Catlin, Inter- 
national Harvester Co., will report 
on “International’s Approach to the 
V-8 Engine Program.” 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





News to Note... 


Auto World in Brief 


(Continued from Page 38) 


the operations of the following Hor- 
gan interests, Beer and Ale, Inc., 
Buffalo, N. Y.; Circle Beer Dis- 
tributors, Inc., Tuckahoe, N. Y.; 
Southern Circle Beer, Inc., Day- 
tona, Fla.; Western Motor Service 
Corp., Scottsdale, Ariz.; Automobile 
Air Conditioner Co., New York; 
Liberty Credit Corp., New York, 
and other activities. Officers are 





Horgan, chairman of the board; 
Jerry A. Freeman, president; John 
A. Anderson, vice-president and 
general counsel and James G. 


Parke, secretary and treasurer. 
* ok ~ 


$300,000 in Education Aid 
Announced by Goodrich 


AKRON. — B. F. Goodrich Co. 





Pa te a 


WHEN IT IS 


How the Thornton POWR-LOK Differential works 


NEEDED! 


in typical driving situations 


Power Flow in Forward Driving 


In normal forward driving, the power flow in both 
the POWR-LOK and conventional differential is 
transmitted equally to each axle shaft and wheel. 
However, when one wheel suddenly loses traction 
on loose or slick surfaces, the POWR-LOK prevents 
this wheel from spinning, gaining momentum, and 


Power Flow in Turns 


and cornering. 


swerving the vehicle when good pavement is regained. 


Comparative actions in starting a vehicle in 
snow, ice, mud, sand, etc. 








Snow at the curb presents a 
typical problem encountered by 
all types of vehicles in the win- 
ter months. This condition often 
offers traction on one wheel and 
no traction at the curb driving 
wheel. With the ordinary differ- 
ential the curb wheel spins in the 
snow and the vehicle is stuck, as 
driving power to both wheels is 
equal and limited by the poor 
traction of the slipping wheel. 


Under the same conditions the 
Thornton POWR-LOK differ- 
ential applies many times the 
driving force of the curb wheel 
to the wheel on the street with 
the better traction, and the vehi- 
cle starts normally. 


Similarly, the Thornton POWR- 


LOK’s characteristic of apply- 
ing the major driving force to 


the wheel with the better traction enables the vehicle to be operated in mud, sand, 
snow and on ice which would stall a unit with an ordinary differential. 


a hi4314 ce Osa 


7ENERATOR DRIVE Cie. 





In turning, the POWR-LOK Differential gives normal 
differential action and permits the outer wheel to 
turn faster than the inner wheel. At the same time 
the POWR-LOK differential applies the major driv- 
ing force to the inside rear wheel, improving stability 








POORER TRACTION. 
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oo 
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BETTER TRACTION 


Power Flow with Poor Traction 
When traction conditions under the rear wheels are 


dissimilar, the driving force with an ordinary differ- 
ential is limited by the wheel with the poorer trac- 
tion. The POWR-LOK Differential enables the wheel 


with the better traction to apply the major driving 
force to the road. In this way the POWR-LOK 
equipped vehicle can operate in snow, ice, and 
mud which might stop a conventionally equipped unit. 


With the Thornton POWR-LOK the wheel on the 


pavement continues to drive the car, and the wheel 
on the shoulder does nof spin. In this way complete 
vehicle control is maintained and there is no dan- 


gerous swerve. 


Comparative actions on rough roads 
and non-uniform surfaces 





When a rear wheel is thrown into the air by a bump or obstruction and 
road contact is broken, the ordinary differential spins the wheel which 


rapidly gains momentum. 


When this rapidly-spinning wheel hits the road surface, the: sudden 


shock causes the car to swerve and the tire to scuff. 





Bumps do not adversely affect. wheel action when 
wheels are controlled by the POWR-LOK. The free 
wheel does not spin and gain momentum. There is no 
sudden wheel stoppage to cause car swerve or tire 
scuffing, and wheel hop is reduced. 


a 





These characteristics of the. Thornton POWR-LOK 
differential contribute substantially to highway safety 
through improved high speed stability and handling of the vehicle. 


Write for brochure Mustrating and describing the efficiency and safety 
aspects of the new Spicer Thornton POWR-LOK Differential. 
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has announced a $300,000 educa- 
tional-aid program which includes 
scholarships, employe tuition-shar- 
ing, employe gift-matching, re- 
search grants and cost-of-education 
grants to colleges and universities. 

Through the program, Goodrich 
will award seven four-year scholar- 
ships to 1956 high school graduates. 
Awards will be on a need basis and 
will range from $100 a year to full 
tuition and living costs. Additional 
contributions will be made to the 
schools. 


A New Breed 
Meet ‘Joe Dynamic;’ He 


Demands the Best 


AKRON. — A new kind of con- 
sumer is leading this country out of 
the defeatism of the ’30s and the 
insecurity of the '40s, according to 
Joseph A. Hoban, sales vice-presi- 
dent, B. F. Goodrich Tire & Equip- 
ment Co. 

“He’s Joe Dynamic—the guy we 
knew during the war as GI Joe,” 
Hoban told the Atlanta Sales Ex- 
ecutive Club. “He’s a growing man 
and he needs room to grow. He’s 
caused the revolution in our mar- 
keting patterns by moving to the 
suburbs. 

“He’s opened up a demand for 
new and better producis. He doesn’t 
just want to keep up with the 
Joneses—he’s out in front, drag- 
ging the Joneses and the rest of 
the neighbor’s along with him.” 

* * * 


Mexico Tire Output Up 


MEXICO CITY. — Mexico pro- 
duced 1,013,260 automotive tires in 
1955, compared to 914,946 tires in 
1954, according to the Banco Na- 
cional de Mexico. 

* * * 


J & L Studies Production 


Of Stainless Steel 


ALIQUIPPA, Pa. — Jones & 
Laughlin Steel Corp. is devoting 
serious study to early entrance into 
the production of stainless steel 
products, President C. L. Austin 
told shareholders at the firm’s an- 
nual meeting. 

Austin said J & L’s Pittsburgh 
Works now is turning out another 
new product, galvanized sheets, and 
that the company expects to be in 
partial production of two more new 
lines—continuous welded pipe and 
electricweld line pipe—by the end 
of the year. 

* * * 


Chrysler Plant Rising 


VANCOUVER, B. C.—Chrysler 
Corp. of Canada is building a 
$750,000 parts plant and regional 
office here. The plant also will be 
headquarters for Chrysler-Plym- 
outh-Fargo and Dodge - DeSoto 
operations in British Columbia. 


* * * 


Exhibit Hall Planned 


OTTAWA. — Joseph Messing, 
Montreal, will head new firm, In- 
ternational Showrooms, Ltd., which 
will build a $2.5 million six-story 
exhibition and trade center in Mon- 
treal to replace the former Gov- 
ernment - sponsored International 
Trade Fair held each year in To- 
ronto. The new project is expected 
to start functioning in 1957. 


* * * 


La. Dealer Sentenced 


In Bank-Record Fraud 


NEW ORLEANS, La. — John C. 
Hayes jr., New Iberia automobile 
dealer, was fined $1,000 and placed 
on five years’ probation when he 
pleaded guilty in Federal Court to 
causing false entries to be made in 
the books of the National State 
Bank of New Iberia and causing 
false drafts to be circulated in in- 
terstate commerce. 

Jack C. Benjamin, assistant U. S. 
attorney, said the charges grew 
out of the granting of excess credit 
to Hayes through another person’s 
manipulation of bank records. 

* . * 


Washington Lot Features 


1-Owner 1930 Hupmobile 


SOUTH BEND, Wash.—Dealer 
8. F. Rinehart has a one-owner 
1930 Hupmobile on his used-car 
lot—and it’s in good shape as long 
as it isn’t asked to climb steep 
hills. 

L. W. Homan, who purchased it 
new, traded it recently on a 1951 
model. The Hupmobile has only 
60,000 miles, but the low gear 
was stripped and no replacement 
could be found. 















EXIDE BATTERIES—A line of Exide- 
Manchex batteries, said to feature longer 
life and higher instantaneous discharge 
rates, has been introduced by the Exide 
Industrial Division, Electric Storage Bat- 
tery Co., 12 S. Twelfth St., Philadelphia 
7, Pa. The batteries, in heat-resistant 
polystyrene jars, are said to be designed 
for stationary power applications in util- 
ity, telephone, railways and industrial 
plant operations. Above is a cutaway 
view of the battery showing basic Plante 
positive plate and the polystyrene dowels 
which maintain correct spacing between 
plates, yet permit easy access of the 
electrolyte, it is said. 





CAR DESK — Designed for automobile 
use, the Kardesk is said to provide ample 
writing surface and includes a clip for 
holding reports, orders or maps in place. 
Placed at the right of the driver, the 


unit's rubber-covered front end rests on 
the dash, while the rear is supported at 
convenient elbow height. It is adjustable 
to fit all standard automobiles, it is 
claimed. Taylor Products Co., 316 Wash- 
ington St., Brookline 46, Mass. 


- > * 
Graphite Lubricant Available 


In Six-Ounce Containers 

Spray Graph, an instant drying, 
long-lasting graphite lubricant, is 
now available in 6-ounce spray con- 
tainers. Manufactured by Ameri- 
can Resin Corp., 3215 North Shef- 
field Ave., Chicago 13, Ill. this 
graphite spray is successfully ap- 
plied to both metallic and non- 
metallic surfaces, it is claimed. 


FLASHLIGHT — Two distinctive ‘Ever- 
ready” flashlights, No. 3231 and No. 
3331, using two and three “C” size cells, 
respectively, have been marketed by 
National Carbon Co. Division, Union Car- 
bide and Carbon Corp., 30 E. .Forty- 
second St., New York 17, N. Y. Both lights 
are finished in black and red stripes, and 
use “Everready" No. 935 batteries. 

eS. Ss 


Fairmount Markets Clip Kits 


For Various Ford Mouldings 

A clip kit for use in attaching 
various mouldings to Ford automo- 
biles has been marketed by Fair- 
mount Motor Products Co., Inc., 





1901 N. Twentieth St., Philadelphia 
21, Pa. 

Each kit is said to contain the 
right amount of clips, bolts and 
nuts for one moulding, and are 
available with wall charts showing 
applications. The 
furnishes a dispenser rack with 
each 20-kit purchase. 

* * * 





BATTERIES—A complete line of six and 
12-volt batteries has been introduced by 
Firestone Tire & Rubber Co., Akron, O. 
The simplified line is said to offer 13 
group sizes to fit every make and model 
of American cars. Among sales features 
of Firestone'’s 1956 Supreme Power, Extra 
Life and Motor King batteries are pack- 
aged electrolyte and colorful display car- 
tons. A 12-volt battery is filled with elec- 
trolyte by Phyllis Sloan under the direc- 
tion of Bernard E. Hogan jr., Firestone 
battery sales manager. 

a a 





VACUUM CLEANER—Made specially for 
dry pickup, the Viking vacuum cleaner 
has a capacity of % bushel of dirt. The 
filter, entirely enclosed, is equipped with 


easy-to-remove paper filters. Power is 
supplied by a % horsepower Lamb 
AC/DC motor. Mounted on four 3-inch 
ball bearing casters, the unit is 25 inches 
high and 21% inches wide. Kent Co., 
873 Canal St., Rome, N. Y. 












LAMP GUARDS—the McGill line of 
rubber-hook lamp guards is now avail- 
able with the thumb-release clamp, said to 
permit changing burnt-out bulbs without 
tools. The rubber-hook handle, designed 
to insure against shock while permitting 
hanging from any place or angle, is 
made of hard molded rubber encasing 
a steel core, it is claimed. The handle is 
vulcanized to a pliable molded rubber 
socket portion. Cord wires are run 
through a tough fiber disk supported in a 
cavity and knotted, to take all strain off 
the cord and socket connection, it is 
claimed. McGill Mfg. Co., Inc., Val- 
paraiso, Ind. 


company also|/ 





COMPASS—The Hull automobile com- 
pass, said to be mechanically improved 





and simplified for “positive compensa- 
tion"’ against the magnetic interference 
of any car, is available in illuminated 
and nonilluminated models. Both models 
are furnished with two different types of 
mounting brackets. One is a device 
|which can be used as a screw-down 


| stand on a car dash, or suspended from 
| various positions along the upper wind- 
| shield moulding. The other is a vacuum 


| 


|cup type, with a capsule of special 
| rubber-to-glass adhesive, guaranteed to 
hold. Hull Mfg. Co., Warren, O. 


* * * 


COVERALL 


Made from Celanese 
| polyethylene, the Rollit coverall for av- 
tomobile upholstery may be wiped clean 





| with a damp cloth, it is claimed. The| 


| sturdily stitched slipons can be rolled or 
| folded to fit in the glove compartment or 
| small storage space when not in use. 
Budge Mfg. Co., Philadelphia, Pa. 

8 6 


Plastone Adds ‘Hi-Fi?’ 


To Its Auto Polish 


Plastone Co., Chicago, has an- 
nounced changes in Plastone auto 
polish. 

Plastone now contains “Hi-Fi 
Color-Guard,” a new improvement 


that Plastone said guarantees bril- 
liance and protection for car colors. 





PROTECTIVE COATING—Said to pro- 
tect all metals from corrosion, Rust Veto 
spray is being produced and distributed 
in aerosol dispensers. The protective coat- 
ing is said to be effective on all types of 
metals, both ferrous and nonferrous. 
Finger pressure releases a fine, even 
spray which forms a soft, dry and waxy 
film that resists oxidation. Krylon Inc., 
Norristewn, Pa. 

oe 


N.Y. Light Requirements 
Listed in Dietz Guide 

A guide which compares 1957 
commercial vehicle lighting re- 


quirements for New York State 
with Interstate Commerce Commis- 


* 
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sion regulations is being made 
available by R. E. Dietz Co. The 
new lighting requirements become 
effective in New York Jan. 1, 1957. 

Listed in the guide are the front, 
rear, and side lighting require- 
ments for all commercial vehicles. 
Copies are available by writing to 
R. E. Dietz Co., 225 Wilkinson St., 
Syracuse, N. Y. 





PATCHES—tThe Presto patch requires no 
heat for vulcanizing, it is claimed. Vul- 
canization is produced through a combi- 
nation of the specially compounded 
rubber and chemical formula of the Ace 
Presto vulcanizing filvid, available 
Ya-pint cans with brush in cap. Patches 
are available in three sizes capable of 
repairing injuries up to four inches in the 
tube and 1% inches in the tire. Ace Rub- 
ber Co., P. O. Box 6147, Dallas, Tex. 





downward and 
handle rotates fre -- 
ly to get new “bite” 





PROTO No. 5457 free-wheeling 
“Rotahead” hinge handle. 





HINGE HANDLE A Proto socket 
wrench hinge handle, said to do the work 
of both a %-inch square drive reversible 
ratchet and a conventional hinge handle, 
has been marketed by Plomb Tool Co,, 
Los Angeles, Calif. The tool, identified as 
the No. 5457 “Rotahead,” has a patented 
self-contained head mechanism that pro- 
vides free-wheeling action. With an over- 
all length of 16 inches, the tool is said 
to have greater leverage than standard 
ratchet wrenches. 

* ” * 


Ring Mirror Offered 

A new ring mirror for body or 
fender mount.has been placed on 
the market by Supersite Corp., 300 
Seymour Ave., Derby, Conn. The 
mirror is said to adjust to all posi- 
tions through a 360-degree move- 
ment. 





AIR COMPRESSOR 
horsepower air compressor, UEH-5021, is 


DeVilbiss’ 


% 


designed for smaller establishments in 


|need of compressed air at a reasonable 


cost. The unit is said to supply ample 
air for tire inflation, air dusting, cleaning 


j}and drying, as well as for operation of 


small pneumatic tools and devices. The 
unit consists of compressor, electric motor 
and air tank, and will operate from ordi- 
nary electric lighting circuit, it is claimed. 
DeVilbiss Co.,300 Phillips Ave., Toledo 4,0. 


* * * 


Computer Facelifted 


Developed some years ago by 
Sarah Ann Ayres, the Ayres 
Calculer-D payroll tax computer 
has recently undergone a “face- 
lifting’ change. The new design 
simplifies the reading of both 
F.LC.A. and withholding tax de- 
ductions—on the same “window” 
reading line. Ayres Corp., Box 1081, 
Wilmington, Calif. 


CAR POLISH — Latest in a series of 
Hi-Gloss combinations of car polishing 
and finishing is a package consisting of 
Hi-Gloss cleaner polish and a compact 
cylinder containing the Hi-Gloss sealer 
towel. The towel is said to protect and 
preserve the shine brought to life by 
means of a chemical compound, called 
Penatite, in the Hi-Gloss cleaner polish. 
By penetrating and sealing the paint 
pores and trim, the chemical is said to 
seal the pigment against future fading 
and pitting. Chisholm Industries, Inc., 
Lynn, Mass. 

* +. * 


1,800 Envelopes Listed 


A 36-page booklet listing over 
1,800 envelope stocks, styles and 
sizes for direct-mail use has been 
published by Direct Mail Envelope 
Co., Inc., 15 W. Twentieth St., New 
York.11, N. Y. 



































































STEAM CLEANER — The Turbo electric 
steam cleaner is said fo convert water 
into steam inside a coil of copper tubing 
electrically heated on its outer surface. Re- 
quiring a 30-kilowatt power supply, the 
unit is available in 220, 440 and 550 
voltages, two or three phase. It has a 
50-foot working radius. Turbo Machine 
Co., Lansdale, Pa. 


PACKAGING SYSTEM — To provide 
maximum safety in handling and storing 
of dry-charged batteries, Globe-Uhion, 
Inc., 900 E. Keefe Ave., Milwaukee 1, 
Wis., has introduced a unique packaging 
program to provide battery and electro- 
lyte in one compact unit. With the pack- 
aging system, the batteries and acid can 
be stored as a unit for indefinite periods. 
Disposable, lightweight polyethylene 
bottles packed with the battery contain 
the correct amount of Globe-Union's 
Pow'rfill .electrolyte for the battery, it is 
claimed. 
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LONDON. — (UTPS) — As exhi- | 
pitors tote up the profit and loss’ 
accounts of this year’s Geneva Mo- | 
tor Show, the British automobile | 
industry has been coming under | 
heavy fire. 

Emil Frey, one of the most im- 
portant distributors of British 
ears in Switzerland, says high | 
prices and out-of-date styling 
prevent Britain from increasing 
its share of the Swiss market. 

Last year, sales of British autos | 
in Switzerland rose to 6,340, but 
this has to be considered against 
individual totals of 10,000 by Volks- 
wagen, 8,400 by Opel and 5,200 by | 
Fiat. | 

The influential Automobil Revue | 
has taken up the theme in an arti- 
cle which points out that last year’s | 
increase in British sales was 
largely due to extra sales by the| 
“semi-British” autos, Ford and| 
Vauxhall, produced by American- 

controlled companies. 

It cites unattractive styling and} 
wrong choice of colours as reasons 
for poor sales by other makes, and | 
continues: “. . . Car style varies | 
capriciously, like haute couture 
from one extreme to the other. One 
can follow it blindly, even to excess, | 
as the Americans do; one can 
ignore it, as Volkswagen does, or | 
even oppose it with creations to- 
tally different, like Citroen. 

“But if one merely follows it at 
a distance, imitating it with a 
time lag which is more or less | 


Used-Car Notes 





WILMINGTON, Del.—City and 
State officials are investigating sales 
practices of Wilmington used-car 





dealers as a result of charges 
leveled in traffic court here. 


Several persons have protested 
that they have been accused of 
traffic violations involving vehicles 
they no longer own. Judge Thomas 
Herlihy jr, charged used-car 
dealers have left the title in the 
name of the original owner and 
have failed to transfer title when 
the vehicle was sold. 

In many cases, the judge charged, 
this is done to avoid payment of 
transfer while in others it is an 
effort to make the sale appear a 
transaction between two private 
parties. Normal delays in transfer- 
ring titles have acounted for some 
of the mixups, he said. 

Herlihy also claimed some dealers 
are violating the State’s conditional 
sales law which provides that a re- 
possessed car more than 50 percent 
paid for must be offered at public 
auction. 

Under this law, any proceeds in 
excess of the amount owed are sup- 
posed to go to the person from 


whom the vehicle was repossessed. 
* * ” 


Shrimplin Appeals Ruling 


MT. VERNON, O. — Shrimplin 
Motor Sales has appealed to the 
courts a ruling of the Ohio Motor 
Vehicle Dealers’ and Salesmen’s 
Board denying it a license on the 
ground that its used-car lot does 
not meet state requirements. 

* +. * 

Klein Quits; Joins Bank 

LOUISVILLE.—Samuel. H: Klein 
has resigned as president of Na- 
tional Auto Sales, Inc. (used car) 
here to become vice-president of 
Royal Bank. 

His brother, Isadore, will suc- 
ceed him in the auto firm. Klein is 
a director of the Kentucky Inde- 
Pendent Automobile Dealers Assn. 
and a former director of the na- 
tional group. 

*x * *~ 


Dodson and Boyd Open Lot 


EUREKA SPRINGS, Ark.—Ben 
Dodson and Carlis Boyd have 
opened a used-car lot at Planer 
Hill. The new business will be 
known as Auto Trading. Post. 


x * * 


Shearer Opens Lot 
ST. PETERSBURG, Fla. — Dick 
Shearer who has been in the auto- 
mobile sales field here eight years, 
has opened a used-car: operation— 
Shearer Motor Co.—at 2120 Central. 








obvious, one can only expect to 
fail.” 

British designers, the article 
charges, do not speak the same 
language as the continental Euro- 
peans in matters of style. 

“The adoption of a new line cus- 
tomarily serves only to recall a 
style already out of date,” it says. 

“The Channel still seems to be a 
vertible rampart. 





Dealers Offer Tools 
To Top Shop Students 


DAYTON, O.—The Montgomery | 


County Automotive Dealers Assn. 
has presented four sets of me- 
chanics tools to be given as prizes 
to top students in shop courses at 
Patterson Cooperative High School. 

The school has 105 students en- 
rolled in automotive shop courses, 
with 67 eligible for cooperative jobs. 
Dayton dealers are employing 
about half of those eligible. 


What suits the} 


well-bred, calm and reserved 
Englishman is not appreciated by 
the continental client ... the Swiss 
motorists cannot agree to go with- | 
| out spare parts because the British 
|manufacturer has to stop produc- 
|tion at tea-time ... The astonish- 
ment of the British at the early 
|hours at which the Swiss start 
|work is a long-standing joke, but 
it now lies at the root of a much 
more serious situation.” 


Nor do the engineers 
lightly. 

“The older generation of British 
engineers does not possess the 
science of design as in France, nor | 
plans matured over a long period | 
as in Germany, nor the artistic 
|talent of the Italians,” the article | 
says. 

“Despite their test tracks, de- 
spite efforts on a great scale to 
export, and even despite undenia- | 
ble successes obtained in this | 
domain, British manufacturers 
have not changed . . . they re- | 
main colonizers, which does not | 
always suit the Swiss, Belgians 
and Scandinavians, who have no 
desire to be colonized.” 

Criticism of British car styling is | 
not new and is not confined to 
Switzerland. Coventry, Birmingham | 


escape 
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British Cars Called Stodgy 


Continental Critics Also Take a Side Swipe 
At U. S. Styling ‘Excesses’ 


and Dagenham are not exactly 
stimulating surroundings for artis- 
tic endeavour, and the 
Anglia and Prefect, which are re- 
garded on the continent as two of 
Britain’s best-looking small autos, 
were the work of an American 
styling engineer. 

British sports cars have set the 
fashion for the world, but few 
sedans achieve the harmony of line 
and balance of proportions which 
the continental owner seeks. The 


British public seems generally un- | 


critical of the aesthetic aspects of 
auto design. 


However, as the industry 
spreads its activities overseas, 
new talent is coming to light. 
British Motor Corp. factories in 
Australia are now producing an 
attractive little Austin vehicle 
called the “Hylite” — a cross be- 
tween a sports coupe and a pick- 
up truck. 

It is becoming a favorite with 
the younger generation who use it 
to charge across country, hunting 
kangaroos and foxes. 

It might well make a hit in other 
markets and help, at least partly, 
to redeem Britain’s steadily droop- 
ing reputation as an automobile- 
producing nation. 





Here’s One Mirror You Can Ban 


THE ALL NEW 
Ge Ss = 
BY ROBERK 


You can bank on satisfied customers, 
as well as extra profits, when you 
sell the Roberk Guardian because its 
many advanced design and engi- 
neering features provide the finest 
rear vision that money can buy. 
Distinctive continental styling 


gives this exciting 


smartly different look that captures 
interest at first glance. 

The “Thumblock” . 
vance in mirror design. With this 
exclusive device no tools are needed 
to lock the mirror head in focus, or 
to release it for hand adjustment. 
Just a simple twist does the job! 


*Construction and design patents applied for. 


new mirror a 


..a major ad- 


Ford | 
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Auto-Lite Profits, 
‘Sales Drop; Auto 
‘Cutbacks Blamed 


| Net sales of Electric Auto-Lite 
| Co., Toledo, for the first quarter of 
|1956 amounted to $60,875,816, ac- 
|cording to J. P. Falvey, president. 
This compared with sales of $80,- 
542,482 for the 1955 period. 

| Net earnings for the quarter 
|amounted to $1,177,712, compared 
with $3,274,054 in 1955. 

| Falvey said satisfactory sales in 
|the replacement market and to 
|aviation, marine, electronics and 
|farm equipment customers were 
| maintained. The decline in automo- 
| tive schedules was responsible for 
|the sales decrease, he said. 

At the shareholders meeting Ly- 





man Wine, vice-president, was 

}elected to the board. All other 

| directors were re-elected. 
Shareholders voted to increase 


|the number of authorized common 
|shares to three million of the par 
| value of $5 from two million. The 
|board has no present plans for 
| their issue, it was said. 


NEW, EXCLUSIVE 


THUMBLOCK 


CNo Tools 


i 


ae 





Needed) 


Adjusts for Full Right or Left Vision from the Driver’s Seat 





Dept. 34 





ARM SWINGS 170 





HEAD SWIVELS 360 


Guardians are easy to sell by the pair because they can be adjusted 
to give the driver full rear vision from the right, as well as the 
left side. The added safety, plus the extra beauty, of a dual in- 
stallation has irresistible appeal to many car owners. So order 
your supply of Guardians today, and be sure to request one or more 
of our FREE display units. If your jobber can’t supply you, write: 


THE ROBERK COMPANY 


Norwalk, Conn. 
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Average Used-Car Auction Prices 


1956 


1955 


(Compiled by Automotive News from auction reports.) 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week dropped $11, ac- 
cording to Automotive News’ 
index. 

It was the biggest setback since 
the index of Jan. 16, when the 
loss was $14. 

Only 1950 models, which went 

$3, escaped the general down- 
ed trend last week. Losses 
were: '53s, down $2; ’52s, down 

; "49s, down $7; ’54s, down $11; 
55s, down $17, and ’56és, down $41. 

The overall average price of 
$857 represented a new low. The 
previous low of $862 was estab- 
lished in the index of Jan. 23. A 
record low also was established 
by the new average price for ’56s. 

At a group of representative 
auctions last week, the average 
consignment was 190.5 units, of 
which 70.0 percent were sold. A 
week earlier, sales ran 74.3 per- 
cent of 205.2 units. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 


| 





| FORD—’56 Main 


and (ps) indicates power steering. | 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- | 


day. Prices are for sale of Apr. 27.) 
(Market active and strong on nice, 
clean units.) 

BUICK—'56 Special Estate Wagon, $3,320* 
(ps); Riviera, $2,360. '55 RM 4-dr., $2,- 
040° (ps); Century Riviera, $1,950* (ps); 
coupe, $1,750°* (ps). "52 Super Riviera, 
$400°. 


CADILLAC—'55 (62) 4-dr., $3,500* 
coupe, §$3,315* (ps). ‘50 (61) 
$935° 


CHEVROLET—'56 Bel Air (8) Sport se- 
dan, $2,510* (ps); Sport coupe, $2,275*, 
$2,270°; Two-ten (8) station wagon, $2,- 
255, $2,200; One-fifty (6) 4-dr., $1,700. 
‘55 Bel Air (8) conv., $1,740*; Sport 
coupe, $1,700*. "54 Bel Air 4-dr., $1,035. 


(ps); 
coupe, 


"53 Two-ten 2-dr., $580. ‘51 SL Deluxe 
4-dr., $345°. 
CHRYSLER—'54 NY 4-dr., $1,275* (ps). 


"51 Windsor 4-dr., $310*. 

DeSOTO—’51 4-dr., $205*. 

DODGE—'54 Coronet (8) 4-dr., $885. °53 
Meadowbrook 4-dr., $725*. ‘51 2-dr., 
$180*, $175. "50 conv., $155. 

FORD — ‘56 Thunderbird, $3,365* 
Fairlane (8) Victoria, $2,310*; 4-dr., 
$2,180*, $2,165*, $1,850, $1,775; Fair- 
lane (6) Victoria, $1,620°. °55 Custom 
(8) 4-dr., $1,405*, $1,390; 2-dr., $1,185. 
"54 Main (8) Ranch Wagon, 2 at $1,150, 
$1,145. '53 Custom (8) 2-dr., $730, $595, 
$530. °52 Crest (8) Victoria, $590. 

KAISER — ‘53 Manhattan 4-dr., $400*, 
$390° 


(ps); 


LINCOLN—'55 Capri 4-dr., $1,870*. ‘54 
Capri coupe, $1,690*. 

MERCURY—’'56 Monterey 4-dr., $2,180*. 
‘55 Monterey conv., $2,100* (ps). ‘54 
Custom Sport coupe, $1,080. 53 Custom 
Sport coupe, $1,025*. ‘52 Custom 2-dr., 
$905. '51 Custom 2-dr., $380*. 

NASH—’55 yw Og $1,700°. Pe 
Sportsman, $950°. ° tatesman 4-dr., 
$900°; Rambler Hardtop, $690. '52 Ram- 
bier station wagon, $535. 

OLDSMOBILZE—'56 (88) Super 4-dr., $2,- 
795° (ps); Deluxe Holiday, $2,605°. 
(98) 4-dr.,. $2,260° (ps). 
4-dr., $1,475° (ps); 2-dr., 
325°. ‘53 (98) 4-dr., ; 
$910° (ps). ‘52 (98) Holiday, $585*. 

PLYMOUTH 
coupe, $1,500. '53 Cranbrook Belvedere, 

$575; 2-dr., $295. °49 Deluxe club coupe, 

$150. 


PONTIAC—’56 Chieftain (8) station wag- 
on, $2,730*; Catalina, $2,400*, $2,385°, 
$2,275°. ‘53 Chieftain (8) 4-dr., $720. 
"52 Chieftain (8) Catalina, $515*. ‘51 
4-dr., $300°. 

STUDEBAKER — °53 Champion Hardtop, 
$805; 4-dr., $510*. 

WILLYS—’'56 station wagon, $1,975. ‘54 
station wagon, $1,145. ‘52 Jeep, $475. 

56 Chevrolet 


$1,500°. 
pickup, $1,480. '53 Chevrolet %-ton. pick- 

$690, $685. "52 GMC %-ton pickup, 
$540. '50 Chevrolet %-ton pickup, $345. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 


day. Prices are for sale of May 1.) 
(Sold 278 cars out of 420 offerings.) 
BUICK — ’56 Super 4-dr., $2,820* (ps); 


Special conv., $2,675° (ps). ‘55 Century 
4-dr., $2,200* (ps); Super 2-dr., $2,130° 


(ps), $2,050° (ps); Special 2-dr., $2,025° 
RM 2 


-dr., $2,000° (ps). '54 RM Riviera, 


$1,675° (ps); 2-dr., $1,650° (ps), $1, 
585° (ps); Super Ri $1,600° (ps). 
"56 (62) coupe, $4,100* (ps). 


"55 Belvedere (8) Sport 


MISCELLANEOU! %-ton 
pickup, $1,320, $1,145*; GMC (8) %-ton 
Chevrolet %-ton 


Special 4-dr., $3,470* (ps); (62) 





|} 
\F 


* 
$943" $915 


$880 = $873 


Sept. Oct. Nov. Dec. 
* Prices of '56s added; '48s dropped. 


Jan, 


$873 «= $874 


Feb. March Apr. May 


to date 





coupe, $3,345* (ps). ’53 (62) conv., $1,- | HUDSON—’54 Hornet 4-dr., $805*, $550*; 


865° (ps); coupe de Ville, $1,705* (ps). 
‘52 (62) coupe de Ville, $1,480*. 
CHEVROLET—'55 Bel Air (6) conv., $1,- 
760°; 2-dr., $1,290; Bel Air (8) conv., 
$1,700*; 4-dr., $1,610*, $1,560*; Two-ten 
(8) 4-dr., $1,395*; Two-ten (6) 2-dr., 


$1,185, $1,165; 4-dr., $1,175*. '54 Bel Air 


4-dr., $1,155*; Sport coupe, $1,125; Two- 
ten 4-dr., $895*, $840. 

CHRYSLER — '54 NY Newport, $1,475* 
(ps). '53 NY 4-dr., $850° (ps), $800*; 
Newport, $805* (ps); Windsor 4-dr., 
$785°. ‘52 Windsor conv., $530*; NY 
4-dr., $400* (ps). 

DeSOTO—'55 Powermaster 4-dr., 
(ps). °54 Fire Dome (8) 4-dr., $1,190*. 
‘53 Fire Dome (8) 4-dr., $635* (ps). ’50 
Custom 4-dr., $235*. 

DODGE—’'55 Royal Lancer, $1,850* 
‘53 Coronet station wagon, $755*; Dip- 
lomat, $695°; 4-dr., $555*; 2-dr., $550*. 
‘52 Coronet 4-dr., $265*, $255°. 

(8) Ranch Wagon, §$2,- 


(ps). 


010° (ps). ‘55 Fairlane (8) conv., $1,- 
775°, $1,575*; 4-dr., $1,525*, $1,500°; 
2-dr., $1,370; Custom (8) 4-dr., $1,280*; | 
2-dr., $1,250*; Main (8) 2-dr., $1,080. 
"54 Crest (8) conv., $1,430*; Country | 
Squire, $1,430*; Cus- 


Victoria, $1,285*; 
tom (8) 4-dr., $1,055*, $900, $885. 


$1,875° | 





Wasp 2-dr., $640; Jet 4-dr., $475. 

LINCOLN — ’56 Premiere coupe, $3,670* 
(ps). '54 Capri 4-dr., $1,730* (ps), $1,- 
605* (ps). '53 Capri coupe, $1,200* (ps); 
4-dr., $1,125* (ps). 

ME RY—’55 Montclair coupe, $2,185* 
(ps), $1,990*; Monterey coupe, $1,895* 
(ps). ‘54 Monterey coupe, $1,510*, $1,- 
475* (ps), $1,280*; station wagon, $1,- 
470°; 4-dr., $1,250*%; Custom  2-dr., 
$1,150*, $1,050, $1,030. °53 Monterey 
coupe, $1,100*, $1,040*. 

NASH—’55 Rambler station wagon, $1,- 
530°; 2-dr., $885; Statesman 4-dr., $1,- 
075; 2-dr., $800*. '54 Statesman 2-dr., 
$1,100*; Rambler 4-dr., $820; 2-dr., 
$675. ‘53 Ambassador club coupe, $935* 
(ps); Statesman 4-dr., $740*, $575; 
Rambler station wagon, $530. ’52 States- 
qeie 4-dr., $420; Rambler station wagon, 
510°. 

OLDSMOBILE—’56 (98) Holiday, $3,000* 
(ps), $2,950* (ps). °55 (98) Holiday, 
$2,405*, $1,975* (ps); conv., $2,570* 
(ps); (88) Holiday, $2,275* (ps); 4-dr., 
$1,885* (ps); 2-dr., $1,700*. 

PACKARD—’55 Panama Hardtop, $1,910 
(ps). '54 Panama Hardtop, $1,250*. '53 
Mayfair, $950* (ps). 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 


750* (ps); 4-dr., 2 at $1,575*; Savoy 
(8) 2-dr., $1,330*, $1,275; Plaza (6) 
Suburban, $1,170. '54 Savoy 4-dr., $885*, 
$775*. °53 Cranbrook 4-dr., $640, $525; 
Cambridge 4-dr., $500. 


PONTIAC—’56 Star Chief (8) Catalina, 
$2,500* (ps); Chieftain (8) Catalina, 
$1,875*. '55 Chieftain (8) 2-dr., $1,250. 
"54 Star Chief (8) Catalina, $1,465*; 
Chieftain (8) 4-dr., $1,145*, $1,075*, 
$1,065*. °53 Chieftain (8) 4-dr., $800*, 


ee $750*. °52 Chieftain (8) conv., 
. . 


STUDEBAKER—'55 President club coupe, 
$1,500*. -'53 Commander club coupe, 
$620*. '51 Commander 4-dr., $350*. 

WILLYS—’53 Aero 4-dr., $435. 

MISCELLANEOUS—'55 Chevrolet Handy- 
man, $1,410. °'54 Chevrolet Handyman, 
$1,185*, $1,005°*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of May 1.) 
(Market remains firm in the New York 
area as clean and sharp merchandise is 
still scarce. Had far more buyers here 
this week than cars. We could have sold 
75 more clean ones, Sold 97 out of 128.) 
BUICK — ’55 Century 2-dr., $2,040; RM 
conv., $1,980. '54 Super Riviera, $1,500*; 
4-dr., $1,410*; Special 4-dr., $1,065. '53 
Super Riviera, $965* (ps); 4-dr., $710*; 
RM 4-dr., $930* (ps); Special 2-dr., 


$710. ’52 Special 4-dr., $510*. ’51 Super 
2-dr., $485. °50 Super Riviera, $430*; 
Special 2-dr., $270*; 4-dr., $245*. ‘’49 


Super 2-dr., $185. 
CADILLAC—’52 (62) conv., $1,325*; 2-dr., 


$1,215*. °51 (60) Special 4-dr., $830*, 

$805*; (62) 4-dr., $825*. '49 (62) 4-dr., 

$475*. ’48 (62) 4-dr., $240*. 
CHEVROLET — ’55 Two-ten (6) 4-dr., 


$1,210; 2-dr., $1,190, $1,160, $1,150, 
$1,135; One-fifty (6) 4-dr., $1,060, $1,010; 
2-dr., $1,025. '54 Bel Air 2-dr., $875; 
Two-ten 4-dr., $845; 2-dr., $835, $800, 


$795, $780, $765, $760; One-fifty 4-dr., 
$700, $685, $650, $610. ’53 Bel Air 4-dr., 
$690* (ps); Two-ten 4-dr., $675. ’51 SL 
Deluxe 4-dr., $380*, $330; 2-dr., $360; 
FL Deluxe 2-dr., $305. ‘50 SL Deluxe 
station wagon, $170. '49 SL Deluxe 2-dr., 
$150; 4-dr., $140; conv., $130. 


CHRYSLER—’52 Windsor 2-dr., $440*. ’51 


NY 4-dr., $315* (ps). '50 Windsor 4-dr., 
$300*. 
DeSOTO—’56 Fire Dome (8) 4-dr., $2,230*. 
DODGE—’53 Meadowbrook station wagon, 
$790. '51 Coronet 4-dr., $280*. 


FORD—’55 Thunderbird, $2,075; Fairlane 


(8) station wagon, $1,600; conv., $1,585*; 
Main (6) 2-dr., $1,050. ’54 Custom (8) 








ALABAMA 


JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 


(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 


COLORADO 


COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Cerroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 

Denver, Colo. 








Auctioneers: 
Colenels Johnny Weed and Dean Davis 
Al} cam pele Se be cue cum eae Gusugh 
the First National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 


INDIANA 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


‘Sele Every Tuesday 
12:30 P.M. 

OPEN ALL NIGHT MONDAY 

Phone E 1254 


We Guarantee 
‘Dealers Only 





Phone E 5209 
324 West Main. Street, Fort Wayne, Indiana 
Checks 


| 12:30 — SALE EVERY WEDNESDAY — 12:30 


MICHIGAN 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


M, D. McCollum, Mgr. 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half am west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill'' Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 

AND FRIDAY ‘ 


Checks and Titles Guaranteed 

Owned and O ted by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only! 
Operating Since 1946 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


‘Albany 5, WN. Y. 
Gray Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Phone Cedar 9-4492 | 


| 











On U. S$. Route 20A 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Fidelity 


Insured Checks and Titles (Wed.). 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 
Phone 5-9535 





CLEVELAND—Cleveland Auto Auc- 


tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 











MANHEIM AUTO AUCTION, INC. 
. Penn. 
On Route No. 72 
5.miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








AUTO AUCTION 


Every Thursday at 1 P.M. 
TO0O S. George Street 
Opposite Hospital - York, Pa. 





—L., 


station wagon, $960; 4-dr., $910, $779; 


Main (8) 2-dr., $690; 4-dr., $560. ‘53 
Main (8) 2-dr., $585, $460. 
MERCURY—’55 Monterey conv., $1,980*, 


"52 Monterey 4-dr., $590. ’51 2-dr., $145, 


NASH — ’53 Statesman 2-dr., $615. ’'52 
Statesman 4-dr., $385. °51 Rambler se. 
dan, $240. 


OLDSMOBILE—'55 (88) 4-dr., $1,780*. ’53 
(98) Holiday, $1,150*; (88) conv., $985*; 
4-dr., $720. ’51 (88) 4-dr., $315. ’50 (98) 
4-dr., $215*. '49 (88) 4-dr., $180*. 

PLYMOUTH—’56 Savoy (8) station wagon, 
$1;815, $1,765. ’54 Savoy 4-dr., $830. '52 
Cranbrook coupe, $305. °51 Cambridge 
2-dr., $295. 

PONTIAC—’55 Star Chief (8) coupe, $1,- 
780* (ps). ’52 Chieftain (8) 4-dr., $585, 
’50 Silver Streak (8) station wagon, 


$295. 

STUDEBAKER — '53 Commander 4-dr., 
$475*. ’51 4-dr., $180. 

WILLYS—’52 Aero 2-dr., $330. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 2.) 

(Prices showing signs of dropping and 
dealers were a little reluctant to sell at 
the prices offered today. Sold 115 cars 
out of 2065 offerings.) 

BUICK—’56 Special 4-dr., $2,375*. '55 RM 
2-dr., $2,175* (ps); 4-dr., $1,990* (ps); 
Super conv., $2,100* (ps); 4-dr., $1,850* 
(ps); Riviera, $2,010* (ps); Century 
Riviera, $1,940*; Special Riviera, $1,940, 
$1,805*. '54 RM 2-dr., $1,450*; Special 
2-dr., $1,405*; 4-dr., $1,375. °53 Super 
Riviera, $850*, $770*, $690*; Special 4- 
dr., $800*. '52 Super 4-dr., $530; Riviera, 
$425; Special 4-dr., $525, $380. '51 RM 
4-dr., $380*. '50 Special 4-dr., $210. 

CADILLAC—’52 (62) coupe, $1,235*; coupe 
de Ville, $1,185* (ps); 4-dr., $1,225* 
(ps). °49 (62) conv., a 

CHEVROLET—’56 Bel Air (8) 4-dr., §2,- 


Model Breakdown 
Of Auction Averages 

















May, 1956 Apr., Mar., 
Model to date 1956 1956 
1956... .. $2,178 $2,256 $2,240 
1955... 1,587 1,620 1,603 
Ns iicassvccs 1,089 1,115 1,100 
1953..... 756 W57 757 
a 482 499 508 
Rs iscciaosensbs 336 329 349 
NE ak a adewd 245 241 246 
a 182 177 183 
Overall 
Average $ 857 $ 874 $ 813 


$$ 


275*; Bel Air (6) 2-dr., $1,745*. '55 Bel 
Air (8) conv., $1,700*; club coupe, $1,- 
475*; Two-ten (8) 4-dr., $1,200*, $1,145; 
2-dr., $1,175; One-fifty 2-dr., $900. ‘54 
Bel Air conv., $1,250*, $1,145*; club 
coupe, $1,205*; Two-ten 4-dr., $890*, 
$850*; 2-dr., $895, $890; One-fifty 2-dr., 
$660. ’53 Bel Air club coupe, $875*; 2- 
dr., $700*; Two-ten 2-dr., $650*, $605, 
$510; 4-dr., $620; One-fifty 2-dr., $335*, 
$300; 4-dr., $350*. '51 SL Deluxe 2-dr., 
$350, $325; 4-dr., $330*. "50 SL Deluxe 
4-dr., $265. . 
DODGE—’53 Coronet Diplomat, $870*. '52 
Wayfarer 2-dr., $175. '51 Wayfarer 2-dr., 
$185. °50 Coronet 4-dr., $170*. 
FORD—’56 Parklane station wagon, $2,- 
175*; Main (8) Ranch Wagon, $1,755; 
Custom (8) 2-dr., $1,620*. °55 Fairlane 
(8) Victoria, $1,610. '54 Crest (8) conv., 
$1,385", $1,095*, $1,075; Custom (8) 
2-dr., $660. °53 Crest (8) conv., $840; 
Custom (8) 4-dr., $670*, $510*; Custom 
(6) 4-dr., $625. '52 Custom (8) 2-dr., 
$520*, $470, $445, $425*; 4-dr., $510*; 
Main (8) Ranch Wagon, $485; Main (6) 
2-dr., $380*. ’51 Custom (8) 4-dr., $370*; 
Deluxe (8) 4-dr., $285; Custom (6) 2-dr., 
$275. ’50 Deluxe (8) sedan, $185. 
MERCURY—’55 Monterey club coupe, $1,- 
870*; Custom club coupe, $1,505*; 2-dr., 


$1,340*. °'53 club coupe, $865*. 
NASH — ’52 Rambler club coupe, $335°, 
$250. 


LDSMOBILE—’55 (88) Super 2-dr., $1,- 
onasse. *54 (88) Super 4-dr., $1,560° (ps), 
$1,440* (ps); 2-dr., $1,375; Deluxe Holl- 
day, $1,500*. '52 (88) Super 2-dr., $655°, 
$520*; 4-dr., = So coupe, $365*. 
"50 (88) Super 4-dr., $1 . 
PLYMOUTH_'55 Belvedere (8) Hardtop, 
$1,350*; Savoy (6) club sedan, $1,100; 
Savoy (8) Suburban, $1,000. ‘52 Cam- 
bridge 4-dr., $160. ’51 Cambridge 4-dr., 
$235. °49 Special Deluxe conv., $240. 
PONTIAC—’54 Star Chief (8) club coupe, 
$1,235*; Chieftain (8) 4-dr., $890*. 53 
Chieftain (6) 2-dr., $580; Chieftain (8) 
4-dr., $565; 2-dr., $450*. ’50 Silver Streak 
-dr., $135. 
MISCELLANEOUS — ‘53 Chevrolet %-ton 
pickup, $490; Ford %-ton pickup, $675. 
’296 LaFranch Republic fire truck, $150 


(antique). 
ALBANY 


(Tim Anspach Auto sane. = aoe 
Monday. Prices are for sale 0 pr. > 
(As usual we had loads of buyers at 


mileage cars of all makes, accounting 
for the low overall average. Sold 196 


out of 255.) 2 
BUICK—’56 Super Riviera, $2,400*. 54 
RM 4-dr., $1,380* (ps); Special 4-dr., 


1,150. ’°53 Super 4-dr., $955* (ps); Rivi- 

oa $895*; Special Riviera, $900; 4-dr., 

. °52 Super Riviera, $725°; Special 
4-dr., $490*. ‘51 Super 4-dr., $450°, 
$380*, $280*; RM 4-dr., $375°. '50 Spe- 
cial 4-dr., $330*, $200*; Super Riviera, 
$310*; 4-dr., $300, $200°, $150°; RM 
Riviera, $280*, ’49 Super 2-dr., $170°. 

CADILLAC—’'55 (62) 4-dr., $3,300* (ps). 
"54 (62) conv., $2,990* (ps); 4-dr., $2,- 
850* (ps). '53 (62) conv., $2,000*; coupe, 
$1,775* (ps). ’51 (62) 4-dr., $950°. 50 
(62) 4-dr., $725*; (61) 4-dr., $550, $535*. 
"48 (61) 2-dr., $400°. '47 (62) 4-dr., 

20°. 


CHEVROLET — '5S6 Two-ten (8) station 
wagon, $2,050; Two-ten (6) 4-dr., $1,- 
. °SS ‘Two-ten (6) station wagon, 
$1,570; 4-dr., $1,190; ; Bel 
Air (6) 2-dr., $1,325; 
tion wagon, $1,485; 2-dr., $1,100. 
Air 4-dr., $1,200*, $1,070° (ps); coupe, 
*. Two-ten 4-dr., $1,000°, 


(Continued on Page 43, Col. 1) 
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AUTOMOTIVE NEWS, MAY 14, 1956 


Used-Car Auction Prices 





(Continued from Page 42) 


9-dr., $640; One-fifty 2-dr., $480; Busi- 
ness coupe, $400. '51 SL Deluxe 4-dr., 
$460, $435*; 2-dr., $340*; club coupe, 
$350, °49 FL Deluxe 4-dr., $210; SL 
special 2-dr., $170; SL Deluxe 2-dr., 
$160. 

CHRYSLER — '52 Imperial 
48 Windsor 4-dr., $110*. 
DeSOTO—’55 Fire Dome (8) 4-dr., 
730* (ps). °53 Fire Dome (8) 
$780*, $700*. °50 Custom 4-dr., $235. 
DODGE—'56 Royal 4-dr., $2,150* (ps). 
'53 Coronet 4-dr., $725*; Meadowbrook 
station wagon, $675. °52 Coronet conv., 
$410*. ‘51 Coronet Diplomat, $400*; 4- 
dr., $200*. | 
FORD—’'55 Country sedan, $1,750; Fair- 
lane (8) conv., $1,700*; Victoria, $1,650; 


| 
| 
| 
| 
| 
| 


4-dr., $390*. | 


$1,- | 
4-dr., | 





Main (6) Ranch Wagon, $1,625, $1,550; 
Custom (8) 4-dr., $1,350, $1,200; 2-dr., 
$1,280*; Custom (6) 2-dr., $1,310. '54) 
Crest (6) Country sedan, $1,160; Custom 
(8) conv., $1,050; 2-dr., $885*, $820, 
$700; Main (8) 2-dr., $790; Main (6) 
2-dr., $630. '53 Custom (8) conv., $825°*; 
2-dr., $730, $565*; 4-dr., $720, $530; 
Main (8) Ranch Wagon, $800; 2-dr., 
$640; Custom (6) 4-dr., $340. ‘52 Cus- 
tom (8) 2-dr., $540*, $440, $350*; Main 
(6) 2-dr., $430. °51 Custom (8) 2-dr., 


$450*, $270*; Victoria, $500, $450*, $400; 
4-dr., $300; Deluxe (8) 2-dr., $290; 4-dr., 


$200; Deluxe (6) 2-dr., $290. ‘50 Cus- 
tom (8) 4-dr., $220; Deluxe (8) 2-dr., 
$165 


'49 Custom (8) coupe, $210, $150; 
4-dr., $110; 2-dr., $110. | 


i 
HUDSON—'53 Super Wasp 2-dr., $560*. 
"51 Commodore 4-dr., $230*. 
KAISER—’51 Deluxe 4-dr., $120, $110. 
LINCOLN—'53 Cosmopolitan coupe, §$1,- 
270°; Capri 4-dr., $1,220* (ps). 
MERCURY—'56 Monterey 4-dr., $2,100*. | 
'53 2-dr., $600°. ‘52 4-dr., $500. ‘51 4- 
dr., $460°; 2-dr., $185. ‘50 coupe, $285. 


"49 4-dr., $110. 
NASH—’'55 Rambler station wagon, $1,450, 
$1,100. "52 Rambler station wagon, $500; 


(600) 4-dr., $360. ‘51 Rambler station 
wagon, $180; Ambassador 4-dr., $150. 
’50 Ambassador 4-dr., $110. 
OLDSMOBILE — '53 (88) 4-dr., $1,220*, 
$1,025*; 2-dr., $850°. ‘52 (88) 2-dr., 
$450. ‘51 (98) Holiday, $240*; 4-dr., 
$260°. ‘50 (88) 4-dr., $260°. "49 (76) 
4-dr., $140°. 

PACKARD—’51 (300) 4-dr., $260*. 
PLYMOUTH—’'55 Plaza 4-dr., $1,145. °54 
Cranbrook station wagon, $890. ‘53 
Cranbrook station wagon, $640; 4-dr., 
$520; Cambridge 4-dr., $725. °51 Cran- 


brook 4-dr., $370, $355; Cambridge 4-dr., 


$160. "50 Deluxe 4-dr., $160. "49 Deluxe 
2-dr., $150. ‘48 Special Deluxe 2-dr., 
$120. 

PONTIAC—'55 Chieftain (8) Catalina, $1,- 
730°; 4-dr., $1,540°. ‘54 Chieftain (8) 
4-dr., $1,000°. ‘53 Chieftain (8) 4-dr., 
$770; 2-dr., $600*. ‘52 Chieftain (8) | 
conv., $640°; 4-dr., $610. ‘51 Silver 
Streak (8) 4-dr.. $460°, $225°; 2-dr., 
$410°. ‘50 Silver Streak (6) 4-dr., $225; 
2-dr., $150. "49 Silver Streak (8) 2-dr., 
$110. 


STUDEBAKER—’'53 Champion 2-dr., $430. 


‘51 Commander 4-dr., $160*. 
WILLYS—'55 4-dr., $1,000°. ‘53 station 

wagon, $580, $520; Aero 4-dr., $335. ‘51 

station wagon, $180. | 
MISCELLANEOUS—'55 Ford %-ton pick- | 


up, $860°. "53 Ford %-ton pickup, $660*, 
$600. "48 Chevrolet 1-ton tow, $460. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every | 

Tuesday. Prices are for sale of May 1.) 
(Market very good. Sold 103 cars out 
of 109 offerings.) 

BUICK—'53 Super 2-dr., $910*, $725°. '52 
Super 2-dr., $675*. "50 Super 2-dr., 2 at 
$135. 

CADILLAC—’'56 (62) 2-dr., $4,150° (ps). 
"54 (62) 2-dr., $2,560° (ps), $2,400* (ps). 





"53 (62) 2-dr., $1,900° (ps), $1,700°. "52 
(62) 2-dr., $1,245° } 
CHEVROLET—'56 Bel Air (8) 2-dr., $2,- 


200°; Bel Air (6) 2-dr., $1,640. "55 Two- | 


ten (8) 2-dr., $1,740°, $1,555*; Two-ten/| 
(6) 2-dr., $1,250. ‘54 Two-ten 2-dr., | 
$870, $795; 4-dr.. $885, $690, $515. ‘53 


Two-ten 2-dr., $705, $680. '52 SL Deluxe 
sedan, $410. '50 SL Deluxe 4-dr., $335; 
2-dr., $185; Bel Air, $285, $280, $240, 
$190. ‘49 SL Deluxe Bel Air, $200, $170, 
$155. 

DeSOTO—'56 Fire Dome (8) 2-dr., $2,385* | 


(ps). "55 Fire Dome (8) 4-dr., $1,845°, | 
$1,750*, $1,605*. °53 Fire Dome (8) 2-/ 
dr., $860*°. ‘51 2-dr., $440*. ‘46 conv., | 
$150. 

DODGE—’'55 Coronet 2-dr., $1,525*. '53 
Coronet 2-dr., $690, $555. °50 2-dr., $210, 
$155, $140. 

FORD—'56 Fairlane (8) Victoria, $1,785; 
Custom (8) 2-dr., $1,700. '55 Custom 
(8) 2-dr., $1,600*, $1,550*, 2 at $1,250. 
"54 Crest (8) Victoria, $1,135*; Custom 
(8) 2-dr., $840. ‘53 Crest (8) conv., 
$770*; Custom (8) 2-dr., $620. ‘52 De- 


luxe (8) 2-dr., $500. °51 Deluxe (8) 2-dr., 
$270. '46 2-dr., $100 
HUDSON—’'39 4-dr., $150. 
LINCOLN—'56 Capri 2-dr., $1,640*. | 
MERCURY—’56 Monterey 2-dr., $2,515* 
(ps). ‘55 Monterey 2-dr., $1,970° (ps). | 
’54 Custom 2-dr., $1,430*, $1,180. ‘53 
2-dr., $900*, $805, $720. '51 2-dr., $290. 
OLDSMOBILE—'56 (88) Holiday, $2,425* 
(ps). "55 (88) Holiday, $2,070* (ps). ‘54 
(88) conv., $1,735* (ps). 
PACKARD — ’53 Clipper 4-dr., $650. °51 
Clipper 2-dr.. $200. 
PLYMOUTH—’56 Savoy (8) 2-dr., $2,275* 
(ps), $1,765, $1,700. '53 Cranbrook 2-dr., 





$550, $450. ‘52 Cranbrook 2-dr., $350. 

‘51 Cranbrook conv., $390. 
PONTIAC—'55 Chieftain (8) 2-dr., $1,- 

580°. '54 Chieftain (8) 2-dr., $970°*. '53 


Chieftain (8) 2-dr., $800*, $695°, $685°. 
‘52 Chieftain (8) Catalina, $590*. 

STUDEBAKER — '54 Commander station 
wagon, $800. '53 Commander sedan, $585, 
$570, $495. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 

day, Prices are for sale of May 1.) 
(Demand good for cars of any 
year or model. Sold 138 units out of 267 
offerings.) 

BUICK—’55 Super coupe, $2,355* (ps), 
RM coupe, $2,330* (ps). 53 RM 4-dr., 
$1,125* (ps); Super coupe, $1,120*. ‘52 
Super 4-dr., $825*, $700*. ‘51 Super 4- 


dr., $530*, $520*. "50 Super coupe, $360*. 
49 RM conv., $160*. 

CADILLAC—’51 (62) coupe de Ville, $1,- 
375*; 4-dr., $1,060*. ‘50 (62) 4-dr., 
$810*, $780*. 

CHEVROLET—’56 Bel Air (8) coupe, §$2,- 
255*; 4-dr., $1,990; Two-ten (8) station 
wagon, $2,215*; Two-ten (6) 4-dr., $1,- 
795. °55 Two-ten (6) station wagon, 
$1,900*, $1,655, $1,650; 2-dr., $1,330; 
Two-ten (8) 2-dr., $1,420, $1,400; 4-dr., 
$1,545*; Bel Air (8) 4-dr., $1,615*; 
coupe, $1,800; station wagon, $1,810; Bel 
Air (6) coupe, $1,695. °54 Two-ten Del- 
ray coupe, $1,075, $600*. °53 Bel Air 
coupe, $1,050*; 2-dr., $930. °52 SL Spe- 
cial 4-dr., $355. '51 SL Deluxe Bel Air, 
$370*; 4-dr., $280*. ‘50 SL Deluxe Bel 
Air, $450; 4-dr., $315, $240; coupe, $310; 
FL Deluxe 4-dr., $300. '49 FL Deluxe 
2-dr., $200. 

CHRYSLER—’'51 Windsor 4-dr., $425*. ’50 
Windsor 4-dr., $350*. 

DODGE — '52 Meadowbrook 4-dr., $475; 
Coronet coupe, $450*. ‘51 4-dr., $355. 
FORD — '56 Country sedan, $2,200*. ‘55 
Thunderbird, $2,555*; Country sedan, 
$1,840*; Main (8) Ranch Wagon, 2 at 
$1,600*. °'54 Custom (8) 4-dr., $1,085*. 
"53 Main (8) Ranch Wagon, $1,075; 4-/| 
dr., $650*, $645; Crest (8) Victoria, | 
$995*. "52 Custom (8) 2-dr., $570, $480, 
$450; Custom (6) sedan, $515. °51 Cus- | 
tom (8) 2-dr., $395, $330; 4-dr., $350*; 
Custom (6) coupe, $370*. '50 Deluxe (8) 





4-dr., $280; Deluxe (6) sedan, $125. '49 


with the new Howard Zink 


LOW INVENTORY PLAN 


The new Howard Zink LOW INVENTORY PLAN is by far the biggest 
news in years in the seat cover selling field! Under this amazing new plan, 
you sell more seat covers on just one-third of your normal inventory. 
Think of it—two-thirds less money tied up in inventory! 

Changes and consolidations making possible the reduced inventory 
were made without sacrificing the quality of the covers. Fine Howard 
Zink seat covers are available in a wide price range and complete selec- 
tion of popular fabrics, colors and patterns. Restyling and new materials 


Deluxe (8) station wagon, $205*; club 
coupe, $170. 

HUDSON—’50 4-dr., $180*. 

LINCOLN—’53 Cosmopolitan coupe, $1,- 
350°. °50 4-dr., $255*. 

MERCURY—’55 Monterey coupe, $1,970*, 


$1,945*. '54 Monterey 4-dr., $1,390* (ps), 


$1,245*; Custom sedan, $1,370*. ‘51 
Monterey coupe, $640*. 
NASH—'55 Rambler station wagon, $1,- 
695*. °50 2-dr., $200*, $160*. 
OLDSMOBILE — '55 (88) coupe, $2,300* 
(ps), $1,930; Super 4-dr., $2,200* (ps); 
(98) 4-dr., $2,220* (ps). '54 (88) 4-dr., 


$1,390*. '53 (98) 4-dr., $1,375* (ps). '51 
(88) Holiday, $600*. ’50 (88) 4-dr., $365*. 
"49 (98) 2-dr., $165*, $155°. 


PLYMOUTH—'55 Plaza (8) station wag- 


on, $1,575*; Savoy sedan, $1,330*. '54 
Belvedere 4-dr., $1,040* (ps). °53 Cran- 
brook 4-dr., $705*, $650*; Cambridge 
2-dr., $580. °50 Special Deluxe 2-dr., 


$370. '49 Deluxe 2-dr., $155. 


PONTIAC — '56 Star Chief (8) Catalina, 


$2,645* (ps); Hardtop, $2,330*. 55 Star 
Chief (8) conv., $2,005*; Catalina, $1,- 
990*. '54 Chieftain (8) 4-dr., $1,205*. '53 


Chieftain (8) Catalina, $1,115*. ’50 Sil- 
ver Streak (8) 2-dr., $280*. ‘49 Silver 
Streak (8) station wagon, $500*. 
STUDEBAKER — '51 Commander Land 
Cruiser, $355*; Champion 2-dr., $260*. 
"50 Commander 4-dr., $215*; Champion 
4-dr., $155°*. 
WILLYS—'52 Eagle coupe, $505*. 
MISCELLANEOUS — ‘'49 Willys %-ton 
pickup, $320. 
DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 27.) 

(The market was a little soft with the 
exception of really sharp autos. Nice ones 
still getting about the same price. Sold 
222 cars out of 313 offerings.) 

BUICK—’'55 Century Riviera, $2,000* (ps), 


keep pace with interior design of late-model cars. 


See about the LOW INVENTORY PLAN, free advertising and sales 
aids, and other features of the 1956 Howard Zink seat cover line. Mail 


the coupon for full details. 





HURRY ! Dealerships 
Limited in Some Areas 





$1,865, 
$1,940"; 
era, $1,500". 


$1,800* (ps); Special Riviera, 
4-dr., $1,460. °54 Special Rivi- 
’53 Super Riviera, $1,010*, 
$925* (ps); Special 4-dr., $745*. 52 
Super 4-dr., $655*; Special 4-dr., 2 at 
$565. °51 Special 2-dr., $235*. 
CADILLAC—'55 (62) coupe de Ville, $3,- 


655* (ps); coupe, $3,450* (ps), $3,345* 
(ps). 53 (62) 4-dr., $1,650* (ps), $1,- 
530* (ps). °52 (62) 4-dr., $1,185* (ps). 
"51 (62) 4-dr., $1,150*%; (61) coupe, 
$705*. 

CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
110*, $1,850*. °55 Bel Air (6) conv., 
$1,730*; Sport coupe, $1,610; 2-dr., $1,- 
340*, $1,290; Bel Air (8) 4-dr., $1,365; 


Two-ten (6) 2-dr., $1,250*, $1,210; Two- 
ten (8) 2-dr., $1,415*, $1,405*, $1,170. 
’54 Bel Air Sport coupe, $1,055*; 2-dr., 
$1,000*, $935, $925*; Two-ten 2-dr., $900; 
One-fifty 2-dr., $760, $580, $575. '53 Bel 
Air 4-dr., $780, $730; Two-ten 4-dr., 
$770, $725, 2 at $685, $645*, $645, $500*. 

CHRYSLER—’52 Saratoga 4-dr., $330*. 
‘51 NY 4-dr., $345*. '50 Royal 4-dr., 
$325. 

DeSOTO—'52 Fire Dome (8) 4-dr., $515*, 
$315. 

DODGE—’'53 Coronet Diplomat, 
dr., $465. °52 Meadowbrook 4-dr., $290. 

FORD—’56 Fairlane (8) Victoria, $2,125*, 
$1,975*, $1,900*. '55 Fairlane (8) conv., 
$1,880*; Victoria, $1,705* (ps); Custom 
(8) 4-dr., $1,365*. °'54 Crest (8) conv., 
$1,115*; Custom (6) 2-dr., $690. °53 
Crest (8) Victoria, $780; Custom (8) 
2-dr., $590*; Main (6) 2-dr., $660, $600, 
$540. '52 Custom (8) 2-dr., $575*. °51 
Custom (8) conv., $395, $295. 

HUDSON—’52 Commodore (8) 4-dr., $355. 
"51 Hornet 4-dr., $245, $205*, $200*, 
$190*; Pacemaker 4-dr., $125. 

KAISER—’53 Special 4-dr., $325*. '52 Spe- 
cial 4-dr., $175*. 


$710*; 4- 


LINCOLN — ’54 Cosmopolitan coupe, §1,- 
565*; Capri 4-dr., $1,660* (ps). 
MERCURY—'56 Montclair coupe, $2,420*; 


Fremont, Ohio 


of course). 


Name 








THE HOWARD ZINK CORPORATION 


SHOW ME how ! can sell Howard Zink seat covers 
on one-third of my normal inventory. Have your repre- 
sentative call with full details (no obligation on my part, 
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Custom 4-dr., §2,315* (ps). °55 Monte- 
rey coupe, $1,830*. '54 4-dr., $1,205. '53 
coupe, $1,010*, $935; 2-dr., $940*, $850, 
$755, $605*. '52 4-dr., $625*, $515*. 

NASH—'54 Ambassador Country club, §$1,- 
290*; 4-dr., $1,010*. 53 Statesman 2-dr., 
$540*; Rambler Country Club, $500*. ’52 
Statesman 4-dr., $500*. '51 Ambassador 
4-dr., $150*. 

OLDSMOBILE—’56 (88) 
(ps), $2,435*; $2,255*. °55 (88) Super 
4-dr., $1,990* (ps); (88) Holiday, $1,- 
920*. ’°53 (88) conv., $1,285*; 2-dr., $1,- 
025*, $990*, $900*. '52 (98) 4-dr., $745; 
(88) Super 4-dr., $555*. 





Holiday, $2,550* 


PACKARD—’53 Clipper 2-dr., $640*. ‘52 
Clipper 4-dr., $410*, '51 (200) 4-dr., 
$215*. 

PLYMOUTH — '55 Belvedere (8) Sport 
coupe, $1,555*; Plaza (8) 4-dr., $725. 
'54 Savoy 4-dr., $825*. '53 Cranbrook 


4-dr., $660*; Belvedere, $590*. ‘51 Cran- 


brook club coupe, $280; 4-dr., $180. ‘50 
Special 4-dr., $250. 

PONTIAC—'55 Star Chief (8) 4-dr., $2,- 
195* (ps); Chieftain (8) Catalina, $1,- 
800*. °54 Star Chief (8) conv., $1,400*. 
’53 Chieftain (8) 4-dr., $810*. '52 Chief- 
tain (8) Catalina, $595*. ‘51 Silver 


Streak (8) 4-dr., $325*. 50 Silver Streak 
(8) 2-dr., $100*. 

STUDEBAKER ‘53 Champion coupe, 
$700; 4-dr., $475*; Commander Land 
Cruiser, $425*. °52 Champion coupe, 
$350*; 4-dr., $320*, $310*. 

WILLYS—’50 Jeepster, $500. 

MISCELLANEOUS—’55 Dodge 
pickup, $860. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Apr. 30.) 

(Sold 260 cars out of 410 offerings.) 
BUICK — '56 Super 4-dr., $2,805* (ps); 


(Continued on Page 46, Col. 3) 


(8) %-ton 









Store 
Address. 


a 


State__ 





an-s 


ee 


Fremont, Ohio ® Passaic, N. J. © Long Beach, Calif. © Charleston, Miss. 
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Sutter to Speak 
At Convention 


Of Idaho Dealers 


BOISE, Id.—F rederick M. Sutter 
(Dodge - Plymouth), Columbus, O., | 
and first vice-president of NADA, 
will speak at the Idaho Automobile 
Dealers Assn. convention May 20- 22, | 
according to the association. 


He will appear as the NADA’s | hardtop, $2,453; conv., 
official representative at the three- | s¢4t_ stat. 
day meeting and will talk during | cony. 


the first day’s luncheon. 
Another speaker announced 
Robert L. Hamersley, of R. L.| 


is | hardtop, $3,335; conv., 


AUTOMOTIVE NEWS, 


MAY 14, 


1956 


Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 
dr. sed., $2,353; 4-dr. hardtop, $2, 524; 2- 
$2,736; 4- dr, 2- 
Century — 4-dr. 
hardtop, $2,958; 
$3,301; 4-dr. 2-seat stat. wag., 
Super — 4- -dr. sed., $3,245; 4-dr. 
$3,539. Roadmaster 
|-—4-dr. sed., $3, 498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 


wag., $2, 771. 


hardtop, $3,020; 2-dr. 


| $3, 251. 


Hamersley & Associates, Portland, | flow standard on Century, Super and Road- 


Ore., 
consultant, certified public account- 
ant and an attorney. 


and Boise. He is a business | ™aster. 


| 291; 


Power Steering standard on Super 
and Roadmaster.) 

CADILLAC — Series 62—4-dr. sed., $4,- 
2-dr. hardtop, $4,196; 4-dr. Sedan 


Auto News from Britian 


‘Credit Squeeze’ Shows Full Effect As Spring 
Fails to Stimulate Sales 


ONDON, England. — The full 

effect of the “credit squeeze” 
has shown itself. Despite fine 
weather, sales of new and used cars 
have disappointed dealers all over 
Britain. 

Though there has been some 
seasonal rise, it does not com- 
pare with the demand last spring. 
However, there was no appreci- 
able hardening of prices for used 
cars such as usually occurs at 
this time of year. 

Retail dealers report a consider- 


able increase in the number of in-| 


quiries, but few result in sales. One 
said: “It seems that many people 
are finding the 50 percent deposit 
(downpayment) on hire purchase 
(installment plan) is too difficult. 
Others are hoping for a cut in pur- 
chase tax.” 


The clearest picture of the pres- | 


ent state of trade can be seen from 
registrations. New-car figures for 
the first quarter were down approx- 
imately 25 percent from last year’s 
and the trend appears to persist. 
No wonder most people in the auto 
trade are glum. 

Prices of all new British autos 
are to rise. That is what the indus- 
try is saying. Already dealers are 
planning to get into stock as many 
as possible at present prices. Ford, 
Rootes, Standard and Vauxhall are 
all almost certain to be affected. 
Smaller firms will follow. 

Only British Motor Corp., mak- 
ers of Austin, Morris, Riley, MG, 
and Wolseley, are likely to be un- 
affected because they already 
have upped prices. 

Auto makers say they are being 
crippled by costs and about the 
only hope they have of avoiding an 
increase in prices is some relief in 
purchase tax or hire purchase re- 
strictions. That would go against 
the “squeeze” policy and the mak- 
ers have little hope. 


. * * 


No Quick Cure Seen 
ROM the old and new chiefs of 








Ford Motor Co. of Britain have 


come warnings that there is not 
likely to be any quick cure for the 
troubles of the nation’s auto in- 
dustry. 

In his farewell address Sir Row- | 
land Smith, chairman, told share- | 
holders the next few years will | 
be as critical as the 1904-1914 
period. He said the challenge 
must be met with sufficient funds 
to install new machines. 

Managing director Sir Patrick 
Hennessy, who takes over as chair- 
man also said times would be “ex-| 
tremely difficult.” But the Ford} 
bosses are not discouraged. “We 
shall be able to cope with all rivals,” 
Hennessy said. 

* + * 


BMC Joins Rootes in Japan | 


RITISH MOTOR CORP. has 

joined Rootes in deciding to| 
manufacture autos in Japan. Re-| 
strictions almost entirely rule out| 
the importation of assembled 
vehicles. 

In the first nine months of 1955, 
Japan received only 3,743 com-| 
pletely knocked-down cars from) 
Britain. France sent 2,123; the 
United Etates, 648; West Germany, 
324; Italy, six, and Canada, four. 

Yet in 1954, the Japanese — 
sold 60,000 four-wheel vehicles and 


102,000 three-wheelers. 
e* = * | 


Makers Woo Sweden 


USTIN, Rootes, Standard and | 
Vauxhall have begun a drive to| 


| recapture Britain’s share of Swe-| 


den’s auto market, They plan to| 
offer a better supply of parts, better | 
service and to insure that their 
vehicles can withstand the Arctic | 
weather. 

The program includes an ad- 
vertising campaign backed up by 
a “British Week” to be held 
shortly before the June visit of 
Queen Elizabeth II. British autos 
and other products will be ex- 
hibited during the week. 

Rootes has opened an office in 
Stockholm with British salesmen 
and service personnel. Allen M. Dix 
is in charge of the operation. 


| $2,547.50; 2-dr. 
| $2,773.50. Royal — 4-dr. 


de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. 
865.75; 2-dr. 
4-dr. Newport 
Newport 


sed., $2,- 
Nassau hardtop, $2,900.25; 
hardtop, $3,123.75; 2-dr. 
hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. wag., $3,593.50. 
Yorker—4-dr. sed., $3,774.50; 4-dr. 
port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B—2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on 
Yorker. ) 


CLIPPER—Deluxe — 4-dr. sed., 
Super—4-dr. sed., $2,866; 2-dr. 
$2,916. Custom—4- dr. sed., 
| hardtop, $3,164. 


CONTINENTAL 


New 


$2,731. 
hardtop, 
$3,069; 2-dr. 


— 2-dr. sed., $9,538. 


| (Turbo-Drive and power steering standard. ) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., 
sed. $3,114.50; 
$3,426.50; 2-dr. 
341.50; Adventurer *-dr. hardtop, §$3,- 
723.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (PowerFlite standard on Fire- 
flite.) 


DODGE — Coronet 6 — 4-dr. 


4-dr. 


sed., $2,- 


263.50; 2-dr. sed., $2,190.50. Coronet V-8— | 
$2,298; | 
hardtop, 


4-dr. 
2-dr. 


sed., $2,371.25; 
500 sed. 


2-dr. sed., 
$2,529.90; 4-dr. 
hardtop, $2,433.50; conv., 
sed., $2,508.75; 
$2,692.75; 2-dr. hardtop, 
Custom Royal—4-dr. sed., $2,-| 
4-dr. hardtop, _ $2,802.75; “ 2-4r. 


| 4-dr. hardtop, 
$2,578.75. 
618. 8.75; 


$3,- | 


New- | 4- 


New | 


$3,366.25. Firefiite—4-dr. | 
Sportsman hardtop, | 
Sportsman hardtop, §$3,- | 


hardtop, $2,688.50; conv., $2,908. Station 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. Custom Sub- 
urban V-S8, $2,724; 4-dr. 6-pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 
$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2,969.50. 

FORD—(Prices for 6-cyl. models; 
V-8s, add §$99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed., $1,846.30; business 
2-dr., $1,744.22. Customline — 4-dr. sed., 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 
top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
dan, $2,424.05; 4-dr. 3-seat Country Squire, 
| $2,528.60 Thunderbird—Hardtop cpe. (V-8 
only), $3,147.60. 

HUDSON — Wasp Super 6—4-dr. 
$2,416. Hornet Special V-8—4-dr. 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2,770. Hornet Custom 6— 
dr. sed., $3,019; 2-dr. hardtop, $3,136. 
Hornet Custom V-8—4-dr. sed., $3,286; 
2-dr. hardtop, $3,429. 

IMPERIAL—Imperial — 4-dr. sed., 
827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 
top, $5,089.25. Crown Imperial—4-dr. 8- 
pass. sed., $7,597.50; 8-pass. lim., §$7,- 
731.50. (PowerFlite and power steering 
standard. ) 

LINCOLN—Capri 
2-dr. hardtop, 


for 


sed., 
sed., 


$4,- 





—4-dr. sed., $4,207; 
$4,114.50. Premiere—4-dr. 
sed., $4,596; 2-dr. hardtop, $4,596; conv., 
$4,742. (Turbo-Drive and power steering 
standard.) 


MERCURY—Medalist—4-dr. sed., 
2-dr. sed., $2,250; 4-dr. 
2-dr. hardtop, $2,384.50. 
sed., $2,406; 2-dr. sed., 
hardtop, $2,551; 2-dr. 
conv., $2 707.50; 4-dr. 
$2,718; i-dr., 8-pass. stat. wag., $2,815. 
Monterey—4-dr. sed., $2,551; 4-dr. spt. 
sed,. $2,647.50; 4-dr. hardtop, $2,696; 2-dr. 
hardtop, $2,626; 4-dr. 8-pass. stat. wag., 
$2,973. Montclair—4-dr. spt. sed., $2,782; 
4-dr. hardtop, $2,830.50; 2-dr. hardtop, 
$2,760.50; conv., $2,895.50. 

METROPOLITAN—2-dr. hardtop, $1,527; 
conv., $1,551. 

NASH—Statesman Super 6—4-dr. 
$2,381. Ambassador Special V-8 — Super 
4-dr. sed., $2,591; Custom 4-dr. sed., $§2,- 
816; 2-dr. hardtop, $2,681. Ambassador 
Super 6—4-dr. sed., 
Super V-8—4-dr. sed., 


$2,309; 
hardtop, $2,454; 
Custom—4-dr. 
$2,346.50; 4-dr. 
hardtop, $2,481; 
6-pass. stat. wag., 


sed., 


$2,997. Ambassador 


$2,685. Ambassador | 


Custom V-8—4-dr. sed., $3,236; 2-dr 
top, $3,379. 

OLDSMOBILE — Series 88 — 4-dr. sed,, 
$2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,667; 2-dr. hardtop, $2,595. Super gg— 
4-dr. sed., $2,635; 2-dr. sed., $2,569 4-dr, 
hardtop, $2,876; 2-dr. hardtop, £2,803; 
conv., $3,026. Series 98—4-dr. sed $3,- 
293; "4-dr. hardtop, $3,546; 2-dr. hi: rdtop, 
$3, 475; conv., $3,735. (Jetaway Hydra. 
Matie and power steering standard on 
Series 98.) 

PACKARD — Executive—4-dr. sed , $3,. 
465; 2-dr. hardtop, $3,560. Patrician— 

4-dr. sed., $4,160. 400—2-dr. h-rdtop, 
$4,190. Caribbean—2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard.) 

PLYMOUTH—Plaza 6—4-dr. sed., $1,. 
922.50; 2-dr. sed., $1,879.50; bus. cpe., 
$1,780.50. Plaza V -8—4-ar. sed., $2,025.75; 
2-dr. sed., $1,982.75; bus. cpe., $1 883.75, 
Savoy 6—4-ar. sed., $2,021.50; 2-dr  sed,, 
$1,978.50; 2-dr. hardtop, $2, 125. 75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed , $2. 
081.75; 2-dr. hardtop, §2, 228.25. Bel vedere 
6—4-dr. sed., $2,105.50; 2-dr. sed, §2,. 
062.50; 4-dr. hardtop, $2,277.50; 2-ar, 
hardtop, $2,209.75. Belvedere V-8 4-dr, 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-ar, 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, §2,. 
862. Suburban 6 2-dr. 2seat Leluxe 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
stat. wag., $2,309.75; 4-dr. 2-seat Sport 
stat. wag., $2,479.75. Suburban V-8—2-dr, 
2-seat Deluxe stat. wag., $2,296; 2-dr, 
2-seat Custom stat. wag., $2,367; 4-dr, 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 

PONTIAC—Chieftain 860—4-dr. sed., $2,- 
294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2,647. Chieftain 870—4-dr. sed., $2,409; 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr. sed., $1,826. 
Super—4-dr. sed., $1,936; 4-dr. 2-seat stat. 
wag., $2,230. Custom—4-dr. sed., $2,056; 
4-dr. hardtop, $2,221; 4-dr. 2-seat stat. 
wag., $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe. $1,982. Commander V-8—4-dr. 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—-4-dr. sedan, $2,485. Hawk V-8— Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 


hard. 


New Commercial Car Registrations, 


All States for March, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 


Brock- 
way 


14 
26 


40 States Previously 
Reported for March 


California 
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All States Reported 
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“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
ane. te insure accuracy of this report to the extent of the registrations received ,and tabulated # = time the report is published. 


®. t. & Co. cannot assume any liability 


by reason of inaccurac ies or omissions.’’—R. 


L. Polk 


New Passenger Car Registrations, All States for March, 1956- 1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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37 States Previously 
Reported for March 
California 
Indiana 
Kentucky 
Louisiana 
Massachusetts 
Michigan 


Missouri 


South Carolina 
Texas 

Vermont 
Washington 


All States Reported 
To Date for March 





ear 
To Date 


De- 
Seto 


Impe- 
rial 


2162! 
2673) 
267| 
412| 


4637| 6799 
4585| 7258 
707| 974 
867| 1279 
201; 310 
282| 434 
a) 71 
74| - 


Sil 
746 


131 
175} 


23 


5698 
6693 


5884) 
8387) 


938 
171 
326 | 
577) 50/ 
82 5| 
105 7 
84 17 
129) 19} 
260) 14 
446| 44 


440) 44 
910} 66! 
182) 12 
268) 22 


1559, «129 
2022) ~—*57! 


55) 
57| 
320 | 
326| 
18] 


329) 
565) 
55) 
94) 
78) 
103) 
255) 
371) 
553) 
722| 
249 
271 
1278) 
1416] 
53} 
72) 


293) 
249| 


152 


27| 
12 
13 
116 
136 
226| 
210) 
36! 
48) 
272) 
342| 


o| 
372 
351 
393) 
455) 
205 | 
137) 
742| 
845) 
21) 
19| 
78 178 256| 
46 141 187 
4) 20 24 
5| 2 32 
84; 270; = 354! 
41} 140} ~—s*18i 
3400; 7829| ~=«11229| 
4126} 7980) 12106) 
8631; 19471; 28102) 
9071| 16945} 26016} 


70, 
488 
487 
619 
665) 
241 
185 
1014) 
1187} 

25| 


rd) 40 





49 
26! 





14 
127| 
169| 

9788 

11737 

24888 | 

29080) 


141] 
163| 
10289 | 
1460! | 
26545 | 
37344) 


14) 
10} 


955 
1328} 
2670) 
3327) 


Dodge} outh | TOTAL! Ford |Lincoin 


11779 
15450) 


| 2 a 


1140) 


1017} 
2068 | 


2184) 
2842! 


19749 
27160 
51357 
67611 
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Mer- 
cury 


Plym- LER 


26966 | 
36025 


uae| 


50838 | 
ee 


68022 | 
78134| 1365} 
9811; 530 

vas 346 
nt) 

sa 1 

1322; 20 

1668 12 

2253) 40) 

2591; 211 

3026) 

3557) 

7464 

9742| 


1930| 14054 


18102) 


3831 
2605 
4631 
Til} 
ar 


1294 
2299 


407 
Ci 
537| 
783; 
1277 
ae 


a 
1108 
162| oe 
254) 

165) 
310} 
450) 
790; 


1344 


2256 | 
3578| 


353 


580| 
756| 
1687) 
2141) 


a 
ral 258 | 

ts 7720 159} 
1304, 2144| 3264| 
1552| 2636| 3761) 
4928| 10078; 8808 
6891| 13328! 10427 
126} 392| 632; 1319! 
166! 434) 734| 1399] 
805; 1917) 3384) 7604! 
684) 1727) ~— 3012) ‘5373! 
42| 73| 147| 
46| 117} 218) 
320} ta | 1278 
382} 1411 1521} 
tee 86971| 118309 
61689} 116515} 134908 
121476| 226936| 297983 | 
155551| 292913) 332461; 


397) t} 
523) 763) 
1988 | 
3281 | 
170| 
195| 
1461) 
1137] 


60) 
42) 
401 | 
320) 


13 
180! 
98 | 
5| 44) 
4) 53} 
337) 
340} 


238 


1982) 
34) 


3679) 
ae 32192| 
65321 | 


787 | 76624 | 


tinen- 
tal 


3 


FORD 
TOTAL | Buick 


72| 84078) 
< 97601 | 
13441) 
| __ 15250} 
4) 4137 
6459 


30225) 
37835 | 
4709) 
8178} 
1871 
2645 
566 
685 
722; 154) 
655} «109 
1456) 296) 
1865; -342| 
3462) 1097) 
4877| —-984/ 
1241) 244) 
1525 238} 
5018) 1620) 
7441| 1796! 
509| 87) 

| 52! 
662) 
412/ 
17] 
131 


6379| 
7017) 
1489) 
1780) 
327} 
481) 
73] 
79) 


78870 
76187) 
11264) 3048) 
12230; 4856| 
3789| 1473] 
5163! 1842 
1628) 482 
1743} 464! 
2513, 654] 
2248| 658) 
2942) 1428) 
3495| 1667! 
2453 | 
3133| 
1019! 
1222) 
4648 
5997 | 
325) 
294| 
2368) 
1930) 


23218) 
28702} 


9697 | 
4424 | 
3495 | 


9407 | 
12571 | 
1646, 
1148} 


10524| 
5626) 


204) 
256! 84! 


123) 2037) 445) 
707|__‘117|_—*1623)_—«4| 

53962| 12568| 138094 41625) 
|_ 169684) 69236! 


13420} 135482! 51463) 
550| 373644| 144337) 34348) 362103! 114038) 
| 415842) 171464} 


3242 
2306 


873) 








175 


19868 
27028 


3190 
4305| 3134 


1136| 
2006 


345 
410 


649| 
7\9 


916 
1376 


2117) 
2837 


919 
19 


3329) 
5118) 


295) 
347 


2037) 
1918 


57! 
77\ 


566| 3627! 
35364! 281633) 
47898| 317499; 
92685| 747511 
36877| 311534) 131711! 119889) 771475 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
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On the Financial Front 





International Harvester has re- 
joined the exclusive “billion asset” 
club after failing to qualify in 1954, 
it has been reported in New York. 

At the same time, the Aluminum 
Corp. of America made the grade 
for the first time, They “qualified” 
by reporting total assets in excess 
of $1 billion. The list of “members” 
includes 34 industrial, railroad and 
utility firms, 17 banks, 13 insurance 
companies and three finance insti- 
tutions. . ‘ E 


Associates Reports 


$4,752,449 Profit 


Associates Investment Co., South 
Bend, has reported a first-quarter 
increase in consolidated net income 
despite a drop in auto production 
and sales. 

Net income after Federal taxes 
was $4,752,449 for the three months 
ending March 31, 1956, an increase 
of 11.8 percent over the 1955 quar- 
ter, according to Robert L. Oare, 
poard chairman. He said: “Al- 
though automobile production and 
sales are below the pace set in 
1955, Associates volume has re- 
mained high.” 

a 


x * 


Air Reduction Co. 


Air Reduction Co., Inc., New 
York, first-quarter report, 1956 vs. 
1955: Sales, $39,835,315 vs. $33,900,- 


448. 
* * * 
Cory Corp. 

Cory Corp., Chicago, first-quarter 
report, 1956 vs. 1955: Sales, $13,639,- 
304 vs. $3,775,501; earnings, $476,701 
vs. $110,605. 


* * * 


Motor Wheel Sales Rise, 
But Quarterly Profit Dips 


Although sales increased, first- 
quarter earnings of Motor Wheel 
Corp., Lansing, fell to $757,330 from 
the 1955 figure of $915,845, M. L. 
Cotes, president, told shareholders. 

Sales amounted to $21,861,853 
compared with $20,945,131 in the 
same period of 1955. Cotes laid the 
earnings dip to “increased competi- 
tive conditions in the industries in 
which the company operates.” 

. * 


Thor Sales Climb 


Sales for the first quarter of 1956 
were higher than any first quarter 
in company history, according to 
Neil C. Hurley jr., president, Thor 
Power Tool Co., Aurora, Il. 

7 


* x 


American Enka 


American Enka Corp., first 12 
weeks of 1956 vs. 1955: Earnings, 
$1,082,244 vs. $1,554,428; sales, $14,- 
833,096 vs. $15,395,485. 

* = 


Inland Steel 


Inland Steel Co., Chicago, first 
quarter report, 1956 vs. 1955: Sales, 
$189,765,446 and $148,812,711; net 


profit, $14,015.549 and $10,432,755. 
. oe 


Commercial Solvents 


Commercial Solvents Corp., New 
York, first quarter report, 1956 vs. 
1955: Sales, $13,024,948 and $12,946,- 
209; net profit, $909,817 and $814,- 
186. 


* * * 


Federal-Mogul-Bower 


Federal - Mogul - Bower Bearings, 
Inc., Detroit, first quarter report, 
1956 vs. 1955: Sales, $20,453,837 and 
$21,925,487; net profit, $2,156,046 and 
$1,758,608. 


Houdaille Industries 


Houdaille Industries, Inc., Buf- 
falo, first quarter report, 1956 vs. 
1955: $16,607,000 and $21,965,000 
(Houdaille-Hershey and Frontier); 
Profits, $508,600 and $397,300 (Hou- 
daille-Hershey and Frontier). 

€ 


GMAC Earns $11,352,476 
In 1956’s First Quarter 


Net income of General Motors 
Acceptance Corp. for the first three 
Months of 1956 was $11,352,476, 
compared with $8,120,243 in the 
first quarter of 1955, according to 
Charles G. Stradella, president. 
This includes earnings of Motors 
Insurance Corp. of $950,848, com- 


. Pared with $994,753 in 1955. 


Combined retail and wholesale 
volume purchased by GMAC in the 


068; earnings, $3,842,887 vs. $2,233,- 
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first three months of 1956 was $2,- 
487 million as compared with $2,261 | 
million in the 1955 period. Retail | 
receivables purchased were $872 | 
million as against $776 million in| 
the first three months of 1955. 


* * * 


United Industrial 


United Industrial Corp., Grand 
Rapids, Mich., first quarter report, | 


1956 vs. 1955: Sales $4,709,051 and 
$5,248,336; profits, $194,688 and 
$179,279. ; 


Detroit Auto Products Hikes 
Earnings to $70,635 for °55 


Sales of $878,469 and earnings of 
$70,635 pulled Detroit Automotive 
Products Corp. out of the red last! 
year, J. J. Krauss, president, told| 
shareholders at the annual meeting. | 

He said the company entered 
1955 with an earnings deficit of 
$38,606. Operating profit during the 
year enabled the firm to end 1955 


| 000; 
| 754,000. 


with a balance of $32,029, a state- 
ment of retained earnings showed. 
* * * 


Four Wheel Drive 


Four Wheel Drive Auto Co., Clin- 
tonville, Wis., nine-month report 
(ended March 31, 1956), 1956 vs. 
1955: Sales, $12,151,637, up 37 per- 
cent (no comparable figures); prof- 
its, $403,539 and $121,163. 


* * * 
American Airlines 
American Airlines, Inc., first 


quarter report, 1956 vs. 1955: Earn- | 


ings, $3,327,000 (including $468,000 


| from sale of an aircraft) vs. $2,483,- | 
$56,- | 


revenues, $64,019,000 vs. 


* * * 


Borden Earnings Rise 
First-quarter earnings of Borden 


Co. were about 10 percent above | 


the first three months of 1955, ac- 
cording to Harold W. Comfort, pre- 
sident. An increase in volume put 
sales well over last year’s first 
quarter also, he said. 
* * * 
National Malleable & Steel 


National Malleable & Steel Cast- 
ings Co., Cleveland, first quarter re- 


45 


sold $120 million worth of 3% per- 
cent, 25-year subordinate converti- 
| ble debentures to Gulf Oil Corp. 
Reese H. Taylor, Union president, 
| emphasized that the transaction “is 
not a merger of the companies, nor 
is one contemplated.” He said the 
Stewart-Warner Corp., Chicago,|funds would be used for capital 
has reported a net profit for the| expenditures and would give Union 
first three months of 1956 of|access to “adequate” crude oil re- 
$1,718,528. This compares with $1,- | serves. 
116,064 in 1955. * * * 
Net sales totalled $29,265,416, an | Associated Spring 


the deat pa cape — Associated Spring Corp., Bristol, 
> Conn., first-quarter report, 1956 vs. 


port, 1956 vs. 1955: Sales, $17,361,102 
and $13,862,560; profits, $952,306 and 
$394,865. 





Stewart-Warner Reports 
Profit of $1,718,528 








* * *~ 
Budd 1955: Sales, $13,957,251 and $12,582,- 
Budd Co, Phiektte, gal ee See 2S ae 
| quarter report, 1956 vs. 1955: Sales, cae Given, reported Up as 
| $83,976,526 and $86,527,996; profits, ? a 
| $3,932,177 and $4,614,525. . 
: > Se Clevite 


: . | Clevite Corp., first quarter of 
National Automotive Fibres 1956, vs. same period of 1955: Net 
Detroit. firetquarter repest” 1956 | Profit, $738,000 and $1,175,000; net 
, - », 2996 | sales $18,592,000 and $16,906,000. 
vs. 1955: Sales, $15,778,030 ana $23,-|°"°s § a oe 
320,191; profits, $258,118 and $985,- ‘ 
866. ’ Corning Glass Works 
Corning Glass Works, first quar- 
|ter of 1956 vs. same period of 
|1955: Net income, $5,084,540 and 
$5,206,446; net sales,- $41,158,464 and 


|Gulf Buys $120 Million 
|Of Union Oil Debentures 


Union Oil Co. of California has | $37,370,618. 


Another First from 





AUTOMATIC TRANSMISSION MASTER OVERHAUL KITS 





A KIT FOR EVERY MAKE AND MODEL—THIS ONE IS FOR HYDRA-MATICS! 


Here they all are in one master overhaul kit! — all the 
parts engineers say you should replace whenever you re- 
pair an automatic transmission. These are the moving 
parts that wear out and the gaskets and seals that should 





MASTER OVERHAUL KITS INCLUDE ALL necessary friction discs, spacer 
plates, gaskets, front and rear clutch piston seals and expanders, ‘‘0” rings, 
reverse clutch piston seals, front oil pump seal, and rear bearing oil seal. 


im 





be renewed to avoid costly comebacks. Automatic 
transmission overhauls are profitable. With these new 
Raybestos kits you can be sure of your work. Ask your 
Raybestos jobber for full details or send in the coupon. 








CS ee ee er ee eae eee eee — 
| | 
RAYBESTOS DIVISION ! 
| Raybestos-Manhattan, Inc., Bridgeport 2, Conn. 
Please rush me more information on the Raybestos 
| Automatic Transmission Master Overhaul Kits. | 
| | 
| Name | 
! ! 
| Title 
| Company 
| | 
| Street City State | 
| | 





MAKERS OF AMERICA’S 


BIGGEST SELLING BRAKE LINING 
RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch Facings « Fan Belts Radiator Hose « Industrial Rubber, Engineered Plastic, and Sintered Metal 
Products « Rubber Covered Equipment « Asbestos Textiles « Laundry Pads and Covers « Packings « Abrasive and Diamond Wheels « Bowling Balls 
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MILLER Zemocutable 
Se mA AL At 


Thousands 
Sold by Car 
Dealers 


Century Riviera, $2,555*; Special Rivi- 
era, $2,550°. ‘55 Century Riviera, $2,- 
205* (ps), $2,140°; 4-dr., 4 at $2,150*, 
$2,005*, $1,935°, $1, 925°, $1,915*, $1,- 
905*, $1,805*. 54 Century station wagon, 
$2,100* (ps); Special Riviera, $1,465*. 
’53 Super Riviera, $935*. ’52 Super sta- 
tion wagon, $810*. 

CADILLAC—’56 Eldorado Seville, 
(ps); (62) 4-dr., $4,590* (ps), 
(ps). °55 (62) coupe de Ville, 
(ps); conv., $3,100* (ps); (60) Special 
4-dr., $3,600* (ps). '54 (62) 4-dr., §2,- 
860* (ps), $2,755* (ps). 

CHEVROLET—’56 Bel Air (8) Sport sedan, 
$2,550* (ps), $2,510%; 4-dr., $2,200*, 
$2,185*, $2,145*, $2,090; Two-ten (8) 
4-dr., $2,075*, $2,005*. °55 Bel Air (8) 
Sport coupe, $1,820*, $1,760*, $1,650; 
Two-ten (8) station wagon, $1,780*, $1,- 
690*, $1,685*; Two-ten (6) 2-dr., 2 at 
$1,190, $1,185, 6 at $1,180, $1,150. ‘54 
Bel Air Sport coupe, $1,200*. '53 Bel Air 
Sport coupe, $1,035*, $950*; Two-ten 
conv., $850. °52 Bel Air coupe, $635*; 
2-dr., $195. 

CHRYSLER—’54 Windsor 4-dr., 
(ps). '53 NY 4-dr., $1,030* (ps). 
4-dr., $435* (ps). 

DeSOTO—’55 Fire Dome 
750*, $1,695*, $1,615*. 

DODGE—’55 Royal (8) conv., 
Coronet (8) Hardtop, $775*. 

FORD—’56 Fairlane (8) Victoria, $2,385*, 






$5,650° 
$4,130* 
$3,740* 


Now @ SIZES 


7. LONG JOHN 
for Station Wagons 
74” Long in UP Position—90" Down 


2. STANDARD 


$1,275* 
52 NY 


$1,- 
"53 


(8) 4-dr., 


$1,975*. 





$2,160* (ps); Custom (8) 4-dr., $1,885°. 

for All Cars "55 Thunderbird conv., $2,650*, $2,600; 

” ° on ” Fairlane (8) Crown Victoria, $1,880*, 
56” Long in UP Position—72" Down $1,845*; Victoria, $1,825*, $1,755, 2 at 
. . * *. 

* Can be changed from car to car without oraees ‘wagon reste os teeat cai 
Si cape Semeaes pet Cr Victoria, $1,150°; conv., $1,150*. '53 


different makes and models. 


Crest (8) Victoria, $1,000*. 

HUDSON—’55 Hornet (6) Hollywood, $1,- 
795°. '54 Wasp 4-dr., $825. °53 Jet 4-dr., 
$325. 

LINCOLN—’55 Capri 
Capri coupe, $1,355* 
politan coupe, $1,145°. 

MERCURY—’56 Custom 4-dr., $2,400. ‘55 
Monterey station wagon, $2,355* (ps); 
Montclair 4-dr., $1,905*; Custom Sport 
coupe, $1,775. '54 Monterey station wag- 


e FITS ALL CARS! 

@ CLAMPS SECURELY! 

© ON or OFF in a Jiffy! 
e NO HOLES TO DRILL! 












coupe, $2,005*. °53 
(ps). °'52 Cosmo- 






Miller Saddles Lock on on, $1,445; Custom 4-dr.,  $1.100°. 53 
s Monterey Sport coupe, 1,0: e, 
Where Car Top is Strongest. NASH—’56 Rambler 4-dr., $1,800. 
OLDSMOBILE — ’56 (98) conv., $3,440° 






(88) Super Holiday, $3,050* (ps); 
$2,550*. °55 (98) Holiday, 
(88) Super 4-dr., $1,655. 
$1,810* (ps); (88) Super 


(ps); 
Deluxe 4-dr., 
$2,525° (ps); 
"54 (98) 4-dr., 


4 Mich 





5919 Tireman. Detroit 


MILLER MFG. CO. 











OHLERT ALL PURPOSE SYSTEM 
REVOLUTIONIZES CAR WASHING AND 
PUTS IT WITHIN REACH OF EVERYONE 





A COMPLETELY 
WASHED CAR 
EVERY 

10 MINUTES! 


7 


i 


ment LANSING- 


MICHIGAN 


Gives quick car-wash service without 

beat Tithe Ms libata Col tata] a oe 

No interruption of regular routine. 

ONE MAN can operate it and wash at least 
27 cars a day. Two men can handle 40 cars. 
MMT leh MMO c mI Meet Mie melt Mama ot tel 
the work of operator as it washes away the dirt and 


grime and thoroughly rinses away detergent 


DUT | 


LANSING 5 












WOHLERT CORPORATION e@ LANSING, MICHIGAN 
Please send Informative Car Washer Folder 


MICHIGAN ADDRESS 


Used-Car Auction Prices 


PLYMOUTH—'56 Belvedere (8) 4-dr., 


PONTIAC—’56 Star Chief 


STUDEBAKER — 


WILLYS—’56 station wagon, 
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4-dr., $1,595* (ps), $1,555* 
(98) Holiday, $1,340* (ps). 


(ps). ’54 
$2,- 
$1,550. '55 Belve- 
$1,525, $1,485*, $1,405, 
(6) 4-dr., $1,155. '53 
$625*, $545*. °52 Cran- 
$485. 


075*; Plaza (8) 4-dr., 
dere (8) 4-dr., 
$1,135; Plaza 
Cranbrook 4-dr., 
brook Belvedere, 
(8) Catalina, 
$2,440*; Chieftain (8) Catalina, $2,280*. 
’55 Star Chief (8) conv., $2,020* (ps); 
Catalina, $2,005*- (ps), $1,520*; Chief- 
tain (8) Catalina, $1,795*, $1,775*. ‘54 
Star Chief (8) Catalina, $1,315*. ’53 
Chieftain (8) Catalina, $930*. 

"51 Commander conv., 
$225. 


$2,100, $1,- 


365. '51 station wagon, $550. 
MISCELLANEOUS—’56 GMC %%-ton pick- 

up, $1,650; Willys %-ton pickup, $1,800; 

Chevrolet Handyman, $1,925. '55 Dodge 


%-ton pickup, $1,300; GMC 1-ton stake, 
$1,095. °52 MG conv., $670. '51 Dodge 
%-ton pickup, $330, $290; Chevrolet %- 
ton pickup, $500, $390. '49 Dodge %-ton 
pickup, $215. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 


Tuesday and Friday. Prices are for sales 
of Apr. 24-27.) 


(Market strong and buying brisk. Clean 
merchandise paying a premium, Sold 84 
percent of approximately 300 offerings.) 
BUICK—’54 Special sedan, $1,210. 53 RM 

sedan, $970* (ps); Special sedan, $850*, 
$810*. '52 Special sedan, $295*. '50 Su- 
per Riviera, $290*; Special sedan, $255*. 

’49 Super sedan, $105. 
CADILLAC—’55 (62) 4-dr., 

*51 (62) sedan, $900*, $840*. 

Special sedan, $485*, $400*, 

(62) sedan, $485*, $400°*. 
CHEVROLET — ‘56 Two-ten (8) 

wagon, $2,100*; Bel Air (6) Hardtop, 

$2,095. '55 Two-ten (6) sedan, $1,160. 

’54 Two-ten station wagon, $1,095; se- 

dan, $905. '53 Bel Air sedan, $880*; Two- 

ten sedan, $685*, $645. 52 SL Deluxe 
sedan, $605*. "51 SL Deluxe sedan, $375*; 

SL Special sedan, $365. 50 SL Deluxe 

sedan, $305, $295, $250*. '31 sedan, $120. 
DeSOTO—’'53 Fire Dome (8) sedan, $805*. 

"52 sedan, $405; sedan, $480. '49 sedan, 

$325. 

DODGE—’53 Coronet (8) sedan, $675. "52 
Suburban, $875. '49 Coronet sedan, $275. 
FORD—’55 Custom (8) 4-dr., $1,160. '50 
Main (8) sedan, $800. ‘53 Custom (8) 
sedan, $840*, $775; Crest (8) 
$935*; Main (6) sedan, $575. 
(8) conv., $595. °51 Custom 
$445, $360*, $300°; Deluxe 
$190. ‘50 Custom (8) sedan, 
Custom (8) sedan, $155, $100. 


$3,450* 
50 
$375°*. 


(ps). 
(60) 


station 


(8) 
(8) 
$180. 


sedan, 
sedan, 
"49 


HUDSON—’51 Hornet sedan, $285*; Pace- 
maker sedan, $160. 

LINCOLN—'51 sedan, $310*. 

MERCURY—'51 sedan, $375, $365. '49 se- 


dan, $160. '48 sedan, $125. 
NASH—'53 Ambassador sedan, $590*. ‘52 


Ambassador sedan, $495*. ‘51 States- 
man sedan, $140*; Rambler conv., $240. 
"50 Statesman sedan, $145. "48 Ambas- 
sador sedan, $120. 

OLDSMOBILE—'51 (88) Holiday, $485*; 
Super (88) sedan, $380*. '50 (88) sedan, 
$300°. °49 (98) sedan, $135*°. ‘48 (98) 


sedan, $100°*. 

PLYMOUTH—'54 Savoy sedan, $900, $875, 
$725*. °53 Cranbrook sedan, $575; Cam- 
bridge station wagon, $900; sedan, $510. 
‘52 Cranbrook sedan, $480, $400. °50 
Special Deluxe sedan, $325, 
Special Deluxe club coupe, $125. 

PONTIAC—’'54 Chieftain (8) sedan, $890°. 


'63 Chieftain (8) sedan, $900*, $880*, 
$750*. ‘52 Chieftain (8) sedan, $485*. 
"51 Silver Streak (8) Catalina, $520*; 
sedan, $390*, $345. '50 Silver Streak (8) 
conv.. $355* 

STUDEBAKER — ‘52 Commander sedan, 
$225*, $215; Champion sedan, $275*. °51/| 
Commander sedan, $170*. '50 Champion 
sedan, $175. 

WILLYS—’51 (4) station wagon, $250*, 
$185 

MISCELLANEOUS—’53 Chevrolet ‘%-ton 


J sedan, $185. ‘52 
Ford %-ton pick- 


pickup, $610; Henry 
Henry J sedan, $195*; 
up, $600. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of May 1.) 

(Market very strong on most clean 
autos. Demand strong throughout sale. 
We had a nice consignment of cars this 
week and sold 111 out of 166.) 


BUICK—’56 Special 4-dr., $2,450*, $2,200°; 
2-dr., $1,935* (ps), $1,470; conv., §$2,- 
175*; Super Riviera, $2,190* (ps); Cen- 
tury 4-dr., $2,045*. '54 Century Riviera, 
$1,600*; Super Riviera, $1,475*, $1,465*, 
$1,375*. '53 Special 2-dr., $810; 4-dr., 
$720. '52 Super Riviera, $240*; RM Rivi- 
era, $105*. 

CADILLAC—'53 (62) 4-dr., $1,675*; coupe 


de Ville, $1,660*. 
(ps). 
CHEVROLET—'55 Bel Air (8) Sport coupe, 
$1,680*, $1,550; Two-ten (8) station wag- 
on, $1.585: 4-dr., $1,215*; Two-ten (6) 
2-dry .$1,360*, $1,325, $1,150; 4-dr., $1,- 
305*; One-fifty (6) 4-dr., $1,055. ’54 Bel 
Air club coupe, $1,255*; Two-ten 2-dr., 
$995*, $785; 4-dr., $865, $810, $745. '53 
Two-ten station wagon, $950; 4-dr., 
$750*; 2-dr., $690, $560, $500; Bel Air 
4-dr., $800*, $775, $605. '52 SL Deluxe 
2-dr., $415, $345. '51 SL Deluxe 2-dr., 
$320*; club coupe, $225; SL Special 2- 
r., $225. '50 SL Deluxe 4-dr., $255; FL 
Deluxe 2-dr., $155; SL Specia] 2-dr., 
$150. 
CHRYSLER—’53 Windsor Newport, $700*. 
DeSOTO—’55 Fire Dome (8) 4-dr., $1,695*. 
DODGE—’54 Coronet station wagon, $1,- 
010. °53 Coronet (8) 4-dr., $595, $575. 
*52 Coronet 2-dr., $245. '49 Coronet 4-dr., 


’56 Fairlane (8) 4-dr., $2,100* 

. ’°55 Fairlane (8) Crown Victoria, 
$1,715*, $1,700*; Custom (8) 4-dr., $1,- 
275; 2-dr., $1,280, $1,225; Custom (6) 
2-dr., $1,120.. '54 Crest (8) Victoria, 
$1,170*; Custom (8) 4-dr., $965; 2-dr., 
$950, $900*. '53 Custom (8) 4-dr., $785; 
Custom (6) 4-dr., $600; Main (8) 2-dr., 
$560. °52 Custom (8) 2-dr., $540*. ’51 
Custom (8) 2-dr., $245; 4-dr., $185*. ’49 
4-dr., $110. 

LINCOLN—’54 Capri 4-dr., 


"52 (62) coupe, $1,325* 


$1,510* (ps). 


"49 | 





Victoria, | 
"52 Crest | 


j 
| 


$295. °'48 


| 
| 


| BUICK—’55 Super Riviera, $2,040* 





PONTIAC—'55 Chieftain 


nesday. 


BUICK—'53 RM 4-dr., 


CADILLAC—’41 
CHEVROLET—’55 Two-ten 


— Monterey club coupe, $2,. 

80 

OLDSMOBILE — ’56 (88) Super Holi‘ay 
2 at $2,600* (ps). '55 (98) 4-dr., $2 160¢ 
(ps); conv., $2,015* (ps). '54 (98) 4 ar. 
$1,490*, $1,415*; (88) 4-dr., $1,485* $1, 
425*. '52 (88) 4-dr., $660*. 51 (88) 4-dr. 
$500*; (98) Holiday, $455*. ’50 (8°) 4. 
r., $270*, $245; 2-dr., $200; (98) 4-ar. 
$205*. ; 


PLYMOUTH—’55 Savoy (8) 4-dr., $1..00*, 


‘54 Savoy club coupe, $900; 4-dr., ; 
'53 Cranbrook Belvedere, $725*. '51 « 
brook club coupe, $175. '50 Deluxe 2-dr. 
$145. r 
(8) club coupe, 
$1,800°; 2-dr., $1,500*; 4-dr., $1,275. 
station wagon, $1,600. '54 Chieftai; (8) 


4-dr., $1,175, $1,100*. °53 Chieftain (8) 
4-dr., $800*, $685. °52 Chieftain (*) 4. 
dr., $485*°. '51 Silver Streak (8) 4-dr., 
$295*. ‘50 Silver Streak (6) 2-dr., $225, 
STUDEBAKER—’54 Champion 4-dr., $700. 
"53 Commander Hardtop, $630*. 
MISCELLANEOUS—’55 Ford %-ton pick- 
up, $945*. 
DANVILLE, VA. 
(Danville Auto Auction. Sale every Wed- 


Prices are for sale of May 2 
(Rain today, however, there was a 
very strong demand for clean autos, 
Sold 122 cars out of 168 offerings.) 
$905. °51 Special 
$380. ‘50 Super 4-dr., $400*, 
2-dr., $195*; Riviera, $250; RM 
$135. '49 RM 4-dr., $145°. 
(75) 4-dr., $305. 
(8) Sport 
$1,305; Del- 
Air, (6) 4-dr., 


Riviera, 
$250; 
conv., 


coupe, $1,565, $1,520; 4-dr., 
ray coupe, $1,240; Bel 
$1,300. ‘54 Two-ten 2-dr., $745. '53 Bel 
Air 4-dr., $855*; 2-dr., $820; Two-ten 
4-dr., $800*; 2-dr., $605. ‘52 SL De- 
luxe club coupe, $605; 4-dr., $390; 2-dr., 
$370. ‘51 SL Deluxe 2-dr., $290, $180. 
’50 SL Deluxe 4-dr., $355, $285, $225; 
club coupe, $225. °49 SL Deluxe 2-dr., 


$375; 4-dr., $340, $255, $150. 

CHRYSLER—’50 Windsor 4-dr, $785 

DODGE—’'56 Coronet 2-dr., $1,750. ‘55 
Coronet 4-dr., $1,255*, $990. °50 Coronet 
4-dr., $220. 

FORD—'55 Fairlane (8) Victoria, $1,695; 
Custon (8) 4-dr., $1,285, $1,130. ‘54 
Custom (8) 2-dr., $1,005; Main (8) 
2-dr., $780. '53 Crest (8) Victoria, $870, 
$805; Custom (8) conv., $780; 4-dr., 
$715, $410; Main (8) 2-dr., $500, $430, 
$365; 4-dr., $420. °52 Custom (8) 2-dr., 
$640; 4-dr., $565; Crest (8) Victoria, 
$505; Main (8) 4-dr., $340. '51 Custom 
(8) conv., $240; 2-dr., $450, $395, $295, 
$300; Victoria, $215. ‘50 Custom (8) 2- 
dr., $320, $200; club coupe, $385, $280; 
4-dr., $175. '49 Custom (8) 2-dr., $185; 
Deluxe (8) 2-dr., $160. '48 2-dr., $190. 

MERCURY—'55 Monterey 4-dr., $1,540, 


$1,450; Custom 2-dr., $1,470. '54 Custom 


2-dr., $1,150. ‘52 Monterey 4-dr., $640. 
"51 Monterey 2-dr., $655. ‘50 4-dr., $280, 
$225. '49 Custom 4-dr., $130°. 
NASH—’52 Statesman 2-dr, $480. ‘51 
Rambler 2-dr., $405°*. 
OLDSMOBILE—'53 (88) 4-dr., $605. ‘51 
(98) 4-dr., $295°; (88) 4-dr., $515. ‘50 
(88) 4-dr., $500*, $445, $300°. °49 (88) 
4-dr., $210; 2-dr., $155. 
PLYMOUTH—’55 Savoy (6) 4-dr., $1,090. 
'54 Savoy 2-dr., $900. ‘53 Cranbrook 
Belvedere $480. ‘52 Cambridge 4-dr., 
$425. ‘51 Cranbrook Belvedere, $465, 
$175. 50 Deluxe 4-dr., $160. 
PONTIAC — '52 Chieftain (8) Catalina, 


$730°; sedan, $455. "50 Silver Streak (8) 
4-dr., $255; 2-dr., $150°; conv.. $120°. 
'49 Silver Streak (8) 4-dr., $155, $145. 


STUDEBAKER—'53 Champion 2-dr., 
$435*. 

MISCELLANEOUS—’54 Chevrolet %-ton 
pickup, $645. ‘53 Ford ‘%-ton pickup, 
$595, $575. ‘51 Chevrolet %-ton panel, 


$200; Hornet 4-dr., $150*. ‘50 GMC %- 
ton pickup, $265. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of May 2.) 
(Market still very strong but should 
start declining. Sold 72 cars out of 127 
offerings.) 
(ps). 
’54 Super Riviera, $1,525*. °53 Special 
4-dr., $800*. "51 Super 4-dr., $495*. ‘50 
Special 4-dr., $275, $110. 
CADILLAC—'54 (62) coupe de Ville, $3,- 
100* (ps). "53 (62) coupe de Ville, $1,- 
730°. '49 (62) 4-dr., $505*, $375*. 
CHEVROLET—'56 Bel Air (8) Hardtop, 
$2,200*. "55 Two-ten (6) 4-dr., $1,275°, 
$1,270, $1,200; One-fifty (6) 4-dr., $1,- 
075, $1,055. ‘54 Two-ten 4-dr., $975, 
$880; One-fifty 2-dr., $750, 2 at $700. 
’53 Two-ten 4-dr., $710, $695, $685. ‘52 
SL Deluxe 4-dr., $475*, $420. ‘51 SL 
Deluxe 4-dr., $410. ‘50 SL Deluxe Bel 
Air, $415*, $410°; 2-dr., $370, $290. 
DODGE—’56 Royal Lancer, $2,375* 
"52 Coronet 4-dr., $370*. 
FORD—'56 Custom (8) 2-dr., 
Fairlane (8) 4-dr., $1,570°*, 
tom (8) 4-dr., $1,410* (ps), $1,350, 
$1,295. ‘54 Custom (8) 4-dr., $1,005, 
$970. '53 Crest (8) Victoria, $1,050, $1,- 
025; Custom (8) 2-dr., $730. '52 Main 
(8) 2-dr., $425. '51 Crest (8) Victoria, 
$455*; 4-dr., $330. '50 Deluxe (8) 4-dr., 
$330, $220, $140. 
HUDSON—'49 Deluxe 4-dr., 


(ps). 


$1,565. °55 
$1,535*; Cus- 


$135. 


MERCURY—’'52 Custom 4-dr., $660. "49 
Custom 4-dr., $140. 
NASH—’'53 Ambassador 4-dr., $685. ‘52 


Rambler sedan, ’51 Statesman 2- 
dr., $180. 

OLDSMOBILE—’55 (98) Holiday, $2,400* 
(ps); (88) Holiday, $2,100* (ps). ‘53 
(88) 2-dr., $1,270*. °50 (88) 2-dr., $255*. 

PLYMOUTH—'56 Savoy (6) 4-dr., $1,300. 
"55 Plaza (6) 4-dr., $1,110. '54 Savoy 
2-dr., $715. °53 Cranbrook 4-dr., $630*. 

PONTIAC—’54 Chieftain (8) Catalina, $1,- 
500; 4-dr., $1,030, $1,020, $980. ’52 Chief- 
tain (8) 4-dr., $490. $450. ‘51 Silver 
Streak (8) Catalina, $330. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of May 3.) 
(Inclement weather held consignments 


$610. 


down, however, cars sold well. Sold 65 
autos out of 85 offerings.) 

BUICK—'55 Century conv., $1,975* (ps). 
"54 Special 4-dr., $1,400*, $1,200; Rivi- 
era, $1,365*. '53 Super 4-dr., $810*. °52 
Super 4-dr., $610*; Riviera, $585*. ‘50 
Super 4-dr., $250*; Special 4-dr., $180*. 


‘49 Super 4-dr., $130*. 

CADILLAC—'52 (62) coupe de Ville, $1,- 
500* (ps); 4-dr., $1,135*. '51 (62) 4-dr., 
$1,050*. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
310, $1,265, $1,255; One-fifty 2-dr., $1,- 
065. '54 Bel Air 4-dr., $1,050*; 2-dr., 
$985"; 

(Continued on Page 47, Col. 1) 


Two-ten 2-dr., $865; One-fifty » 
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"55 Bel Air (8) conv., $1,615*; Two-ten $695*; (88) 2-dr., $715* (ps), ’51 (88) $1,950; Custom (8) 4-dr., $1,850, $1,580. 
(8) 4-dr., $1,200, $1,150; 2-dr., $1,175. Super 4-dr., $460*. ‘55 Thunderbird, $2,250*; Fairlane (8) 
54 Bel Air Sport coupe, $1,2i0*; One- PLYMOUTH—’55 Savoy (8) 4-dr., $1,365* 4-dr., $1,600*. '54 Custom (8) 4-dr., $1,- 
fifty station wagon, $1,040; Two-ten 2- (ps); 2-dr., $1,350* (ps). '54 Belvedere 000*; Main (8) 2-dr., $740, $675. ‘53 
dr., $885, $730, $725; 4- dr., $775. °53 4-dr., $945*. '50 Special Deluxe coupe, Custom (8) 4-dr., $750; conv., $725*; 


One-fifty station wagon, $830. ’52 SL De- $165. "49 Special Deluxe 2-dr., $140. 2-dr., $720; Main (6) 4-dr., $670. "61 
luxe 4-dr., $515*, $485*; 2-dr., $500, PONTIAC—’55 Chieftain (8) Catalina $1,- Custom (8) 4-dr., $475; 2-dr., ” $425; Cus- 
$485. ‘51 SL Deluxe 2-dr., $360. 50 SL 945* (ps). '54 Star Chief (8) 4-dr.. $1.- tom (6) 4-dr., ” $335 »  *SO Custom (8) 
. a Deluxe 2-dr., $295. 175*. '52 Chieftain (8) 2-dr., $420°. 2-dr., $200; 4-dr., $290. ‘48 2-dr., $120. 
(Continued from Page ) aT oe NY 4-dr., $2,170* (ps). STUDEBAKER—’55 Commander Hardtop, LINCOLN — '56 Premiere coupe, $3,750* 

Handyman, $875. '53 Bel Air Sport coupe,| 4-dr., $645. °49 Special Deluxe club/ ¢21., el fe’ Eee 53 NY 4-dr.,|  $1,470°. (ps). 
$905; 4-dr., ge at hog -fifty 4-dr., $510.| coupe, $235; 4-dr., $205. DODGE—’55 Royal. 4 dr.. $1,575°: Hara “maa poe eee ee 
"52 SL Special Business coupe, $390. 51] PONTIAC — '54 Chieftain (8) Catalin S-dr., $1,575°; fe ; onterey Hardtop, §1,610°; Custom 
$965, 53 Chieftain (8) 4-dr.. §775° (ps), | t0P, $1,690* (ps). '53 Meadowbrook sta- VALDOSTA, GA. 4-dr., $1,600*, "54 Monterey coupe, $1,- 


FL Deluxe 2-dr., $225*. '50 SL Deluxe 
Bel Air, $245. 

pesoTO — ’'53 Fire Dome (8) Hardtop, 
$885°. 

DOPGE—’51 2-dr., $210*. °49 club coupe, 
$150. 

FORD—'56 Main (8) Ranch Wagon, $1,- 
950. '55 Country sedan, $1,625; Fairlane 
© Town sedan, $1, 460; Custom (8) 4 

$1,275. '54 Custom (8) 4-dr., $1,025. 
83 Main (8) Ranch Wagon $950. "52 
Main (8) Ranch Wagon, 25, $610*. 
*51 Custom (8) 4-dr., $305; 2-dr., $255. 
49 Custom (8) 4-dr., $145; 2-dr., $135. 

HUDSON—’55 Hornet 4-dr., $1,310*, $1,- 
290°. 

LINCOLN—’52 Capri 4-dr., $975* (ps). 

MERCURY—’55 Montclair coupe, $2,010*. 

OLDSMOBILE—’55 (98) Holiday, $2,090*. 
"54 (88) Holiday, $1,660*; Super 4-dr., 
$1,505* (ps). ‘53 (98) 4-dr., $1,135*, 
$1,125*. '52 (98) 4-dr., $775*°; (88) Su- 
per coupe, $635°. 

PLYMOUTH — '52 Cambridge Suburban, 
$630. '51 Cranbrook 4-dr., $300. 

PONTIAC — ‘49 Silver Streak (8) 4-dr., 
$155*. '48 Torpedo (8) 4-dr., $150. 

STUDEBAKER—'49 Champion conv., $140. 

MISCELLANEOUS—'53 Ford %- -ton pick- 
up, $750, $605. ‘51 International 1-ton 
pickup, $525. ‘50 Dodge %-ton pickup, 
$345. °48 Ford 1%-ton truck, $400. 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of May 3.) 

(Market good.) 

BUICK—'55 Super Hardtop, $2,025* (ps). 
’54 Super 4-dr., $1,510*. ‘52 Super Rivi- 
era, $625*. "50 Special 2-dr., $270; 4-dr., 
$220. 

CADILLAC—'51 (62) coupe de Ville, $1,- 
000° (ps). 

CHEVROLET—’'56 Bel Air (8) Sport coupe, 
$2,150*; station wagon, $2,150*; 4-dr., 


$2,045* (ps), $1,950*. '55 Two-ten (8) | 


2-dr., $1,170; Two-ten (6) 2-dr., $1,115. 
'54 Bel Air 2-dr., $1,105; Two-ten 4-dr., 
$960; One-fifty 2-dr., $790. '53 Bel Air 
4-dr., $840; Two-ten 2-dr., $745. '52 SL 
Deluxe 2-dr., $505, $455; 4-dr., $425. ‘51 
SL Deluxe 2-dr., $355, 2 at §250*. '50 SL 
Deluxe 2-dr., $200. 

CHRYSLER — '55 Windsor 4-dr., $1,995* 
(ps). °49 Windsor 4-dr., $150. 

DeSOTO—'48 4-dr., $120°*. 


DODGE—'53 Coronet (8) 2-dr., $585*. °51/ 


Wayfarer 2-dr., $345*. ‘50 Meadowbrook 
4-dr., $195. 

FORD—'56 Fairlane (8) Victoria, $2,350*, 
$2,180*. "55 Fairlane (8) conv., $1,690°; 
2-dr., $1,515*; Custom (8) 4-dr., $1,255*, 
$1,235*. °54 Crest (8) Victoria, $1,250°, 





$1,225*; Custom (6) 2-dr., $730°. °53| 


Main (8) Ranch Wagon, $985*; Custom 
(8) 2-dr., $825, $540; 2-dr., $650; Cus- 
tom (6) 2-dr., $645°; Main (6) 2-dr., 
$505*; 4-dr., $370. ‘52 Crest (8) Vic- 
toria, $760*; Custom (8) 4-dr., $625, 
$590; 2-dr., $525*, $520; Main (8) 2-dr., 
$530. ‘51 Custom (6) 2-dr., $350°. '50 
Custom (8) 4-dr., $350*, $215; Deluxe 
(8) 4-dr., $190. 

HUDSON—'54 Hornet 4-dr., $945*. 

KAISER—’51 4-dr., $150 

LINCOLN—'51 4-dr., $375* (ps). 


MERCURY — '55 Monterey Hardtop, $2,- | 


020°. ‘54 2-dr., $1,075*. "52 4-dr., $630°. 
"51 coupe, $500. "49 Sport sedan, $135°. 


NASH —'53 4-dr., $595*°. ‘51 Statesman) 


Station wagon, $365. 

OLDSMOBILE—’55 (88) Holiday, $2,000*; 
Super 2-dr., $1,760*; Deluxe 2-dr., $1,- 
580°. °54 (98) 4-dr., $1,665* (ps). ‘51 
(88) Super 2-dr., $600*. 

PACKARD — '53 4-dr., $675*. ‘51 4-dr., 
$490*, $285*. 

PLYMOUTH—'55 Belvedere (6) 4-dr., $1,- 
340° (ps). ‘54 Belvedere 4-dr., $960*, 
$880*. °53 Belvedere 2-dr., $685*; Cran- 
brook 4-dr., $515, $450. ‘51 Cranbrook 
4-dr., $290, $200 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
320°. ‘55 Star Chief (8) 4-dr., $1,795*. 
"54 Star Chief (8) sedan, $1.085*. ‘53 
Chieftain (8) 2-dr., $670. ‘51 Silver 
Streak (8) 4-dr., $290° 


STUDEBAKER "53 Commander club 
coupe, $715*. 

WILLYS—'53 Aero sedan, $445 

MISCELLANEOUS — ‘55 Chevrolet 2-ton 


truck, $950; Ford %-ton pickup, $1,000. 
‘54 MG roadster, $925. ‘53 Ford truck, 
$600. ‘51 Ford '+-ton pickup, $395; Chev- 
rolet %-ton pickup, $415. '49 Willys %- 
ton pickup, $410. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 3.) 
(Prices bringing retail on sharp units. 
Consignments down, probably due to 
slump in new-car sales and shortage of 
used cars. Sold 67 out of 83.) 
BUICK—’55 Special Riviera, $1,780*. ‘54 


Super Riviera, $1,365; Special Riviera, | 


$1,360. '52 RM Riviera, $600*. '50 Spe- 
cial 4-dr., $230*; RM 4-dr., $150*. 

CADILLAC —'56 (62) 4-dr., $4,125* (ps). 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
350; Two-ten (6) 2-dr., $1,210. '54 Two- 
ten 2-dr., $875. '53 Bel Air 4-dr., $705; 
Two-ten 2-dr., $615. '51 FL Deluxe 4-dr., 
$430*; SL Deluxe 2-dr., $280. ‘50 SL 
Deluxe 2-dr., $300*, $260; SL Special 
2-dr., $285, $135; FL Deluxe 4-dr., $190. 
aan SL Deluxe conv., $250; 4-dr., $140, 

CHRYSLER—’ 51 Windsor 2-dr., $420. 

DeSOTO—'54 Fire Dome (8) 4-dr., $1,180. 
*53 Fire Dome (8) 4-dr., $800. "51 4-dr., 
$395*; club coupe, $240*. ’49 4-dr., $175. 
DGE—’55 Custom Royal Hardtop, $1,- 
675*. °53 Coronet (8) Hardtop, $630. '52 
Coronet 4-dr., $400 (ps). ‘51 Coronet 
4-dr., $395, '$300*. °50 Coronet club 
coupe, $235. 

FORD — ’56 Fairlane (8) 4-dr., $2,055* 
(ps). '55 Custom (8) 4-dr., $1,150; 2-dr., 
$1,325, $1,180. '54 Crest’ (8) Victoria, 
$1,225" (ps). '53 Custom (8) 2-dr., 
$710*; 4-dr., $700. '51 Custom (6) 2-dr., 
$420; Deluxe (8) 2-dr., $345; Custom 
(8) 4-dr., $320*. ’°49 Custom (8) Business 
coupe, $175. 

HUDSON—'51 Commodore 4-dr., $245*. 

MERCURY—'50 2-dr., $230*. 

OLDSMOBILE—'51 (98) Holiday, $500*; 
4-dr., $500*. 

PLYMOUTH — °56 Savoy (6) Suburban, 
$1,825. '55 Plaza (8) station wagon, $1,- 
435. ’54 Plaza 4-dr., $670. '53 Cranbrook 


| 


| 








: tion wagon, $810; Coronet conv., $790*. (T H 305*; Cust 4-d) 1,120. '53 C 
DEBAKE 52 ampi a , , ’ ‘om Hewitt Auto Auction. Sales every ; Custom r., $1,120. ‘ustom 
ay an gaee ‘5 Oe er, FORD—'56 Fairlane (8) Victoria, $2,240*| Thursday and Friday. Prices are for sales| 4-dr., $760. '52 Custom Hardtop, $650; 





i S60 aan . (ps), $2,125*, $2,100* (ps); 4-dr., $1,-| of May 3-4.) 4-dr., $200. 
MISCELLANEOUS — "85 Chevrolet %-ton| 57%? GURGI G) AGh. 8 100%, $L670:| | (Sale wore up an. we had a bie, de; | OLDSMOBILE, 56 (9), Holger, $2.20 
, d conv. -| mand for all . ; top, .750*; (88) Holiday, 

pickup, $950. °52 Dodge %-ton panel, 715* (ps); Victoria, $1,595*; 4-dr., $1,-| 280 offerings.) nig herent egies $2,475°* ; coupe, soa3s", 55 (88) 2dr 


$340, "49 Studebaker %-ton pickup, $330. | 565°; 2-dr., $1,420*; Custom (8) 2-dr.,| BUICK—'54 Super 4-dr., $1,460*; Special| $1,600. '52 (98) 4-dr., $750°. ‘51 (88) 
$1,310*; 4-dr.. $1,295*; Main (8) Ranch 4-dr., $1,210*. ‘53 RM 4-dr., $1,000° Holiday, $650*. 
MASON CITY, IA. Wagon, $1,490*. ‘54 Crest (8) Victoria,| (ps). PLYMOUTH—'5¢ Belvedere (8) 4-dr... $1,- 
(Central States Auto Auction, Sale every| $21;750° (ps); Custom (8) sedan, $775°. | CADILLAC—'55 (60) Special sedan, $3,-| 890°; Plaza (8) 4-dr., $1,560*. '54 P 
Wednesday. Prices are for sale of May 2.) 53 Crest (8) Victoria, $925*; Custom 660* (ps); (62) coupe de Ville, $3,625* 4-dr., $700. °53 Cranbrook sedan, «TO. 
{ 54 and (8) 4-dr., $850* (ps); 2-dr., $780*; Main (ps); 4-dr., $3,375* (ps). ’54 (62) coupe, "52 Cranbrook 4-dr., $370. '51 Cambridge 
usar = on a oes yy in (6) £-dr., $650. ‘52 Custom (8) 4-dr., $2,910* (ps). "52 (62) 4-dr., $1,140°*. 2-dr., $275. 
conan cars. ak os . $550*. ‘51 Custom (8) Victoria, $490°. CHEVROLET—'56 Bel Air (8) conv., $2,-| PONTIAC — ‘55 Star Chief (8) Catalina, 
aa _— bles tation wag. —— IN—'55 Rambler station wagon, $1,- oot "55 os = gitses. "és eee $1,885; sedan, $1,490*. '54 Chieftain (8) 
. , ° o-ten (8) 2-dr., $1,150°. ’ ‘o-ten atalin: i3o*. ’ - 
BUICK—’56 Special 2-dr., $2,165°. 55 Su- | MERCURY — ’56 Custom 4- dr., $2,020°; 4-dr., $900*. '53 Bel Air 4-dr., $800; + ws Gaver Gareak (ty ak 
per Riviera, $2,060* (ps); Century 4-dr.,| 2-dr., $1,990°. 55 Monterey’ Hardtop,| Hardtop, $780; 2-dr., $640; Two-ten| 435°. . : 
or eens 54 Century Riviera, $1,550 $1, 870°; 4-dr., $1,710*. °'54 Monterey 4-dr., $700, $650. '51 FL Deluxe 2-dr., STUDEBAKER—’56 Champion 4-dr., $1,- 
(ps) ; 4-dr., $1,545° (ps); Super Rivi- Hardtop, $1,365*. °53 Custom 4-dr.,| $390: SL Deluxe 4-dr., $300; coupe, $250. 500. ’53 Champion 4-dr 3625 51 Cham 
ra, s— ,, $1,450°. "53 Super Riviera,| $860*. ’50 Custom coupe, $215°. "50 SL Deluxe 2-dr., $350; 4-dr., $350. jon coupe, $290 2 : ; 
$1, 015° ; 4-dr., $935°. °51 RM 4-dr.,| NASH — °53 Statesman 2-dr., $600. °52 ’48 club coupe, $220. '46 2-dr., $150. P pe, ; 
$520°; Special 4- dr., $485. Statesman 4-dr., $485*. CHRYSLER — '56 NY St. Regis, $3,350° 
CADILLAC—’ 56 (62) sedan de Ville, $4,- | OLDSMOBILE—'56 (98) Holiday, $2,915* (ps); Windsor 4-dr., $2,750*° (ps). ‘53 DENVER 
880* (ps); 4-dr., $4,245* (ps). "55 (62) (ps); (88) Super Holiday, $2,725* (ps),| Windsor 4-dr., $500. (Jack Layton’s Auto Auction. Sale eve: 
4-dr., $3,185* (ps), $3,050° (ps). '54 (62) | $2,685°; 4-dr., $2,540* "(ps); Deluxe | DeSOTO—'53 Fire Dome (8) 4-dr., $500.| puesday. Prices are for sale of May 1)” 
coupe de Ville, $2,875* (ps); 4-dr., $2,- Holiday, $2,560* (ps). °55 (88) Holiday, *52 club coupe, $395. (Market steady. Demand very wens 
665° (ps), $2,540° (ps). ‘51 (62) 4-dr.,| $2,010*; Super 4-dr., $1,970*; 2-dr., $1,-| DODGE—'54 Meadowbrook 4-dr., $850*.| BUICK.-'56 Century 4-dr., $2890" 2 
$955° (ps). °50 (62) coupe, $890*. 890°. '54 (88) Super Holiday, $1,720*; ‘53 Meadowbrook 4-dr., $200. Riviera, $2,525* ee Special Riviera, n : 
CHEVROLET —'S6_ Bel Air (8) Hardtop, | 4-dr., $1,650°,$1,615°, $1,500°; (98) | FORD—'sé Main (8) Ranch Wagon, $2,-| 410+; Super Riviera, §1,275*. ‘53 RM 
$2,350°; 4-dr., $2,010*; Sport coupe, $2,- 4-dr., $1,605*. °53 (88) Super. 2-dr., $1,- 020°, $1,950; Fairlane (8) 4-dr., $1,975*, : : 7 * 
075°, $2,060°: One-fifty (6) 4-dr., $1,600. 100* (ps). °52 (98) conv., $1,000*; 4- dr., $1,950, $1,930°; 2-dr., $1,850*; Victoria, (Continued on Page 48, Col. 3) 








Now, A Brake As Simple As... 


Auto Specialties aluminum Double-Disc Brakes auto- 
matically keep themselves in adjustment. An amazing 
self-adjusting screw automatically advances the brake 
lining as it wears. Constant pedal height is always maintained. 
100% contact is always maintained between the linings and 
the metal friction surfaces. Braking is safer all the time. 





This self-adjusting screw is a simple, uncomplicated mecha- 
nism with no parts to wear out. It moves only a few thou- 
sandths of an inch at a time. It performs efficiently under the 
most severe braking tests. 


Ball and ramp. This is the exciting self-energizing prin- 
ciple of the Auto Specialties Double-Disc Brake. It is 
effective, yet simple. As braking pressure is applied, the 
actuating discs are forced apart, making contact with the fric- 
tion surfaces. As the torque increases, the balls roll up the 
ramps, forcing the discs further apart. With the discs ener- 
gized, the momentum of the car does 50% of the braking. 
The ball and ramp self-energizing feature of the brake is sim- 
ply constructed. There are no complicated mechanisms, no 
levers to rattle, bend or wear, no parts to break down, nothing 
to wear out, and movement is only a few thousandths of an inch. 





Cooler running. Auto Specialties Double-Disc Brakes 
are aluminum. Aluminum weighs only '/3 as much as 
iron. Aluminum has three times the heat dissipating 
ability of iron. Auto Specialties aluminum brakes get rid of 
heat fast. Run cooler. Do not fade. The aluminum construction 
is simple, there are no complicated parts to wear out. 





Here is a simple brake, the effectiveness of which has been 
proven by a series of tests so demanding that no other brake 
has ever passed them. Auto Specialties engineers will gladly 
talk cost, production, and delivery with car manufacturers, 
knowing that this brake is ready for adoption and is priced 
competitively. 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 
Manufacturing for the automotive and farm machinery industries since 1908 


Plants also at Benton Harbor and Hartford, Michigan and Windsor, Ontario, Canada 
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MAIN OFFICE "AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 











Fast-Selling Safety “Extra”... 


Houser’s SAFETY DOOR LOCK / 


100% EFFECTIVE — Keeps 


$5.66 per Cord 
of 6 pair 
(Specify make 


of cor) 


children safe while riding 
in reor seat! +; 


Pkd. 6 Pair 
on Colorful 
DISPLAY 
CARD 


Cash in on growing demand for safety! 
Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 


minutes. MONEY -BACK GUARANTEE! 


ENGINEERING & MFG., Inc. !ndiane 





$557 


Only 2 Styles 
Fit all Popular 
4-Door Cars 


Ask your 
Jobber or 
Order Direct: 


HOUSER wire: 


|/$1 million a year in 
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AUTOMOTIVE NEWS, MAY 14, 1956 


What the States Are Doing... 


Legislative 


Roundup 


In the Credit Field 


AUSTIN, Tex.—An order calling 


for a 10 percent rate cut on credit | 
health and accident insurance has | 


been issued by the Texas State 
Insurance Commission, The order 
is to take effect July 1. 

It also reduces policy-writing 
fees from 50 to 25 cents and in- 
creases benefits and reserve re- 
quirements, 

The order followed a hearing at 
which pleas for tighter regulation 
of credit insurance were entered by 
spokesmen for the armed forces, 
the anti-usury committee of the 
Texas Junior Bar and Better Busi- 


ness Bureaus. 


The commission declined to com- 
ment on savings to borrowers, but 
the reduction was figured unoffi- 
cially at $2 million to $5 million a 
year. 

The order doubles hospitalization 
benefits, requires successive policies 
to pay for illness or accidents 
which originated during the term 
of a previous policy and raises re- 
serve requirements from 18 to 25 
percent. 

Morris Brownlee, a member of 
the commission, refused to sign 
the order, declaring it did not go 
far enough. 


In Missouri, the Legislature ap- 
proved a request for a referendum 
on a proposed State constitutional 
amendment providing for invest- 
ment of idle state funds in interest- 
bearing time deposits or Federal 
Government securities. 

Sponsors of the bill estimated 
Missouri has been losing nearly 
income that 
could be obtained from the invest- 
ment of idle funds. Such funds 
often exceed $100 million in Mis- 
souri, 

Pennsylvania’s Legislature 
heard a plea for passage of a 
bill designed to protect auto pur- 


chasers against revival of long- 

forgotten installment notes. 

The appeal was made by attorney 
David Kupert, a representative of 
Philadelphia’s Legal Aid Society. 
Two years ago, Kupert successfully 
defended several Philadelphians 
who were being pressed for pay- 
ments on automobiles which were 
repossessed as long ago as 20 years. 

The bill would place a limit on 
the period after repossession during 
which a dealer could seek a defi- 
ciency judgment. 

In Vermont, a State Banking Re- 
port showed that 24 small loan 
firms in Vermont last year made 





27,632 loans for a total of $6,390,367 | 


and collected $951,278.73 interest. 

The firms are licensed to loan 
up to $300. Average amount of 
the loans was $231.27; only 144 
were for $25 or less and 18,213 
were for amounts between $200 
and $300. 

Alexander H. Miller, State bank- 
ing commissioner, said 18,222 of the 
loans were secured by chattel mort- 
gages on household goods, 2,216 by 
automobile mortgages and 5,875 
were based on unsecured notes. 


2-Year Labor Surplus... 


Record-Breaking Year— 


A. H. d’Arcambal, right, president, Pratt 
& Whitney Co., West Hartford, Conn., and 
A. S. Keller, left, general sales manager, 
congratulate Walter H. Beans, assembly 
foreman, on the achievement of his de- 
partment in producing and delivering 
more BG Keller machines in 1955 than in 
any similar period in the company’s his- 
tory. The tracer-controlled units are used 
to make automobile body dies. 


Coal States Feel Pinch 


CHICAGO.—Despite the nation’s 
record prosperity, nearly 70 labor- 
market areas have had substantial 
labor surpluses during most of the 
past two years, according to Busi- 
ness Conditions, monthly review of 
the Federal Reserve Bank of Chi- 
cago. 

About two-thirds of these areas 
are in the Middle Atlantic or 
Southeastern states. with more 
than 30 in Kentucky, Pennsyl- 


Used-Car Auction Prices 


(Continued from Page 47) 


$990* (ps); Super Riviera, $890*. 
"52 Super 2-dr., $445*. '51 RM Riviera, 
$360; Special 4-dr., $290*. ‘50 Super 
Riviera, $360*; 4-dr., $315*. 

CADILLAC—'56 (62) conv., $4,850* 
’55 (62) coupe de Ville, $3,775* (ps). 
(62) coupe, $1,810* (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- | 
230*; Sport coupe, $2,145*; coupe, $2,-| 
105*; Handyman, $2,110. '55 Bel Air (6) | 
coupe, $1,830*; Two-ten (8) 2-dr., $1,-| 
285, $1,230. '54 Bel Air 4-dr., $1,085*; 
2-dr., $920; Two-ten 4-dr., $890*. ‘53 
Two-ten station wagon, $890; 2-dr., $795; | 
4-dr., .$725; Bel Air 2-dr., $695; One- 
fifty 4-dr., $325. "52 SL Deluxe 2-dr., 
$510. °51 SL Deluxe 2-dr., $415. '50 SL/| 
Deluxe Bel Air, $375. ‘49 SL Special) 
2-dr., $305. | 

CHRYSLER—'55 Windsor Hardtop, $2,020* | 
(ps). 54 NY 4-dr., $1,175* (ps). 

DODGE—'55 Coronet (8) 4-dr., $1,550*. 
’52 Coronet 4-dr., $280. ‘49 4-dr., $125. 

FORD—’'56 Fairlane (8) Victoria, $2,250*; 
4-dr., $1,795, $1,605. °55 Thunderbird, 
$2,675* (ps); Custom (8) 4-dr., $1,285. 
’54 Crest (8) conv., $1,160*; 4-dr., 2 at} 
$995*. "53 Custom (8) 2-dr., 2 at $760, 
$675*. °52 Custom (8) 2-dr., $495. °51 
Custom (8) coupe, $395. '50 Custom (8) 
4-dr., $220. °31 (4) Model A 4-dr., $120. 

MERCURY—’55 Monterey 4-dr., $1,775*. 
"54 Monterey Sport coupe, $1,275, $1,- 
010. °53 Monterey coupe, $1,120. °50 4- 
dr., $165. °49 4-dr., $170. 

NASH—'54 Ambassador 4-dr., $940, $765*. 

OLDSMOBILE—’56 (98) Holiday, $3,150* 
(ps). "55 (98) 4-dr., $2,095* (ps), $2,- 
090* (ps); (88) Holiday, $2,205*; Super 
4-dr., $1,815* (ps); Deluxe _4-dr., $1,- 
700*. ’54 (88) Super 4-dr., $1,570*. ‘53 
(98) Holiday, $1,265*; (88) 4-dr., $725*. 
’51 (88) Super 2-dr., $360*; 4-dr., $305*. 
*50 (88) coupe, $310*. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,925* 
(ps). °55 Belvedere (8) 4-dr., $1,410*, 
$1,265; Plaza (8) 4-dr., $1,205. '53 Cam- 
bridge Suburban, $620. '50 Special Deluxe 
4-dr., $200. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $3,120* (ps); Catalina, $2,325*. ’'51 
Chieftain (8) 4-dr., $365*. ‘50 Silver 
Streak (8) 2-dr., $200. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $1,595, $1,495; Ford %-ton pick- 
up, $1,370. '55 Chevrolet %-ton pickup, 
$1,165, $1,160. '54 Chevrolet %-ton pick- 
up, $580; Ford %-ton pickup, 2 at $585, 
$580; GMC *%-ton pickup, $815; %-ton 
pickup, $775; International %-ton pickup, 
$550. '53 Chevrolet %-ton pickup, $530; 
International %-ton pickup, $415. ’52 


4-dr., 


(ps). 
53 | 
| 





Chevrolet %-ton pickup, 2 at $525, $470. |. 


’49 Willys %-ton pickup, $275. '41 Chev- 
rolet %-ton panel, $165. 
** * * 


— Auctions in Brief — 
WINDSOR, VA. 


|}number of dealers 


spite of inclement weather. 


* ~ * 
SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (May 2). Today’s sale was terrific 
on clean and sharp cars. 
. * 


INDIANAPOLIS 
Ken Schaefer Auto Auction. Sale every 
Thursday (May 3). All cars held steady to 
high today as demand remained constant. 
* * 
ST. LOUIS 
St. Louis Auto Auction Barn. Sales every 
Tuesday and Friday (Apr. 24-27). Con- 
signment large and demand good. Sold 263 
cars out of 383 offerings. 
* * * 
N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (May 2). Prices steady with some 
items higher due to shortage of clean cars. 
Sold 63 out of 87. 


* ~ * 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (May 4). Because of extreme fog, a 
did not venture the 
highway, yet we enjoyed a very fine sale 
with 305 offerings. 255 cars changed hands, 
as the market was firm. 


| vania and 
| bank said. 
| Virtually none are in the Great 
| Lakes area or west of the Missis- 
sippi. In almost half the depressed 
areas, mining has been a major 
source of employment. A _ decline 
in output and an increase in ef- 
| ficiency have combined to cut the 
| work force. 
| Turning to the money market, 
|the bank said large-scale demands 
|for credit have pushed interest 
|rates to their highest levels since 
|}the spring of 1953 and in some 
|}cases are higher than the early 
| '30’s. 

During March, the bank pointed 
| out, business borrowings from lead- 
ing city banks boosted commercial 
and industrial loans by $1.5 billion, 
more than four times the increase 
recorded in March,*1955. 

The growing fund demand, the 
bank said, is based on the needs 
of business to finance record 
spending on plant and equipment, 
earry a higher level of inven- 
tories and receivables and bolster 
working capital balances. 

Farm credit also is expanding. 
Loans in Iowa, Illinois and Wis- 
consin were 6 percent greater in 
March than in February, with the 
average amount remaining at about 
$1,500. 

The bank said renewals made up 
more than 40 percent of the March 
total in the Corn Belt and 30 per- 
cent in Wisconsin. Only a third 
of the renewals in the dairy area 
went for operating expenses, the 
bank said, compared with 40 per- 
cent in the Corn Belt where income 


West Virginia, the 





is down about 25 percent. 


Herron Donates Car for Driver Training— 
Larry Herron, Inc.’ (Lincoln-Mercury), Williamsport, Pa., delivers 1956 Mercury for 


| use in driver education at Williamsport Technical Institute. 


Dealer Lawrence Herron, 


Windsor Auto Auction. Sale every Thurs- | i9ht, presents keys to Kenneth E. Carl, school director, while Cloyd O. Derickson, at 
day (May 3). We had a very goodesale in| wheel, instructor, and Jay L. Foust, Herron sales manager, look on. 
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Dealer Concludes ‘A Sale Is a Sale’... 
ci ladedl tad eeoratinnmanntnatarnoroteagmameane enon 


A Cross-Seller Tells His Story 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO, Tex.—“The Can- 
did Confession of a Cross-Seller” 
would be a good title for a recent 
interview with a veteran auto 
dealer here. 

“Sure,” he said, “I swap cars. 
But I would much rather return 
to the old custom of selling my 
own. 

“In the good old days, I never 
would mave dreamed of selling any 
car except the make for which I 
was franchised. If anyone would 
have told me I would eventually 
come to this practice, I would have 
said they were crazy. 

“But now I have come to the 
conclusion that a sale is a sale— 
to be made where I can find it. 
So have lots of franchised dealers.” 

This dealer said he doesn’t have 
any trouble getting any make of 
car a customer wants. He said 
he pays the other dealer $25 over 
invoice and still clears about $225 
on the deal. 

He continued, “But what of the 
the dealer from whom I got the 
car? Where does he get off? Well, 


Machine, Product 
Designers Move 
Closer Together 


NEW YORK. 
rick, Plymouth manufacturing vice- 
president, has predicted that the 
time is fast approaching when the 
men who design machines will 
work side by side with those who 
design new products. 

Demrick, speaking to the 
management engineering confer- 
ence here, cited the Plymouth 
engine plant in Detroit as an ex- 
ample. 

“Mutual design consultation on/| 
(the plant) was the closest ever | 
achieved by our company,” he said. 
The plant was completed last| 
August and is capable, Plymouth | 
said, of producing 150 V-8 engines | 
per hour. 

Demrick said the two men| 
responsible for deciding sequence | 
of operation established temporary | 
offices in the central engineering | 
laboratories so that “they could see 
and talk personally with the prod- 
uct engineers at all times.” 
This teamwork, he said, was 
responsible for changes made both | 
on the engine and in operations to 
insure utmost efficiency and quality. 
Demrick said automation will raise | 
quality, lower costs and widen 
markets. 


Willys Franchises Lester 


Lester Tractor Co., 1337 Jeffer- 
son Highway, New Orleans, has 
been appointed a Willys dealership. 








Just Published! 


“AUTO COSTS” 


“AUTO COSTS” is a complete, 
concise and accurate book that 
gives you 


FACTORY 
INVOICE 
PRICES 


of all 1956 CARS 
and EQUIPMENT 


(WHOLESALE COST) 
KNOWING YOUR COMPETITORS’ 
COSTS can save many a deal for 
you... here are the actual facts 
and figures. You'll agree it’s 
worth many -times its modest 
price of $5.00. 

Send your check today! 


Dept. 14 
AUTO COSTS 
PUBLICATIONS 


Box 224 New York 1, N. Y. 
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he has sold a car for a profit of | factory—because it gets ‘its profit 


| $25—where he might just as easily 
|} have made $250—and where he 
| should have gotten $500. 

“Yes, I am occasionally called 
upon to return the favor. I expect 
to. But it isn’t the occasional ‘swap- 
ping around’ between dealers that 
does the damage.” 

The dealer contended that the 
profitless prosperity is largely 
caused by the bootlegging of cars 
to used-car lots all over town. 

“Under such conditions,” he con- 
tinued, “the dealer disposes of a 
lot of cars, which, no doubt, is 
pleasing to the factory. But he 
isn’t really selling. He is just mov- 
ing his stock—and usually at a loss. 

“Many of those dealers who are 
setting sales records of 100, 150 and 
even 200 cars a month are making 
those records on this sort of basis. 
Nobody is making any profit on 

these deals. The $25 such a dealer 
receives does not pay for handling 
the car.” 

This dealer said that only the 





Carl J. Dem-| 


anyway—and the consumer benefit 
from these deals. 

He asserted, “If there is to be 
a return to profits in the auto- 
mobile business for the dealer, 
he must stop this sort of oper- 
ating. If it comes as a result of 
factory pressure, he must build 
up his resistance to it. If it has 
been brought about by his own 
mistaken zeal to please the fac- 
tory, the sooner he forgets the 
whole business the better. 

“And at least I have not yet 
resorted to putting my new cars on 
a used-car lot to be sold in this 
fashion. I am not that interested 
in building a 200-car-a-month busi- 
ness.” 

He concluded that both cross- 
selling and bootleg sales to used-car 
lots was perfectly legal but that 
these practices are “sapping the 
blood and guts of the auto busi- 
ness.” 


Launch Pontiac Spectacular— 


Kansas City Pontiac dealers and officials were the guests of Stalcup Outdoor 
Advertising Co. at a ‘‘turn-on"’ ceremony for what is said to be the world's largest 
Pontiac outdoor spectacular. Built by Stalcup on Kansas City’s Union Station Plaza, 
the plastic and electric sign is 100 feet high and 85 feet wide. Seated, from left are, 
Pontiac dealers A. Russell Levenberger, S. Harvey Laner, Artie Ashmore and Andy 
Klein. Standing: Gerald Mosley, Stailcup account executive; E. M. Wilson, Pontiac's 
Kansas City district manager; C. K. Delsig, assistant zone manager; M. R. Spears, 
regional manager; R. B. Haley, zone manager. 





Measure camshaft wear 


This new instrument gives you fast, micrometer- 
accurate cam lift measurement! Camshafts are 
gauged right in the engine in 30 minutes or less. 


Here’s how: 


Cam-Chek guide bars (available now for most all over- 
head-valve engines) are quickly bolted.to the cylinder 
head. They are machined to center the Cam-Chek dial indi- 


cator directly over, and parallel, 
with each pushrod. Cam-Chek 
then records the pushrod’s max- 
imum upward movement — the 


exact cam lift. 


HOW CAM-CHEK WORKS 








On the cam base 
circle the pushrod 
is at its lowest 
point. Cam-Chek 
exactly aligned 
with the pushrod, 
is set at zero. 


SEND COUPON NOW! 


6 a 





Turn engine over 
with starter, 

Dial indicator 
measures lobe lift. 
Special brake 
holds indicator 
needle at 

highest reading. 
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IN JUST 
30 MINUTES 
OR LESS 





- Announeci (4 
CCUM CLT CS MT!) 
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from manufacturers of 
the P&G Valve-Gapper 





Accurate readings for mechanical or hydraulic lifters 
Lift measurements with Cam-Chek are accurate to .001 of an 
inch — whether engines have mechanical or hydraulic valve 
lifters. Spring pressure in the Cam-Chek dial indicator is very 
slight. It will not collapse even defective hydraulic lifters. 


Cam-Chek ends wasted camshaft-pulling 

Cam-Chek gives you quick, scientific camshaft analysis. You 
know before you tear an engine down if worn cams are the 
trouble. Cam-Chek prevents many costly mistakes. 


Often just one tear-down job prevented with Cam-Chek 
will completely pay for this vital new test instrument! 


ASK YOUR SUPPLIER FOR THE NEW P&G CAM-CHEK 


—or send this coupon NOW for complete 
information and prices 


P&G MANUFACTURING COMPANY 
311 N. E. Russell St., Portland 12, Oregon 


Please send me complete information and prices on the new P&G Cam-Chek. 


_ 
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Your Jobber 
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SER VICE ABSORPTION IS ITE / 


il GEASS PURCHASE PLAN 





By Martin L. Whitmyer | 
Staff Writer 

The automotive industry, in-| 
cluding allied fields, invested $36,- 
910,200 in business-publication ad-| 
vertising in 1955. This was roughly | 
40 percent of the $92,163,791 spent | 
on advertising by the 214 top users 
of business publications last year. 
Associated Business Publica- | 
tion’s “Fifth Annual Study of | 
leading Advertisers” also shows | 
that the 1,281 companies surveyed | 

invested $160,279,091, or 41.1 per- 

cent of the $390 million spent for 

business publication space in 1955. 
An analysis of those companies | 
investing $50,000 or more indicates | 
an average business-paper budget| 
of $181,222 last year, the APB said. | 
Four car makers plus four manu- | 
anisinatcnrdinatarallirs tptvlieapei : facturers of trucks, trailers and| 
equipment ee a aaa to parts dey sacha ahah eegttte ie tractors (farm implements) finished | 
PR ONEIES OR CUE ee ee ee among the top 214 advertisers, and| 


collectively spent $6,819,400 for busi- | 
Flash-A-Call Service Control 


WE TRAIN SERVICE PERSONNEL 


OUR SERVICE ENGINEERS, f 


EQUIPMENT 


WRITTEN GUARANTEE 


Avenue, 
a 


BT Me Eda 
Chicago 5 


eae: 
Dept 


ness publication space in 1955. 
General Motors, which finished 
second only to General Electric 
Co., topped all other car manu- 
facturers with an expenditure of 








invested $2,301,400 in the medium. 
Chrysler placed 36th with an in- 
vestment of $1,000.000, as compared 


|}in 111th place with an expenditure 

of $295,900 last year, while Ameri- 

can Motors Corp. invested $253,600 

to finish in 129th place. The latter 

two companies spent $292,400 and| 

$218,400 respectively in 1954. 
Other Expenditures 

Studebaker-Packard spent $81,700 
on business publication advertising | 
|last year to finish in 602nd place. 

Among the other vehicle manu- 
facturers, Allis Chalmers was tops 
in investment of $1,945,900 — good 
enough for third place among all 
1,281 advertisers. In 1954, the firm, 
however, spent $1,967,500 in busi- 
ness papers. 

International Harvester spent 
| $667,000 in 1955, as compared with 
$620,000 in '54, while White Motor 
|Co. invested $181,000 last year, as 


Pied: 








Rubber Trunk Mat No. TM-7 in 
1953-54 CHEVROLET 


PUT YOUR USED CARS IN SHAPE ! 


Don't miss a sale because you failed to install tailored-to-fit 
rear floor and trunk mats. It takes just a few minutes to clean up 
only costs a few dollars. Order 
today from your favorite specialty jobber. 


your Chevrolet trade-ins .. . 


REPLACEMENT REAR FLOOR & TRUNK MATS 
URES 


Wee ee RS 






Now you can outfit all your employees in neat, long wearing 
uniforms — and save money. Order direct from one of the country’s 
largest and best known manufacturers at factory prices! 
SAMSONMITE garments, product of the Keep Kleen Garment 

Co., are tailored by skilled (union) workmen with over 20 years 
experience: You get only sturdy, mumber-1 quality cotton 

materials (no seconds) ... vat-dyed . . . Sanforized .. . 

and triple-stitched where needed for extra strength. Pockets 

are durable boat-sail drill. All points of stress are bar-tacked. 
You just can’t buy better uniforms at any price. Garage 
employees, maintenance men, service station 

attendants have been proving for over 20 years that 
Keep Kleen garments fit better and give longer 
service. Find out for yourself by 

writing today for details. 


You Profit More by Owning 
Than by Renting.... 


ye GREATER COMFORT 
%& BETTER APPEARANCE 
ye LONGER WEAR 


SHIRTS Neat, full cut, silver grey. Long @ $2.95 
TROUSERS Silver grey. Comfortable and neat @ $3.75 
COVERALLS Feature non-binding reglan sleeves. 

Tuftex grey. $5.80 
SERVICE Protect clothing. Sanforized, vat-dyed 
COATS cotton silver grey tuftex @ $5.25 
CAPS Choice of military @ $2.40 with two tops. 


Overseas @ $.75 ea. 
Styles in all sizes. 


NOTE: Names in script over pockets FREE. 
ORDER NOW! Guaranteed or money re- 
funded. 


Phone 8202 


Affecting Factories and Dealers .. . 


Auto Advertising 


$2,276,100. The previous year it | 


with $645,000 in 1954; Ford finished | 


j}against $285.000 


| fields, 


| neapolis-Honeywell, 


1956 





earlier. 
Fruehauf Trailer Co. spent $199,800 
on business papers in ’55, as com- 
pared with $172,100 in ’54. 

Top advertiser among the steel 


|against $156,000 a year 


companies was U. S. Steel, which 
spent $1,617,800 last year to finish 
in sixth place. It spent $1,558,100 on 


| business papers in ’54. 


Steel Firms Listed 

Second highest was Republic 
Steel, which finished in 11th place 
with an expenditure of $1,081,800. In 
1954, it spent $1,093,800 on the| 
| medium. 

Other steel companies among the 
top 214 were: 

Inland, $685,900 for 30th place | 
in ’55, as compared with $677,300 
in °54; Bethlehem, $592,000 for 
37th place in ’55, as against $810,- 
000 in °54; Jones & Laughlin, 
$387,500 for 72nd place in °55, as 
against $297,000 in '54; American 
Steel Foundries, $232,000 for 
146th place in ’'55, as compared 
with $230,000 in ’54 and Youngs- 
town Sheet & Tube, $203,900 for 
166th place in ’55, as compared 
with $175,600 in ’54. 

U. S. Rubber Co. was the top ad- 
vertiser among members of the 


rubber industry with an expendi-| 
|ture of $1,100,000 and 10th place| 
The | 


among the 1,281 advertisers. 
previous year it spent $1,200,000. 


Other rubber companies among |; 


the top 214 advertisers were: 
B. F. Goodrich, $911.300 for 20th 


place, as compared with $950,300 in| 
$726,700 for 28th} 


54; Goodyear, 
| Place in '55, as against $757,800 a 
| year earlier; 
000 for 186th place in ’55, as against 
wo in ‘54, and Gates Rubber 
., $189,200 for 188th place in ’55, 
a compared with $163,000 in 54. 
Sinclair Refining Co. topped the 
| gasoline-oil classification with an 
expenditure of $505,400 and 48th 
place. The previous year it in- 
vested $475,400 in business papers. 
Other refining companies, 
position and amount spent were: 


Texas Co., $391,300 and 71st place | 


in '55. as against $366,500 in ‘54; 
Gulf Oil, $365100 and 8ist place 
in ‘55, as against $360,800 in °54: 
Socony Mobil. 
|place in '55. as against the same 
/amount in ’54; Standard Oil of Ind., 
$273 000 and 119th place in ’55, as 
in °'54; Standard 
$239,200 and 142nd 


Oil of Calif., 


| place in '55, as compared with $228,- 


000 in °'54; Sun Oil, $188,000 and 


/191st place in °55; Union Oil Co., 
| $184,100 and 200th place in ’55, as 


compared with $158,600 in '54; Phil- 
lips Petroleum, $180,000 and 208th 
place in '55 as against $214,800 in 
54, and Tide Water Oil, $178,200 


| 000; Time, Inc., 


Dayton Rubber, $190,-| 


their | 








and 210th place in '55, as compared 
with $153,500 a year earlier. 
General Electric Leads | 
The only two glass companies to| 
make the list of top advertisers 
were Owens-Illinois with an expen- 
diture of $565,000, and Pittsburgh | 
Plate Glass with an investment of | 
| $553 000. They placed 42nd and 43rd | 
| respectively. In 1954, O-I spent 
| $876.800. and Pittsburgh Plate! 
Glass. $475.000. 
The remainder of the allied 
led by G. E. with an ex- 
penditure of $3,793,000 spent a 
total of $18,428,500 in business | 
papers in 1955. | 
G. E. also led the previous year 
with an investment of $3,400,000. 
Other members of allied fields 
their positions and amount spent in 
’55 and ’54 were: 
(4) DuPont, $1.919.700 as against 
$1.941.100; (7), Westinghouse Elec- 
tric, $1,260,000, as against $1,777.000; 
(19) Westinghouse Air Brake, $916,- 
800, as against $125,700; (13). Min- 
$1,020,500, as 
against $1,031,900; (12), Timken 
Roller Bearing, $1,075,500, as 
against $1,087,500; (24), Dow Chemi- 
cal, $795,000, as against $569,000; 
| (27), Minnesota Mining &. Mfg., 
| 762,000 with no figure for ’54. 








(31), Borg Warner, $675,000, as 
against $643,000; (33), Reynolds 
Metals Co., $650,000, as against 
$643,000; (40), H. K. Porter, $586,- 
500, as against $415,500; (46), 





Write for complete line and prices 










Division of 
MANITOWOC 
COTTON 
GOODS MFG. 
COMPANY 


GARMENT CoO. 


MANITOWOC, WISCONSIN 






Monsanto Chemical, $524,000, as 
against $569,000; (50), Aluminum 
Co. of America, $500,000, as 
against $512,000; (56), Clark 
Equipment, $454,000 with no 
figure given for ’54; (59), Rohm 
& Haas, $425,000, as against 
$450,000; (66), Fairbanks-Morse, 












$395,000, as against $390,800; 
Wagner Electric, $369,000, 
against $359,000; (93), 
Manhattan, $329,000, 
$340,000. 

(96), Electric Auto Lite, $325,000, 
as against $584,800; (99), A. O, 
Smith, $312,000, against $270,000; 
(107), Thompson Products, $299,800, 
as against $296,000; (108), Stewart 
Warner, $299,200, as against $295,. 


(30), 

as 
Raybestos- 
as against 


700; (120), Standard Pressed Steel, 
$270,000, as against $284,000; (127), 
|} Eaton Mfg., $260,100, as against 
$257,000. 
Media Advertising 
(128), American Brake Shoe 
$254,000, as against $180,000; (130), 


Electric Storage Battery, $253,000, 
as against $250,000; (135), Rockwell 
| Spring & Axle, $249,600, as against 
| $215,000; (148), Air Reduction, $229,- 
900, as against $185,000, and (151), 
Spring & Axle, $249,600, as against 


| $253,000. 


Other media also did considerable 


| advertising in business publications 


in ‘55. McGraw-Hill finished in 22nd 
place with an expenditure of $880,- 
was 44th with an 
investment of $550,000, and Curtis 


"(Continued on Page 56, Col. ap 
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$300,000 and 106th| ““Gee, I wish we'd had Auto-Crat 


Safety Belts instead . 


AUTO-CRAT MANUFACTURING COMPANY 
A DIVISION OF THE B CORPORATION 


LOS ANGELES CALIFORNIA 


N 


39 


t Manufac 
Safety 


d Larase 


AUTO 
TURNTABLES 


ca itendnced by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 


CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty, Original designs. Sketch 
submitted for your approval, Quan- 
tities as low as 100 may be ordered. 


Free sample and prices on request. 


Yao} 1 etd a Le ee 


Phila. 45, Pa., Dept. A 
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Bulletin Board... 





“A Neoprene Sample Case” — 12 
pages, free. Elastomers Division, 
E. I. duPont de Nemours & Co., 
Wilmington 98, Del. 

* * 


+ 


U. S. Specifications 
U. 8S. Government specifications 
for adhesives, coatings and 
sealers — 14 pages, free. Minne- 
sota Mining & Mfg. Co., 423 Pi- 
quette Ave., Detroit 2, Mich. 


* * EJ 


Plant Equipment 
“System Engineered Equipment 
for Industrial Plants (Bulletin 
GED-3039) — 48 pages, free. Gen- 
eral Electric Co., Schenectady 5, 
_ os 


* * * 


Table Marking Machine 


“Matthews No, 201 Rotary Table 
Marking Machine” — free. Jas. H. 
Matthews & Co., 3942 Forbes St., 
Pittsburgh, 13, Pa. 


* * * 


Rotary Gear Shaving 


Rotary gear shaving machine 
catalog (No. S-56-1) — 12 pages, 
free. National Broach & Machine 
Co., 5600 St. Jean Ave., Detroit 
13, Mich. 


* * * 


Oxide Tool Materials 


Technical report on applying 
cemented oxide tool materials (No. 
GTO-103) — free. Carboloy Depart- 
ment, General Electric Co., Detroit 
32, Mich. 


* * * 


Instrument Reference 


“Measurement Equipment Cat- 
alog (GEC-1016) —40 pages, free. 
General Electric Co., Schenec- 
tady, 5, N. Y. 


7 x ~ 


Storage Systems 
Catalog describing pan-and- 
adapter work-station and storage 
system, modular storage system 
and bench bins—free. Bathey Mfg. 
Co., 200 S. Mill, Plymouth, Mich. 


* x cd 


Oil Seal Booklet 


Oil Seal Booklet for the Public. 
Chicago Rawhide Mfg. Co. Re- 
placement Division, Elgin, Il. 


~ * * 


Plastic Pipe, Clamps 
Technical data on assembly of 
plastic pipe and clamps -— four 
pages, free. Ideal Corp., 435 Liberty 
Ave., Brooklyn 7, N. Y. 
* o x 


Radiator Repair Catalog 


Everything for the Radiator 
Repair Shop—116 pages, free. In- 
land Mfg. Co., 1108 Jackson St., 
Dept. S-18, Omaha, Neb. 

* on x 


Extrusion Process 


Cold-Forming Kaufman double- 
extrusion process—four pages, free. 
Cleveland Cap Screw Co., 2917 E. 
Seventy-Ninth St., Cleveland 4, O. 
Box No. 915. 


* * * 


Redmond Motors 


Catalog containing detailed in- 
formation on fractional horsepower 
electric motors — 12 pages, free. 
Redmond Co., Inc., Owosso, Mich. 

* *” * 


Technical Papers 

A library edition of the 1956 Col- 
lected Technical Papers of the 
American Society of Tool En- 
gineers—524 pages; $4 to members, 
$7.50 to nonmembers. American So- 
ciety of Tool Engineers, Technical 
Papers, 10700 Puritan Ave., Detroit 
38, Mich. 


Transmission Parts 
A catalog listing parts that must 
be replaced on every repair of an 
automatic transmission—free. Ace 
Automatic Transmission Parts, 
i 5416 N. Broadway, Chicago, 


* * * 


Multistop Truck Data 
“Metro Miulti-stop Truck 
Bodies”—24 pages (Catalog CR- 
619-F), free. International Har- 
vester Co., 180 N. Michigan, Chi- 
cago, IIL 


* * * 


Roller Bearings Catalog 
“Shafer Self-Aligning Roller 


| Bearings,”—-72 pages, free. Chain 


Belt Co., Milwaukee 1, Wis. 
* * * 
Truck Service Guide 
“Truck Service Guide”’—32 page 
bulletin (Form 5097-10), free. Inger- 


soll-Rand Co., 11 Broadway, New 
York, N. Y. 


Engine Valves 


A catalog of replacement valves 
for air-cooled engines and locks— 


eight pages, free. Rich Mfg. Corp., 


Battle Creek, Mich. 
* * * 
Printed Circuitry Data 


“An Introduction to Printed Cir- 
cuitry” — four-page brochure, free. 
Croname, Inc., 
Chicago 13, Ill. 

* * + 

Automatic Transmissions 


Servicing Automatic Transmis- 


sions—16 pages. European Passen- | 


3701 Ravenswood, | 


ger Car Guide. Chek-Chart Corp., 
Sales Department, 33 E. Congress 
Parkway, Chicago 5, IIl. 


* * * 


Steber Catalog 


Steber catalog and contractor- 
dealer price sheet (No. CTC-1)— 
free. Steber Mfg. Co., Broadview, 
Til. 


* * * 


Ribbon Burners 


Ribbon Burners (Bulletin No. 
SC-1004), free. Selas Corp., Dresher, 
ra. 


* * * 


Hoist Classifications 


Hoist classification rating chart 
(Issue No. 3). Truck Body & 
| Equipment Assn., 1616 K St., N. 
W., Washington, D. C. 

* * 





| * 
| 


Tubeless Truck Tires 
Tubeless truck tire service man- 
ual—four pages, free. Lee Tire & 

| Rubber Co., Conshohocken, Pa. 


* 7 + 
A Guide to Safety 
“Your Guide to Safety as a 
Service Garage Employe” — 30 
pages. Available to member com- 


panies from Assn. of Casualty | 





and Surety Companies, 60 John 
St., New York 38, N. Y. Others 
may obtain copies through local 
insurance agents. 

* * * 


Science of Safe Driving 
“What Everyone Should Know 
About High School Driver Educa- 
tion”—eight pages, free. Accident 
Prevention Dept., Assn. of Casualty 
and Surety Companies, 60 John St., 
New York 38, N. Y. 


* * * 


Clamping Tools 


Wilton clamping tool catalog— | 


48 pages, free. Wilton Tool Mfg. 
Co., Inc., Schiller Park, Ml. 
* * * 


Hose Reel Catalog 


Hose reels for fuel delivery equip- 
ment—28 pages, free. Clifford B. 
Hannay & Sons, Inc., 13 Maple St., 
Westerlo, N. Y. 

* x * 
Bulletin on Molcote 


Molcote bulletin (No. 1155)—four 
pages, free. Frenchtown Porcelain 
Co., 160 Muirhead Ave., Trenton 9, 
N. J. 

* + * 
Flame Machining 


Cogmatic precision flame machin- 
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ing booklet—free. Seamon-Andwall 
Corp., Cogmatic Division, 305-B N. 
Twenty-fifth St., Milwaukee 1, Wis. 


* * * 
Celoron Catalog 


Celoron catalog, No. C-56, 14 
pages, free. Continental - Diamond 
Fibre Division, Budd Co., Inc., 
Newark, Del. 

+ * +” 


Triplex Piston Catalog 


Triplex piston catalog—free. 
Triplex Corp., Pueblo, Colo. 


* * * 
Compressor Parts List 


Copeland compressor parts list 
and service instructions — free. 
Copeland Refrigeration Corp., 
Sidney, O. 


* * * 


Corrosive Seals 


Corrosive service mechanical seal 
bulletin (No, S-205-2)—eight pages, 
free. Crane Packing Co., Dept. 
AND, 6400 Oakton St., Morton 
Grove, IIl. 


* * * 


Binkley Catalog 


Loading gear and parts catalog, 
No. LG-56, free. Binkley Mfg. Co., 





Warrenton, Mo. 


YOU HAVE UNTIL MAY 31° 
TO ENTER FRAM 1° HALF 


ONTEST 


2nd HALF STARTS JUNE ist 





FRAM GIANT 
SIM NC 








20 —Ist Prizes 
$1000 SAVINGS BONDS 


IT’S EASY! Here’s how you can win! 


Get in now! All you do is estimate the number of fil- 
ters Fram will ship to manufacturers during the 
periods named on your Official Entry Blank. Each 
time you enter, you get two chances to win—once for 
the Half-Year section and once for the Whole-Year 
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20 —2nd Prizes 


BENDIX DUOMATIC 
WASHERS & DRYERS 


Contest. See your wholesaler salesman now! 


FRAM CORPORATION, Providence 16, R. I. 





24—3rd Prizes 


Fram Canada Ltd., Stratford, Ontario 


eed 


40 —4th Prizes 
21” PHILCO TV SETS 8mm REVERE CINE 
CAMERAS 





100—5th Prizes 
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DRILL KITS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Indianapolis 

New-car registrations in Marion 

County (Indianapolis) dropped 22 
percent in April, while new-truck 
registrations increased 46 percent. 

The month’s new-car total was 

2,523, compared with 3,249 in March. 
April truck registrations were 266, 
compared with 182 in the previous 
month. 

By make, car registrations 
were: Ford, 580; Chevrolet, 506; 
Oldsmobile, 269; Buick, 245; Pon- 
tiac, 188; Plymouth, 170; Mer- 
cury, 135; Dodge, 95; Chrysler, 
74; Cadillac, 68; DeSoto, 58; Stu- 
debaker, 32; Nash, 22; Volks- 
wagen, 22; Packard, 17; Lincoln, 
16; Hudson, 8; Imperial, 5; Mer- 
cedes, 3; Triumph, 3; MG, 2; 
Jaguar, 1; Morris, 1; Morgan, 1; 
Porsche, 1, and Willys, 1. 
Truck registrations were: Chev- 

rolet, 68; International, 62; Ford, 
61; White, 28; Dodge, 17; GMC, 13; 
Willys, 9; Reo, 2; Studebaker, 2; 


Divco, 1; Diamond T, 1; Plymouth, 
1, and Volkswagen, 1. —(C.L. Kern.) 


A * * 


Sioux City, Ia. 

A aecline of 9 percent marked 
new-car registrations in Woodbury 
County (Sioux City), Ia. during 
April, when the total was 314, com- 
pared with 343 in March. 

The count by makes was: Chev- 
rolet, 85; Ford, 72; Buick, 31; 
Oldsmobile, 27; Plymouth, 25; 
Pontiac, 16; Mercury, 14; Cadil- 
lac, 11; Dodge, 11; Nash, 9; 
| Chrysler, 5; DeSoto, 3; Hudson, 
| 1; Imperial, 1; Lincoln, 1; Pack- 
ard, 1, and Studebaker, 1. 
Truck registrations jumped 50 
|percent, from 40 units to 60. By 
| makes, registrations were: Chevro- 
let, 36; Ford, 14; Dodge, 4; Inter- 
national, 3; GMC, 2, and Willys, 1. 


* * * 


Butler, Mo. 





A Wagner 
Changeable Copy Display Will 


« move used cars off your lot! 


e increase service volume! 


The lowest cost form of automotive advertising. Effective day 


and night. Messages can be arranged in minutes; changed 


without the use of ladders with a Wagner Mechanical Hand— 


an exclusive with a Wagner Changeable Copy Display! 





Wagner Sign Service, Inc., offers a wide variety of ‘‘Railock’’ 


letters for permanent outdoor identification purposes. Also, 


translucent plastic letters for indoor identification purposes. 








WAGNER 
Will appreciate 
your literature 
describing 
Changeable 
Copy Displays 





421 S. Hoyne Avenue 


SIGN SERVICE, INC. 


© Chicage 12, Illinois 





With farmers plagued with an-| 


other year of drouth and dealers 
| plagued with gimmick newspaper 
and TV deals from Kansas City, 
|new-car sales here are reported as 
|slow with almost all deals “slim.” 

Chief buyer is the farmer — and 
he is in no mood to splurge. Those 
who do buy new cars are checking 
deals carefully throughout the area 
for best offers. Most dealers re- 
port no spring upsurge in demand 
although some are doing a fair 
volume, 

Used cars reflect more activity, 
probably due to the condition of 
the local economy. 

Dealers are blessed with an 
|almost perfect record of reposes- 
sions with some dealers having 
none in years. Some report some 
“clunkers” turned back. 

Credit and installment payments 
are considered normal with open 
|}accounts doing fair. (is 
| Houck.) 


| * * f 


Columbus, O. 


The auto market sagged badly 
during April in Franklin County 
(Columbus), O., according to figures 
compiled by Roy King, clerk of 
| courts. 

New-car registrations fell 21 per- 
cent, from 2,900 in March to 2,293 
in April; new-trucks were down 23 
percent, from 325 to 250; used cars 
declined 14 percent, from 7,161 to 
6,117, and used trucks dropped 31 
percent, from 599 to 412. 

By make, new-car registrations 
in April were: Ford, 600; Chevro- 
let, 584; Buick, 203; Plymouth, 
190; Oldsmobile, 165; Pontiac, 
151; Mercury, 110; Dodge, 93; De- 
Soto, 42; Cadillac, 35; Chrysler, 
27; Nash, 19; Studebaker, 16; 
Volkswagen, 16; Lincoln 12; Hud- 
son, 10; Imperial, 6; Packard, 6; 
Clipper, 5; Willys, 2, and Con- 





tinental, 1. 
New-truck registrations were: 
| Chevrolet, 78; International, 61; 


Ford, 58; GMC, 23; Divco, 9; Dodge, 
9; Mack, 4; Diamond T, 2; White, 








20 percent for some models but 
we're not going to get panicky,” he 
said.—(M.L. Schwartz.) 


* * * 


Cincinnati 

New-vehicle sales in Hamilton 
County (Cincinnati), O., in the 
week ended Apr. 26 totalled 1,999, 
an increase of 45 units over the 
preceding week. 

Increased sales of used units 
were responsible for the week’s| 
gain. | 

A total of 784 new cars and 72 | 
new trucks were registered, com- 
pared with 811 new cars and 87 
new trucks in the previous week. | 

A total of 1,081 used cars and 62) 
used trucks were sold during the| 
week, compared with 1,009 cars and | 
47 trucks in the preceding seven- 
day period.—(Frank Kappel.) 


+ * 


Canada 


Dollar volume of business for 
Canadian car dealers in the first 


|two months of this year increased 


6.1 percent over the comparable 
1955 period, according to a Govern- 
ment source. 

All provinces shared in the gain 


| with the exception of Manitoba 


(down 0.6 percent) and Saskatche- 
wan (down 11.1 percent). 


with a gain of 20.8 percent, fol- 
lowed by Quebec, with 15.4 per- 
cent. Other gains included 12.6 
percent in British Columbia, 46 
percent in the Atlantic provinces 
and 0.5 percent in Ontario. 

Sales in February jumped 9.7 per- 
cent above January for Canada as 
a whole. 

Canadians in the first two months 
spent more for cars and trucks 
than they did for any other item 
except food.—(M. L. Schwartz.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area reflected “fairly 
large increases” in the week ended 
Apr. 28, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

Business in general fell to 203.2 
percent of the 1935-39 average, the 
bureau said, compared with 205.5 
percent in the previous week. 

Steel mills boosted their operating 
rate to 106.0 percent of practical 
capacity, highest figure reported 
since March, 1953. 

New-car registrations in Pitts- 
burgh during March totalled 5,272, 
according to the Pittsburgh Auto- 
mobile Dealers Assn. That repre- 


(Continued on Page 53, Col. 1) 





| Alberta dealers led all others 


2; Reo, 1; Studebaker, 1; Volks- 
wagen, 1, and Willys, 1. (Bert | 
Strang.) | 


* * ® 


Salt Lake City 


March new-car registrations in 
Salt Lake City totalled 1,201, an 


|increase of 29 percent over the| 


| February total of 932. 
| By make, they were: Chevrolet, 
| 313; Ford, 208; Buick, 182; Oldsmo- 
| bile, 101; Plymouth, 79; Pontiac, 72; 
| Mercury, 60; Dodge, 37; Cadillac, 
36; DeSoto, 27; Volkswagen, 22; 
Chrysler, 19; Studebaker, 9; Lin- 
coln, 8; Nash, 8; Packard, 8; Hud- 
son, 5, and miscellaneous, 7. 
March truck registrations were 
186, up 35 percent from the pre- 
month’s totoal of 137. 
Truck registrations, by make, 
were: Chevrolet, 73; Ford, 54; GMC, 


13; International, 13; Dodge, 11; 
Willys, 11; Diamond T, 1; Ken- 
| worth, 1; Reo, 1; White, 1, and 
| miscellaneous, 7. 
| * * * 
Clevelan 


Levelling-off of automotive sales 
|along a relatively high plateau in 
the Cleveland area is keeping inter- 
est high with the general tone, 
though, under that of a year ago. 

| Used-car sales in the week ended 
Apr. 28 were 1,991; new, 1,990. In 
commercial turnover, new was 129, 
used 80; both figures showing 
strength for this period. 

Many dealers in this area say 
that used cars, particularly clean 
models, are in scarce supply.— 
(Sanford Markey.) 

+ 


* * 


Ottawa 

The unseasonably cold, wet spring 
in Ottawa has been absolved of 
blame in lagging new-car sales. 

“IT wouldn’t blame the weather,” 
said one dealer who handles four 
popular makes. “It’s just the com- 
petition and other reasons.” 

Another dealer, reporting his 
sales running 20 percent below 
last year in April, blamed his 
factory for not sending him the 
“standard” models he wanted. 

Customers are holding back, 
waiting for bargains when dealers 
“get in a pinch,” suggested another 
dealer. 

“Our sales of new cars are down 
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sented an increase of 25 percent 
over the February total of 4,220. 

By make, March registrations 
were: Chevrolet, 1,104; Ford, 1,032; 
Plymouth, 685; Buick, 570; Oldsmo- 
pile, 466; Pontiac, 356; Dodge, 205; 
Mercury, 190; Chrysler, 147; De- 
Soto, 136; Cadillac, 111; Nash, 80; 
Studebaker, 62; Packard, 39; Lin- 
coln, 32; Hudson, 15; Continental, 1, 
and miscellaneous, 41. —(Leon M. 
Leffingwell.) 


* * 


* 
Boise, Id. 

New-car registrations in Ada| 
County (Boise), Id., dipped slightly 
in April to total 233, compared with 
241 in March. 

On the other nand, truck deliv-| 
eries climbed to 50 from the 42 re-| 
corded in the previous month. 

By make, new-car registrations 
in April were: Chevrolet, 54; 
Ford, 42; Oldsmobile, 15; Plym- 
outh, 14; Pontiac, 14; Buick, 13; 

ge, 13; Nash, 12; Mercury, 11; 
son, 10; Cadillac, 7; Chrysler, | 

%; Studebaker, 6; DeSoto, 4; Lin- 
woln, 2; Packard, 1; Willys, 1, 
W@md miscellaneous, 8. 

Truck registrations were: Ford, 
9%: Chevrolet, 15; International, 7; 
Dodge, 2; Willys, 2; Mack, 1, and| 
miscellaneous, 3. 


* * 


Akron 


New-car sales in Summit County 
(Akron) are holding up much bet-| 
ter so far this year than dealers 
had anticipated. 

For the first four months of 1956, | 
volume is off only 3.6 percent, com- | 
pared with the same period last) 


year. 

At the end of April, 8,122 regis-| 
trations had recorded in the Akron | 
area, as against 8.412 in the same} 
four months of 1955. 

Sales of new trucks, meanwhile, 
are running 7 percent ahead of 
last year, totalling 732 up to May 
1, while they amounted to 684 in | 
1955. 
There was no change in the race | 





Rising Money Cost 
Seen Expediting 
Tighter Credit 


SOUTH BEND. — The process of 
tightening credit in the finance in- 
dustry has been expedited by the 
rising cost of money, according to 
Robert L. Oare, chairman of Associ- 
ates Investment Co. 

In making the auto finance firm’s 
first quarter report, Oare said, “The 
cost of our borrowings rose con- 
siderably in the first quarter. 

“Obviously, greater selectivity in 
credit risks, insistence upon more 
realistic downpayments and shorter 
maturities, as well as the passing 
on of as much of this additional 
cost as possible, constitute the prin- 
cipal means of offsetting the in- 
creased money cost.” 

He said that it now appears that 
auto registrations will not reach 
the heights predicted earlier by 
manufacturers but that sales 
should continue relatively good. 

Oare reported that Associates 
had a net income of $4,752,449 
after taxes for the first three 
months of 1956, an increase of 11.8 
Percent over the first 1955 quarter. 


Studebaker Offers 


Conservation Tips 


SIOUX CITY, Ia. — Studebaker 
dealers will join with local chap- 
ters of the Izaak Walton League in 
bringing conservation rules to the 
motoring public, according to Wil- 





ger. 

Keller addressed the Young Out- 
door Americans conference on con- 
Servation sponsored by the Walton 
League with Studebaker coopera- 
tion. He offered 10 rules for the 80 
Million persons who will vacation 
in 30 million cars this summer. 

They are: Break matches in two; 
extinguish cigarets, cigars; use the | 
ash tray; douse campfires thor- 
Sughly; don’t disturb bird nests; | 
don’t litter highways; protect pic- 





for individual honors with Ford 
still out in front with 1,832 regis- 
trations, while Chevrolet was sec- 
ond with 1,700. Well behind, but 
hanging on to third place, was 


Plymouth, with 931, Buick was} 


fourth, with 785; Pontiac fifth, with 
531; Oldsmobile sixth, with 504; 


Mercury seventh, with 437, and| 


|10 L-M Dealers Honored 
Total April car registrations this | 


Dodge eighth, with 385. 


year amounted to 2,323 as against 
2,566 last year. Trucks also trailed, 
189 to 234.—(Joe Kuebler.) 


* * * 


Houston 


Gaining 7 percent over March, | 
new-car registrations in Harris| 


County (Houston) totalled 4,631 in 
April, compared with 4,315 in the 
previous month. 

Chevrolet continued to hold a 
margin over Ford, 1,554 to 1,237, but 
Oldsmobile passed Buick to take 
over third spot with 315. Buick 
registrations numbered 305. 

Other registrations were: Plym- 





more dependable 


outh, 276; Mercury, 224; Pontiac, 
215; Dodge, 107; Cadillac, 105; De- 
Soto, 53; Chrysler, 46; Studebaker, 
43; Lincoln, 36; Nash, 29; Pack- 
ard, 19; Hudson, 13; Imperial, 9; 
Willys, 8; Continental, 1, and mis- 
cellaneous, 36. 

| Truck registrations, totalling 615 
in April, were down a bit from the 
626 counted in March. By make, 
they were: Chevrolet, 285; Ford, 
182; GMC, 50; International, 47; 
Dodge, 11; Mack, 10; White, 10; 
International Bus, 5; Diamond T, 
4; Studebaker, 4; Reo, 3; Ford Bus, 
2, and Willys, 2—(Ruby Fenoglio.) 








For Customer Relations 
LOS ANGELES.—Plaques citing 


|“outstanding customer relations” 


| have been presented by Ford Motor 
Co. to 10 Lincoln-Mercury dealers 
in Southern California. 

Cited were Wri ght Lincoln- 
Mercury, San Diego; Van Etta’s, 
Santa Barbara; Ernie Walters, Inc., 
San Diego; Fred Jennings Motors, 
Riverside; Kitchen- Boyd Motors, 
Bakersfield; Mike McCarthy Mo- 
tors, Huntington Park; Sachs & 
Sons, Downey; San Gabriel Valley 
Motors, San Gabriel; Tupman Mo- 
tors, Los Angeles, and Eisele Sales, 
Westwood. 





starting under all 


operating conditions 


“No Kick-Out” feature sets new standards 
in starting performance. 


@Since the earliest days of the automotive industry Bendix* 


Starter Drives have been noted for reliable starting. 


Now with the new and latest Bendix Folo-Thru Starter Drive, 
starting, even under the most adverse weather conditions, 
has been improved immeasurably. 


Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 


actually runs on its own 


power. 


That's why cars, trucks and buses equipped with the 
Bendix Folo-Thru Drive are easier and quicker to start 
under all operating conditions. Res. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF Candi” 


ELMIRA, NEW YORK 





Export Sales: Bendix International Division, 
205 East 42nd St., New York 17, N. Y. 


costs less —The new Folo-Thru Drive requires no actuat- 
ing linkage and the less expensive solenoid may be placed in any 


convenient position. Results are lower installation costs and no 
adjustments. Complete detailed information is available on request. 
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Bales Receives Ford Award— 


E. C. Sloane, third from right, Louisville assistant district sales manager, presents 
Ford's Four Letter award to R. T. Bales sr., Hamblen County Motors. 
the eighth straight for the Morristown (Tenn.) dealership. 
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TRY THIS AMAZING NEW 
MIRROR ON YOUR OWN CAR! 


See why you’ll want to install it 
on all your better models for 


BIGGER PROFIT! 


It’s the mirror with the gearshift —the E-Z-I® 3-Way Mirror. 
An extra accessory loaded with sales appeal! And profit! 

It assures strain-free vision and safer, more relaxed 
driving night and day. With the control knob in daylight 
position (1), you get a restful yellow-green reflection. In 
normal night position (2), reflection from headlights be- 
hind is substantially reduced. When headlights behind are 
on blinding high-beam, shift to (3) and they’re tamed. 

Yet you see clearly to judge speed and distance of cars 
behind. Less blocking of forward vision than with ordinary 
mirrors. Safer because of shatter-resistant backing on glass. 


No other mirror approaches it. Try one on your personal 
car. You'll soon be equipping your better models with them. 
To order one—or more if you wish-——-write on your dealer 
letterhead specifying car make and model. Sold to fran- 
chised dealers only. 


Standard size—8% "’ wide, $8.00 list. 
King size—10.3”’ wide, $9.95 list. Dealer discount 40% ; 





1. Daytime Driving 


2. Normal Night Driving 


3. High-beam Glare Reduced 


E-Z-i| 3-WAY MIRROR 


Lo LIBERTY MIRROR DIVISION 


ig Libbey-Owens:Ford 
BRACKENRIDGE, PA. 
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an under-dash 
instant-cooling 


Mobilette Auto Air Conditioner 


Here is the fast-rising automobile air conditioner with up-front 
cooling that reaps rewards in customer appreciation as well as 
profit. Because it can be transferred easily, economically from 
car to car, it means that depreciation on the line is on the run. 
It can mean future new car sales, a “clincher” in many fleet - 
contracts and a premium that means no great cash outlay. Your 





letterhead or post card will bring you full information. 


re AUTO AIR CONDITIONERS 

A! obdilette with the Warner Magnetic Clutch 
MOBILAIRE MANUFACTURING COMPANY 

a Divition of the National Gas Equipment Co., Ine. 
Box 122 Denison, Texas 
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In the Letterbox 





(Continued from Page 12) 


reference book. —FraNK YARNALL, 
Frank Yarnall Chevrolet, Inc., 
Chicago. 
* * ed 

You have indeed “out-did” your- 
self — it’s a grand piece of work. 
Congratulations to you and all 
your people on a wonderful job. 
I know the Almanac will prove 
very useful to me throughout this 


coming year. Henry G. LITT Le, 
president, Campbell-Ewald Co., De- 
troit. 

* * * 

The 1956 Automotive News Al-| 
manac is really the most. Leo | 
Faricy, general manager, Minne- 
sota Automobile Dealers. Assn., 
Minneapolis. 

* * 


Most Information 


It seems that your staff has out- 
|done itself this time on the 1956 
Almanac. I am sure that there is 
no single volume that contains as 
much information about our in-| 
dustry as you have put into this} 
|iatest Almanac. Davip E. Cast ies, 





| Castles, Wilson Buick Co., St. Louis. | 
* * * 

I have just finished going over 
the 1956 AvTomotive News AI- 
manac, and my impression is that 
you continue to do a better and 
better job each year. Congratula- 
tions and best wishes. W. C. 
Newserc, president, Dodge. 

« Be + | 
| Praise Almanac 

Congratulations on your very} 
comprehensive Automotive Al-| 
manac for 1956. 

We have used this Almanac for 
| many years in our office as a good 
| reference source. K. T. Ketter, 
| consultant, Chrysler Corp. 

* * * 


| 


I have just received the AIl- 
manac and it is a thorough and 
fine job. I congratulate you. 
Rospert F. Brack, president, The 
| White Motor Co., Cleveland. 


* * * 
I am happy to have the 1956 
|Almanac in my oflfice. Henry 


| Foro II, President, Ford Motor Co. 

You have every right to be proud 
|of this latest edition of your fine 
Almanac and I am happy to have 
a copy of it. —J. M. Rocue, general 
| sales manager, Cadillac. 
| 





* oe * 
new 1956 AIl- 
I know I will 


I received your 
manac today... 


| enjoy it the same as all your 

Almanacs. FLoyp Ranpo.pu, 
Randolph Oldsmobile Co., Lin- 
coln, Neb. 

= * * * 

| Facts Book 
The 1956 Attomotive News Al- 


manac ... will remain on my desk 
as an excellent facts book about 
this great business of ours. IvAN | 


L. Wires, executive vice-president, | 
General Motors. 
= 


I know I will find it valuable for | 





reference purposes. The distinc- | 
tion of being included in the Fam- | 
ily Album compilation is also ap- | 


45-Year Dynasty 
Ends Following 
Sale by Brooks 


MEADVILLE, Pa. — Brooks) 
Brothers of Meadville, a Dodge-| 
Plymouth dealership, has been sold | 
by R. E. (Bill) Brooks, marking the 
first time in 45 years that a mem- 
ber of the Brooks family has not 
been active in auto retailing in the 
area. 

The automobile dynasty began in 
1911 when Selden Brooks, who died 
in 1936, started a Ford and Max- 
well agency in nearby Geneva, Pa. 
Later he added Dodge. ; 

In 1919 Selden Brooks and his 
two sons, Bill and Armour L. 
(Ham) Brooks, began retailing 
Oakland and Dort. Ham Brooks 
died last year at the age of 44. 

In later years the Brookses sold 
different makes of cars and for a 
time they operated a used-car lot. 
Mrs. Amy Brooks, widow of Ar- 
mour, was part owner of Brooks 
Bros. until the recent sale. 









preciated. Pauw C. ACKERMAN, 
director of engineering, Chrysler 
Corp. 

* * 

You should be proud of your 1956 
Automotive News Almanac! A. 
VANDERZEE, vice-president, Chrysler 
Corp. 


» 


It’s Excellent 
I agree with you the 1956 Al- 
manac is excellent. G. R. JONEs, 
general sales manager, Oldsmobile. 
* * * 
1956 News AIl- 


Your AUTOMOTIVE 


7 States Change 
Restrictions on 


Size and Weight 


Changes in vehicle size and weight 
limits to bring laws into line with 
surrounding states have been en- 
acted by Kentucky and Virginia, 
according to the National Highway 
Users Conference in Washington, 
D. C. 

Kentucky increased maximum 
GVW limit on designated highways 


| from 42,000 to 59,640 pounds; upped 
| permissible 
| semi-trailer combination from 45 to 


length for a_ tractor 
58 feet, and provided a 5 percent 
tolerance for axle, tandem-axle and 
tire equipment weight limits. 

Virginia, effective June 29, 1956, 
increased length limits from 45 to 
50 feet; exempted trailers and semi- 
trailers from single-unit length 
limits, and replaced single-unit 
weight limits with a table ranging 
from 32,000 to 56,800 pounds. 

In other states, Georgia repealed 
its bridge formula weight limits; 
increased lengths from 45 to 48 feet, 
and provided a maximum GVW of 
63,280 pounds with 56,000 pounds 
for secondary roads. 

New York repealed restrictive 
single- unit weight limits. Missis- 
sippi permitted auto transports a 
length of 50 feet. Pennsylvania in- 
creased length limits for combina- 
tions from 45 to 50 feet and granted 
auto transports a 30-inch tolerance 
over the 35-foot limit. 

South Carolina provided that 
auto transports up to 40,000 pounds 
and defense vehicles may have 


clearance up to 13.5 feet and limited 
combinations over 50 feet to day- 
light operations. 


| tions. 
| vice-president, NADA. 
| a 


manac is a beauty. My congratula. 
Freperick J. Bei, executive 


* * 

It is certainly an interesting 
edition, and one that many people 
will enjoy and profit by. Ww. s. 
Epwarps Jr., Edwards Chevrolet 
Co., Inc., Birmingham, Ala. 

* * + 
As we have stated previou 
is felt that our 


y, it 
records are not 


complete until your Almanac is re. 
ceived. T. H. KeaTinc, general 
manager, Chevrolet. 
* : * 
It is the best yet. —-R. E. Mi rray 


sr., Murray Motor Co. (Chevrolet), 
3utte, Mont. 


Each vear I marvel at our 
annual AtvtTomotive News Al- 
manac. This year undoubicdly 
SUIrpPaSsEs all previous efforts. It 
merely accentuates the fact, 


which we are reminded of weckly, 
that the Automotive News is truly 
the Newspaper of the Industry. 

W. B. Cooper, chairman, public 


relations committee, NADA 
* * x 
I have been looking forward to 


getting it and this is certainly the 
best ever. —-R. M. CriTcHFIELD, gen- 
eral manager, Pontiac. 

* * * 

The 1956 AvTomotive News AI- 
manac ... is the finest issue you 
have produced, and your organi- 
zation is to be congratulated. 

J. Saxton Luoyp, Daytona 
Motor Co. (Buick-Cadillac/, Day- 


tona Beach, Fla. 
= * + 


Scrappage 

Last year your Almanac did not 
carry a report on scrappage of 
passenger cars and trucks because 
of your inability to obtain the 
figures from R. L. Polk and Co. 

I have just reviewed this year’s 
Almanac and note that the report 
is also missing. 

Are we in the same position as 
that of last year? If so, can some 
details on scrappage be obtained 
from the Automobile Manufac- 
turers Assn.?-—LawreNnce A. Roman, 
Universal C.I.T. Corp., New York. 

Epiror’s Note: We were unable 
to secure scrappage figures in 
time for publication in the 1956 
Avtomotive News Almanac. R. L. 
Polk and Co. has discontinued 
compilations of these. 

However, we are expecting to 
receive a release very soon from 
the U. S. Bureau of Roads cover- 
ing estimates on cars on the road 
as of Dec. 31, 1955. AS soon as 
these figures are received, we will 
be able to publish the scrappage 
figures in Avtomotive News. 





NEW CAR DEALERS—OWENS FRANCHISE AVAILABLE! 


NEW CARS 
NEW BOATS 


The One-Two 
Punch for "56 


Many of the people who buy your cars, also buy our 
boats. Since you have the contacts (and selling boats 
will not interfere with selling cars!), why not get your 
share of this profitable business? It's a big new market 


—if you can qualify! 


With minimum capital and time investment, and the 
very same facilities you already possess, you can be- 
come an Owens direct-factory boat dealer. We manu- 
facture on our assembly line a complete, nationally- 
famous line of quality boats—models are 14, 16, 18, 20, 
21, 26, 31 and 35, starting with a $345 outboard on up to 


the luxurious 35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to Mr. 
H. L. Johnson, Vice President, Charge of Sales, Owens 
Yacht Co., Inc., 101 Stansbury Rd., Baltimore 22, Md. 














AT 
regio 
the F 
fic S 









~~ OS 


to 
ne 
n- 


ot 
of 
se 
1e 









Traffic Safety Discord 


Delegates Blame Officials for Lack of Ideas; 
Governors Hit Apathy 
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| of their personal, ethical and moral 
code.” 

In the words of some delegates, 
a majority of the officials in- 
dulged in self-praise and placed 
the lack of remedial action on 
manpower and financial short- 
ages. 


ATLANTIC CITY. — The first |discord voiced by rank and file| However, the official tone in de- 
regional workshop conference of | delegates. 
the President’s Committee on Traf- | 


fic Safety has ended on a note of | 


Calendar 


(Continued from Page 12) 


General 


May 26-30—Indianapolis Custom Auto & 
Boat Show, Manufacturer's Bidg., Indiana 
State Fairgrounds, Indianapolis. 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
herman, Chicago. 

June 3-86— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bidg., Los Angeles. 

July 26-28—Automotive Trade Association 
Manegers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London. England. 


Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris. ; 
Oct. 10-12 —_ National Transportation 


Meeting, Society of Automotive Engi- 
neers. Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 

Earls Court, London, England. 

Oct. 23-25—I/th Annual National Protec 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. |-i2—National Diesel Engine Meet- 
ng, Society of Automotive Engineers 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-9—National Fuels and Lubricants 
toating Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meetin Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado. San Diego. Calif. 


Many of the 1,100 in attendance 
charged state officials at the con- 
ference with a lack of ideas and 
a failure to spell out a definite 
program. 

On the other hand, the two gover- 


| nors in attendance singled out pub- 
\lic apathy and lack of desire for 


traffic safety as the principal | 


offenders. 

Gov. Robert B. Meyner, New 
Jersey, the keynote speaker, said 
public apathy at the citizen’s level 
and lack of cooperation by many 


|public officials were hampering 


traffic safety reform. 

Gov. Abraham A. Ribicoff, Con- 
necticut, said: “People must want 
traffic safety. They must want it 


bad enough so that it becames part | 


$16 Million Suit 
Against Trico 


To Begin June 5 


BUFFALO.—A June 5 trial date | 


has been set in Federal Court in 
a patent-infrigement and antitrust 
suit against Trico Products Corp. 

The complainant is Anderson Co., 


Gary, Ind., also a manufacturer of | 


windshield-wiping equipment. An- 
derson contends Trico has infringed 


on patents issued to Productive In- |} 


ventions, Inc., also of Gary, and 
licensed exclusively to Anderson. 

The patents cover a blade for 
wiping curved windshields. 

Frank G. Raichle, Trico attorney, 
noted that in January the U. S. 
Supreme Court refused to review 
a Circuit Court of Appeals deci- 


| sion that Trico had not violated the 


Clayton Antitrust Act in its 


windshield-wiper operations. The | 


petition, he said, was brought by 
Productive Inventions. 


scribing the conference was one 
|of “guarded optimism.” It was 
called the “most successful confer- 
ence” and one of the “workingest” 
ever held. 

On one point there seemed to be 
agreement: That personal indiffer- 
ence mainly is_ responsible for 


resentatives from 11 eastern states 


gether. It is expected to set a pat- 
tern for others in Miami, Chicago 
and San Francisco. 

Gov. Ribicoff told of his crack- 
down on speeders, There has been 
a 14 percent drop in accidents 
since it started, he said. “It is 
apparent that, even if motorists 
won’t slow down to save lives, 
they will to save their licenses.” 
Connecticut has been suspending 
driver’s licenses 30 days for first 
offender speeders and 60 days for 
second offenders. 

Chief Magistrate John M. Mur- 
tagh, New York City, said a police 
crusade against moving traffic vio- 
lators has produced a record of $4,- 
199,469 in fines for the first four 
months of the year. This compared 
| with $2,934,831 for the same period 
of 1955. 

Howard Pyle, deputy assistant to 
President Eisenhower, told the 
| group that if enough local commit- 
tees were formed they would be 
able to exert a pressure that would 
be felt by top state government and 
force action there. 

The alternative to inaction, 
Pyle said, would be government 
intervention. Filmed messages 
from President Eisenhower and 
Harlow H. Curtice, General Mo- 
tors Corp. president, were shown 
at the meeting. 

Curtice is chairman of the Presi- 
| dent’s Committee for Traffic Safety, 
which sponsored the meetings. 








“murder” on the nation’s highways. 
The two-day session brought rep- | 


and the District of Columbia to-| 





—————— 


| Testing the V-Line— 

ee V-200, one of International-Harvester's new V-line models, is put through its 

paces at the company’s Fort Wayne (Ind.) proving grounds. The heavy-duty trucks 

cre available in nine series and features three new V-8 engines héaded by a 257- 

horsepower model with a displacement of 549 cubic inches. 
.+ ¢ 


IH Heavy-Duty V-Line 
Offers 3 New Engines 


CHICAGO. — Production has!power V-401, the 226-horsepower 
begun on a new “V-Line” of heavy- | V-461 and the 257-horsepower V- 
duty trucks with three new V-8/ 549. The “V” figures denote the 
engines, International Harvester| engines’ displacement in cubic 
Co. has announced. inches. 

The V-Line consists of nine During development, the new 
series of trucks in conventional | engines were tested more than 
and cab-over-engine four and six- | 30,000 hours at International’s 
wheel design. GVW ratings start Fort Wayne (Ind.) laboratories. 
at 24,000 pounds and GCW rat- These tests were coordinated with 
ings range upward from 50,000 a million miles of pilot runs by 
| pounds. fully loaded trucks at the com- 

Conventional four-wheel models| pany’s proving grounds in Fort 
are available in the Model V-195| Wayne and Phoenix, Ariz. 
and the V-200, V-210 and V-220; The Arizona runs included tests 
| series. The VF-190 and VF-200|/on a washboarded dirt test track, 
|series include conventional six-| on flat stretches and steep grades. 
| wheel models, and COE models are | There also were hours of mountain 
| available in VCO-195, VCO-200 and | trials. 
| VCO-220 series. | Following the company tests, 

Development of the new engines | pilot models of the new units rolled 
began in 1948 with adoption of the | up 2.5 million miles in commercial 
initial design from which  ulti- service in 39 heavy-duty truck vo- 
|mately were drawn the 206-horse- | cations. 


* 





goings ahead 








---mm St. Louis 


the biggest first quarter in our history 


Although 1955 saw new records established in advertising 
linage, for the POST-DISPATCH, the first quarter of 


1956 was 


9%, or nearly 775,000 lines better than a year ago 


Post-Dispatch leadership in total advertising, last year, 


was the greatest on record. That record is being exceeded. 








ST. LOUIS POST-DISPATCH 


The Selling Force Behind St. Louis Business 
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Affecting Factories and Dealers... . 





Auto Advertising 


(Continued from Page 50) 


Publishing Co. was 62nd with $403,- | 


800. 


* * * é 

Pendray Given Promotion 

C. Charles Pendray, Detroit man- 
ager of Ward-Griffith Co. Inc., 
newspaper representatives, has been 
elected vice-president by the board 
of directors. He has been with the 
firm for the past eight years and 
manager of the Detroit office for 
three years. . 

Jack F. Kent, former Detroit 
manager, was elected executice sec- 
retary and vice-president in New 
York, and Harry C. Griffith is the 
new chairman of the board and 


treasurer. 
> * a 


Newspaper Ads Up in °55 

National advertisers invested $695 
million in newspapers in 1955, more 
than $100 million above the previ- 
ous year, according to official 
figures released by the Bureau of 
Advertising. of the American News- 
paper Publishers Assn. 

The figure, highest on record, 
represents an increase of 17 percent 
over the 1954 total of $594,120,000. 
The Bureau noted that the total 
includes only expenditures 
newspaper space and does not in- 
clude production costs. 

Among the various classifica- 
tions of national advertising, au- 
tomotive accounted for the big- 
gest dollar increase and one of 
the biggest percentage increases. 
Automotive was up almost $60 
million to a 1955 total of $199,- 
433,000 — a gain of 42.6 percent 
over 1954. All sub-classifications 
under Automotive showed in- 
creases, with new cars the lead- 
mg gainer dollarwise — up $50 
million or 66 percent over its 
total for the previous year. 

Other classifications and sub- 


for | 


classifications producing sharp 
gains were: amusements, up 31.6 
percent; baking products, up 36.7 
percent; hotels and resorts, up 12.1 


percent; housing equipment and 
supplies, up 25.8 percent; indus- 
trial, up 25.8 percent; insurance, 


up 22 percent; medical, up 14.5 per- 
cent; public utilities, up 24.7 per- 
cent; tobacco, up 17.3 percent, with 
the major sub-classification, ciga- 
rets, up 22.3 percent; transporta- 
tion, up 22.2 percent, and wearing 
apparel, up 23 percent. 

Groceries, second to automotive 
among the major classifications, 


rose 4.9 percent to a 1955 total of 
$135,824,000. 


* * * 


New DeSoto Magazine 


DeSoto has begun publication of 
a new magazine designed exclu- 
sively for its dealers’ salesmen. 

The new magazine, to be pub- 
lished monthly by the division’s 
sales promotion department, will 

include selling tips, reports of 
salesmen’s activities and mes- 
sages from management. 


Titled “DeSoto Report,” the new 
| sales organ is an outgrowth of the 
DeSoto master salesmen program 
| recently announced, and organized 
to expressly recognize the efforts 
|of “on-the-floor” dealer salesmen. 
| Both new activities are part of the 
| division’s newly increased sales- 
| promotion program. 
+ . 





= 


| Agency Adds 3 Accounts 


Three automobile dealers have 
named Robinson Adleman ¢ 
Montgomery, Inc., as their adver- 
tising representative. 

The addition of University Mo- 
tors (Ford), Thomas-Coult 
Dodge-Plymouth and _ Frankle 
Buick in Chester, Pa., brings to 


ADVERTISEMENT 


American Markee Boosts Profits for Car-Lot Operators 


Top product in its field, the American Markee was originally designed for home 
use—as an attractive carport of lasting beauty, then it has made a name for itself 


MIAMI, Fia.—in response to an insistant 


demand by auto ‘dealers throughout the 


country, an all-aluminum canopy that smart merchandisers find a boon to business, 
a big 10 by 20 foot carport has been introduced by American Markee Corporation, 


a division of SeaView Industries, Inc. 


When installed in multiple units, the American Markee has achieved instant popu- 
larity as a profit-making setting for automobile displays. The American Markee is a 
24-hour-a-day style setter and sales booster for any ‘car lot’ operation—large or 
small. The simplification of its classic design enhances the lines of the cars on dis- 
play. while at the same time the heavy-duty all-aluminum construction of the Ameri- 
can Markee lends an air of performance as well as excellent protection for the cars 


displayed beneath. 


In addition, the American Markee is easily adapted to modern around-the-clock 


merchandising methods such as the application of eye-appealing 


nighttime displays. 


lighting for 


| Herbert F. Ohmeis 


10 the number of auto accounts 
currently serviced by the agency. 
+ * + 


OAI Names McBrine 


Robert C. McBrine, manager of 
the Atlanta sales office of Outdoor 
Advertising Inc., has been named 














Robt. C. McBrine E, 8. Robinson jr. 


vice-president and eastern sales 
manager with headquarters in New 
York. He succeeds Ted W. Lord, 
recently appointed assistant to the 
president in charge of national 
sales. 

Ellyson S. Robinson jr., vice- 
president and formerly West Coast 
sales manager, becomes manager of 
the Atlanta sales office. McBrine 
joined OAI’s Houston office in 1947 
and in 1949 was made manager of 
the company’s Atlanta office. Robin- 
son joined the national sales organ- 
ization at the time of its formation 
in 1931. He served as manager of 
the Atlanta office from 1937 to 1949, 
when he transferred to San Fran- 
cisco as West Coast sales manager. 

* * * 


Names 


Carmina Brooks Tuksal has been 
appointed to the staff of MacManus, 
John & Adams, Inc., Bloomfield 
Hills (Mich.) advertising agency, to 
develop merchandising and editorial 
|services for clients. Miss Brooks 
formerly was with Packard. 


Eugene Letourneau has joined 
|Geyer Advertising, Inc., as traffic 
|manager of its Detroit office. He 
| formerly was with -Ruthrauff & 
| Ryan, Inc. 
| Robert G. Knapp, formerly with 
|@ management consulting firm, and 
jr.. formerly 


with National Advertising Service, 
have been named to the sales staff 
of Nation’s Business. 


Vincent F. Aiello has been elected 
vice-president, copy chief and a 
member of the executive commit- 
tee of Kudner Agency, Inc., New 
York. He has been with Kudner 
since 1944. Robert R. Ferry also 
= elected a vice-president of the 

rm. 


Monroe Gensler, with the New 
York World Telegram & Sun for 
the past 25 years, has joined the 
New York Journal-American as as- 
sociate advertising director, a 
newly created position. 

Bernard Kramer, formerly presi- 
dent and owner of Colby Advertis- 
ing Agency, New York, has joined 
Emil Mogul Co., Inc., New York, 
as supervisor of the Rayco Auto 
Seat Cover account. 

L. C. Barlow, vice-president, has 
joined the executive staff of the 
New York division of Brooke, 
Smith, French & Dorrance, Inc. 


Grant Advertising, Inc., has an- 
nounced the appointment of Donald 
T. Matthews as Chicago account 
executive for the Dodge account. 
Matthews, formerly was with 
Pabst Brewing Co., succeeds, 
Thomas E. Hardacre, who has been 
transferred to manage the Calcutta 
(India) office. 

Vance Johnson has been elected 
vice-president of Crowell-Collier 
Publishing Co. He was appointed 
general manager of the company 
last December. 


C. Burt Oliver has been named 
business manager of the western 
division of Foote, Cone & Belding, 
advertising agency. His headquar- 
ters is in Los Angeles. 

John G. Ryan has been appointed 
president of P. F. Collier & Son 
Corp., New York, succeeding C. F. 
Norsworthy, who resigned. 

Woodward Kingman, automotive 
|merchandising manager at Look 
magazine for the past two years, 
has been named to the magazine’s 
advertising sales staff in Detroit. 
Fred Talento jr., former account 
executive at BBD&O, has been 





ADVERTISEMENT 


among outdoors enthusiasts as a perfect patio cover—open or screened. Its rugged 
construction, its lifetime aluminum materials, its. precision-engineered design and 
manufacture, plus its beauty and protection are just a few of the many features 
that called the American Markee to the attention of auto dealers who now use it in 
multiple units to display their cars to the very best advantage. 


Any multiple installation»job will be found easy to handle since all sections are 
shipped ready to set up with the use of simple every-day tools. 


The American Markee is manufactured in the most modern 


equipped plant of its 


kind in the South by skilled craftsmen long experienced in aluminum fabrications. 
Inquiries should be addressed to American Markee Corporation, Box 397, Interna- 


tional Airport Branch, Miami 48, Florida. 


mem. AUTO OEALER... 


for BEST display... 
night or day! 


install an all-aluminum 


carport by American Markee 


Here is a 24 hour salesman that works rain or shine to better merchandise your automobiles. 


The simplification of design enhances the lines of the cars you display, while the all-aluminum 


construction adds an air of permanence to a “‘car lot” operation. Attach this ad to your 
letterhead and let American Markee increase “DEALS” for your DEALERSHIP. 


Photos courtesy of Packer Pontiac—Detroit, Flint, and Miami 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. » Box 397, Miami 48, Florida 
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a, 


named assistant automotive mer. 
chandising manager of the maga. 
zine. 


Dan Boone has joined the auto. 
motive department of Hearst Ad. 
vertising Service, representing the 
Los Angeles Examiner. 


Don Cunningham has been ap- 
pointed eastern advertising man- 
ager for the Progressive Farmer, 
succeeding H. Earl Butcher, who 
died recently. Cunningham became 
associated with the Progressive 
Farmer in 1950. 


Jack Bryner has been appointed 
advertising manager of Collier’s, 
Bryner formerly was manager of 
Collier’s Detroit sales office. 


Jacques Megroz has been 
appointed associate advertising 
sales manager of American maga- 
zine. Megroz has been sales pro- 
motion and merchandising director 
for American since 1954. 


Paul Greenfield has been pro- 
moted from sales promotion 
manager to brand advertising 
manager of Simoniz Co. 

Betteridge & Co., Inc., Detroit, 
has appointed Clifford L. Parsons 
treasurer and office manager, and 
Thomas E. Dodds assistant produc- 
tion manager in charge of traffic. 
Dodds formerly was assistant pro- 
duction manager at the Detroit 
office of Batten, Barton, Durstine 
& Osborn. 

Wirt McClintic Mitchell has 
joined -Geyer Advertising, Inc., as 
vice-president in charge of all cre- 
ative departments. Mitchell form- 
erly was a senior vice-president of 
Lennen & Newell, Inc. 

Robert J. Hooper has _ joined 
Geyer Advertising, Inc., as an as- 
sistant account executive. Hooper 
formerly waszassociated with Len- 
nen & Newell, Inc. 

Donald C. Longyear has been 
named a vice-president of Brooke, 
Smith, French & Dorrance, Inc. 
advertising agency. He joined 
BSF&D in 1946. 

Thomas J. Freeman and James 
F. Hartnett have been promoted 
in the public relations department 
of the Tide Water Associated Oil 
Co.’s eastern division office in New 
York. Freeman was named public 
relations assistant, and Hartnett, 
editor of the employe paper. 

David D. Wines and Thomas Jip- 
son have been named account 
executives at D. P. Brother & Co. 
Detroit. Wines is on the Guide 
Lamp account, and Jipson on Ro- 
chester Products. Jipson also will 
serve as assistant account executive 
for Harrison Radiator. 

Leonard Kotowski has been pro- 
moted to group copy chief on the 
Dodge passenger car account, and 
St..Clair O. Dixon assistant to the 
production manager in the Chicago 
office of Grant Advertising, Inc. 
Dixon formerly was account execu- 
tive and production manager with 
Fensholt Co. 

John R. -Geyer and Stephen H. 
Hartshorn have been elected vice- 
presidents of Geyer Advertising, 
Ine. Geyer is secretary of the firm 
and a member of the board of 
directors. Hartshorn is research 
director of the agency. 


John W. Mitchell has joined the % 


Detroit office of Cresmer & Wood- 
ward, Inc., newspaper representa- 
tives. 

Davis S. Prowitt has been ap- 
pointed a public relations repre- 
sentative for American Airlines’ 
central region, to work with the 
airline’s district sales and opera- 
tions offices in Detroit. Before join- 
ing the airline, he was assistant 
picture editor of the Chicago Daily 
Sun-Times. 

John D. Horrall, former news 
editor of the San Francsico Chron- 
icle, has joined the public relations 
staff of General Petroleum Corp. 
in Los Angeles. 

Alfred H. Pfister has been ap- 
pointed Detroit advertising mana- 
ger of American Magazine. Pfister 
had been a member of Woman's 
Home Companion sales staff. Pfis- 
ter replaces Edward W. Helier, jt» 
who has been named assistant to 
the president. 

Alexander Stewart has been ap- 
pointed sales presentation manager 
of American magazine. Stewart for- 
merly was with McCall Corp. 

Paul Foley has been named man- 
ager of the Detroit office of Mc- 
Cann-Erickson, Inc. Foley joined 
the agency last year as vice-presi- 
dent and chairman of the Detroit 
plans board. 
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: Floyd Rice’s Compensation Plan . . . 
‘There’s No Substitute for Money’ 


(Continued from Page 2) 
commission paid for all new-car 
deals approved by manage- 
ment. The only pack is a $35 fee 
which the company deducts from 
the profit for preparing the car 
for delivery. 

Rice said, “We don’t believe in 
any guarantee. Some boys wouldn’t 
make that much in a month. Other 
fellows would lay back and take 
the guarantee one month and then 
dump a lot of sales on us the 
next month.” 

+ = * 
9 FOR the past seven or eight 

* years Rice has had a profit- 
sharing plan in which he divides 
up 10 percent of the company’s net 
profit every six months. Each em- 
ploye’s share is computed on the 
basis of his income and seniority. 
However, no one receives credit 
for any income above $5,000. 

One employe said that the two 
semi-annual payments usually 
amount to about $200, although 
“I have made almost $400 from 
the profit-sharing plan when we 
weren’t giving the cars away.” 

Besides the obvious advantages, 
the profit-sharing plan has the ad- 
ditional advantages of encouraging 
the workers to save money for the 
company and of keeping them from 
straying to other jobs, because their 
seniority is worth money. 
* * * 

A salesman can earn $10 for 

* a 6 percent finance and insur- 
ance deal and $7.50 for a 5 percent 
finance and insurance deal. 


4. Frequently Floyd Rice or 
Gene Butman, the general mana- 
ger of the Livernois store, will 
make bets with the Rice sales- 
men to spur them on to new 
achievements. 

After one of the recent four-a- 
week meetings, Rice made bets of 
$25-$50 with all the salesmen. Usu- 
ally the salesmen have to sell 
slightly over their last month’s 
quota to win the bet. And the sales- 
men usually win. For example, 
Daher won a $50 bet with the 
house by selling 20 new cars during 
April. 

During March, Daher, who is 
classified as a used-car salesman, 
sold 55 used units and 24 new cars, 
netting himself $3,300. 

5. All Rice employes receive free 
hospitalization as part of their 
compensation. 

6. The primary compensatory de- 
vice used by Rice to arouse selling 
enthusiasm is the contest. 

= * * 

have some kind of a contest 
almost every month,” he said. 
“You can’t beat a good contest. But 
they have to be changed or the men 
get tired of them. We like to whip 
up lots of competition with our 

contests.” 

During May the Rice salesmen 
are competing in a contest which 
Butman devised-so as to provide 





Most Businesses 
See No Decrease 
In Employment 


WASHINGTON. Seventy-one 
Percent of the businessmen who 
took part in a U. S. Chamber of 
Commerce survey have predicted 
that employment in their businesses 
would increase or remain the same 
during the rest of 1956- and 1957. 

In reply to the question: about 
the employment outlook, 35 percent 
Predicted an increase, 36. percent 
Said it would remain about the 
Same, one percent forecast. a de- 
crease and 28. percent gave no 
answer. 

In reply to the question; “Are 
you planning to expand your busi- 
ness significantly through more 
Plant or equipment investment or 
both in the next 12 to 18 months?” 
48 percent replied affirmatively, 20 
Percent replied negatively and 32 
percent made no answer. 

Some 35 percent of the business- 
men said they were going to 
broaden their market by introduc- 
ing new products and processes and 
18 percent said they.were going 
to expand their market by opening 
new branch offices or. factories. 








a daily spur to the sales force. 

The 18 new-car salesmen at the 
Livernois store were divided into 
three teams of equal ability. The 
teams were chosen on the basis of 
their productivity in previous 
months. 

The contest was kicked off at a 
party. One team is adjudged the 
winner each day on the basis of 
the most points accumulated. A 
salesman gets 10 points for each 
car sold (20 points if its a slow- 


moving model), 10 points for the| 


high-profit deal of the day and five 
points if he shows the best attitude. 
This is to reward the man who is 
trying hard, but just isn’t closing 
the deals. 

A man may lose five points by 





N. H. Dealers Move 
CONCORD, N. H. — The New 
Hampshire Automobile Dealers 
Assn. has opened a new office at 12 
Park St. in Concord. Andrew M. 
Nicoll is president. 


failing to attend a sales. meeting. 
+ x + 

e day all the members of 

the winning team draw an 

envelope from a hat containing 

bonuses ranging from $5 to $100. 

The money comes from a kitty 
which is expected to total about 
$2,500 during the month. Rice 
contributed $500 to the fund at 
beginning of the month and sums 
are added as sales reach 150 cars, 
200 cars, 250 cars, etc. 

The April contest was simpler. 
|The company gave a cash bonus to 
|all salesmen who sold over 10 cars 
in the month. The bonus was the 
| square of the number of cars sold. 
A man who sold 10 new units re- 
|ceived $100, or $144 if he sold 12 
|cars. Daher, with 20 sales, received 
|a@ $400 bonus. 

In the February contest, the win- 
|ning salesman received his regular 
commisions plus 50 percent of the 
|gross profit he earned for the 
house. Peter Pazzoli was the win- 
ner, carting away a $1,600 bonus for 








Russian V ehicles 


Invade Argentina 

BUENOS AIRES, Argentina.— 
The Moskvich, “the car made to 
last,” is now being offered for 
sale in Argentina by the Soviet 
Union. The small four-door sedan 
sells for about $3,750—a large 
part of which goes for import 
duties. 

The Moskvich is advertised as 
a four-cylinder, 32-horsepower 
car, capable of 75 miles an hour 
and 30 miles per gallon of gas. 
The Russians are also advertising 
a “powerful” diesel truck for 
$7,450. 





the month. This contest was based 
simply on the most units sold. 
The runner-up was Doug Bishee, 
who won a trip to Florida, followed 
by Bob Lyons, who won the use 
of a new demonstrator: for four 
months for his wife. 
+ * * 
A REGULAR weekly affair is the 
high “G. P.” contest in which 
the house donates $50 and each 
participating salesman contributes 
$2, providing a pot of $80 to $90 





for the man with the highest total 
gross profit for the week: on all his 
sales, 

Another small but attractive 
incentive at Floyd Rice’s is the 
annual “five-year party” to which 
all employes are invited who have 
five or more years with the: firm. 

A popular feature of the party is 
the awarding of diamond-studded 
lapel pins with a diamond added 
for each year of service after five 
years. For example, a seven-year 
man turns in his two-diamond pin 
for a three-diamond pin. 

Besides Daher, the Rice incentive 
program also produced three of the 
top Ford regional salesmen last 
year. 

They are Bob Willis, first in the 
Great Lakes region; Jack Ryan, 
fourth in the region, and Pete 
Austgen, 12th in the region. 


Goodyear Names Warren 


R. B. Warren has been named to 
succeed H. D. Foster as sales man- 
ager of Goodyear Tire & Rubber 
Co.’s industrial products division, 
effective June 1. Foster will retire 
May 31 after 43 years of service 
with Goodyear. 








if you’re particular about your service 
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WOLF'S HEAD OIL REFINING CO., Inc. 
OW CITY, PA, 
New York Office: 


100% PURE PENNSYLVANIA 
“GUIDE TO THE WEATHER” 
Folder. Learn how to forecast 
the weather. Write for your 


Glendale 27, N. Y. 


sell WOLF’S HEAD 


Fine service starts with fine products! 


An oil change or make-up with Wo.LF’s HEap is a sign of 
the finest service there is. The vast number of motorists 
who demand the best know that Wo.r’s HEap is the 
“finest of the fine.” It is the superior refinement of 
nature’s richest, toughest crude . . . 100% Pure Penn- 
sylvania. Scientifically fortified to clean as it lubricates 
and to provide modern motors with extra “‘all around” 
protection. 


Sell Wo.r’s HEapD and your customers will get the finest 
... it’s Superior Premium Quality .all the way. 


*Longer Lasting 


*Superior Protection 
*&Keeps Engines Clean 


*&Keeps Power High 


WOLF’S HEAD MOTOR OIL AND LUBES. 


100% Pure Pennsylvania—Scientifically Fortified es Member, Penna. Grade Crude Oil Association 
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Take on Racing Flavor... 





How Auto Ads Are Running 


By John K. Teahen jr. 
Staff Writer 

C WAS Derby week in Louis- 

ville and Hull-Dobbs (Ford) 
keyed its advertising to the state’s 
biggest event of the year. 

The dealership announced a 
Derby Special and said, “Hull- 


Dealer Council 
Meets With Nash 
Factory Officials 


DETROIT. — The Nash Dealer 
Advisory Council will meet here 
this week (May 17-18) with factory 
executives at the Statler Hotel, ac- 
cording to John W. Raisbeck, sales 
vice-president. 

The council, composed of one 
dealer from each of 21 zones, is 
designed to help guide management 
planning in advertising, sales pro- 
motion, franchises and product im- 
provement. 

In addition to Raisbeck, officials 
who will participate in the meetings 
include George Romney, president, 
American Motors Corp.; Roy Aber- 
nathy, distribution and marketing 
vice president; E. W. Bernitt, auto- 
motive manufacturing and procure- 
ment vice-president; M. F. Moore, 
research and engineering vice-pre- 
sident, and Fred W. Adams, Nash 
assistant sales manager in charge 
of advertising and merchandising. 

Members are W. A. Grawemeyer, 
Indianapolis, chairman; P. R. Lau- 
ritzen, Richmond, Va., vice-chair- 
man; L. P. Hartung, Milwaukee, 
secretary; D. E. Schulstad, Tampa, 
Fla.; N. Atamian, Boston; K. S. 
Van Dervort, Binghamton, N. Y.; 





W. A. Stutzel, Rockford, Ill; W. E. | 


Maloy, Akron; 
Austin, Tex.; L. C. Bosse, Boise, 
Id.; L. P. Marshall, Flint; 
Barnett, Topeka, Kans. 

H. Floyd Brown, San Bernar- 
dino, Calif.; M. C. Bledsoe, Shreve- 
port, La.; S. E. Clevenger, Minne- 


apolis; R. J. Menendez, Hempstead, | 


P. K. Williams, | 
L. C.| 


| 


N. Y.; N. Romano, Glenside, Pa.; | 


W. J. Fulton, Washington, Pa.; C. 
M. Wentworth, Portland, Ore.; R. 


G. Riefling, St. Louis, and L. E. | 


Test, Stockton, Calif. 


Lincoln Setting 
Sales Record 


DEARBORN.—Lincoln is contin- 
uing its record sales pace, establish- 
ing a new record in the first four 
months of 1956, according to James 
H. Barnes, assistant general sales 
manager. 


Barnes said that customer deliv- 


eries were 30 percent ahead of last| at normal levels, 
year’s pace and surpassed the pre- | O’Madigan 


vious first-four-months record of| except for execu- 
14,379 units delivered in 1949. 
Barnes said Lincoln dealers sold 
3,732 cars in April which was 17 
percent ahead of April, 1955. 


| York, broke with the “$56-a-month” 


Dobbs makes it easy for everyone 
to drive to the races in a new 
Ford.” 


The sport of kings also spread 
to Springfield, Ill., although that 
city has no turf classic. 

Bates Chevrolet Co. announced 
the “16th annual running of the 
Bates Handicap.” The firm’s 18 
salesmen were caricatured aboard 
hurrying thoroughbreds as dealer- 
ship officials cheered them on from 
vantage points along the rail. 

+ * + 
i MILWAUKEE, King Braeger 

Chevrolet based an ad on its re- 
cent selection as retailer of the 

year in the auto field by the Brand 
Names Foundation. 

King Braeger advertised, “We 
can prove we can save you hun- 
dreds of dollars on a new 1956 
Chevrolet ... (and) as the nation’s 
No. 1 dealer we have to back it up.” 

The firm ‘promised, “No extra 
accessories to buy—no gimmicks 
—no comeons.” 

Ralph Horgan, Inc. (Ford), New 


theme being used by its factory. | 
At Horgan, “Just $66 a month buys 
a Ford V-8.” | 





* * * 


On THE same page a small ad| p 


words or less why they bought a 
used car from Sky. The winner was 
to receive a ’56 Pontiac in exchange 
for the used car plus sales tax. 


* * * 


KY also offered to sell 1948- 


or-older tradeins back to the|® 


owner for $1.99 when traded on 
56 demonstrators. 

In Connecticut, 18 dealers in the 
Waterbury - Naugatuck area com- 
bined to advertise, “Make no mis- 
take. You get the best deal in the 
state when you buy your new car 
from your local franchised dealer.” 

One of the Waterbury dealers, 
Burkhart Motors, Inc. (Dodge- 
Plymouth), aimed an ad at used- 
car buyers. It cited statistics 
showing that the average car on 
the road is more than five years 
old and said, “That’s good evi- 
dence that modern cars are built 

for many years of service. 


Mezey Motors (Lincoln-Mercury), 


| 


"A Good Driver Should .. .’"— 


The 49 contestants for the Mrs. America crown in Daytona Beach, Fla., were asked 


to write 100-word essays on what constitutes a good driver. The essay competition, 
judged by DeSoto and the National Safety Council, was won by Mrs. Washington, 
| D. C. (Caroline Gayler). DeSoto supplied cars to the contestants during their stay 
in Daytona beach. 


New York, stated a fact which| 


|many shoppers seem to have for- 


gotten: “We can’t sell you a car for 

cost and neither can anyone else.” 
so * * 

f gee dealership offered “rock- 

bottom prices based on high| 


| volume and low profit per unit.” 


In Redondo Beach, Calif., Dodge 


urged, “Make sure! Before you | jetter to 6,000 persons and had it 


buy—check Benson Chevrolet.” 
ad measured one column by 
inch. 


In Cincinnati, Superior Chevrolet | 
and Sycamore Motors (Dodge-| 
Plymouth) ran afoul of NADA’s| 
latest advertising code. 
Superior said, “We are over- 
stocked,” and Sycamore invited 
buyers to bring in “the deal other | 
dealers refused, the down pay- 
ment everyone else said was too 
low.” NADA’s tightened restric- 
tions specifically ban these terms. 
Cincinnati’s Sky Pontiac staged a 
contest for used-car buyers. Pur- 
chasers were asked to write in 25 


The | republished in a newspaper adver- 
one | tisement. 


He expressed displeasure at 
seeing a “dignfied business turn 
into a carnival of wild misstate- 
ments, sham and tricky, high- 
pressure selling. As an intelligent 
individual, you are probably as 
disgusted with this situation as 
I am.” 

He continued: “When you buy 
from us you are dealing with a 
friendly neighbor ... We have been 
in business in ‘Redondo 33 years, 
and intend to remain long after 
these “fast- buck” operators are 
gone and forgotten.” 





Executive Models Spark 


"096 Sales, Says Packard 


DETROIT.—Introduction of the| that sales of this series have con- 
Executive series has brought) firmed management’s belief that 
Packard sales to the highest level| broadening the Packard line 


since the peak of last year, accord- 


ing to Dan 
OMadigan jr. 
igeneral _ sales 
manager. 


| 


| 


Sharp increases 
in sales reported- 
ly have cut Pack- 
ard stocks to the 
lowest point in 
nearly a year. 
Dealer stocks are 





said, 
D. O’Madigan jr. | 
tives, which are in short supply. 
O’Madigan said there is a 
month’s production backlog of or- 
ders for Executive models and 


i 


would bring marketing benefits. 
He said higher sales volume for 
all Packards in the past 60 days 
also refiected benefits accruing 
from a merchandising program 
covering more than 300 key dealer- 
ships. It is called “Operation Re- 
tail” and is designed to aid dealers 
in doing a volume business at a 
profit. 


May production schedules have 
been adjusted to allocate a larger 
share of output to Executive 
models. These are priced just above 
the medium-price field. Introduction 


| of Executive models gave Packard 
| coverage of this market for the 


| first time since 1937, it was said. 





O’Madigan described “Operation 
Retail” as a comprehensive mer- 
chandising program divided into 
two major phases. Eugene B. Reb- 
han, assistant general sales mana- 
ger, directs advertising and sales 
promotion activity. Don B. Whit- 
field, assistant general sales mana- 
ger, directs field personnel “task 
force” teams assigned to work 
directly with dealers. 

A zone manager, a special serv- 
ice representative and a zone 
business manager work directly 
with a maximum of five Packard 
dealerships. 

Each task force, in cooperation 
with dealers, sets up four-month 
marketing objectives. Progress re- 
ports are kept for each dealer cov- 
ered by the program and results re- 


intervals. 

When a dealer falls behind target 
objectives, the factory “task force” 
helps develop a “correction report” 
to discover what remedial action 
should be taken and what special 
sales promotion and advertising 


ealer Walter W. Linch sent a) 


viewed with the dealer at ten-day | 


|activity should be carried out to 
For Reo Executives— |increase floor traffic. 

John C. Tooker, president, Reo Motors, Inc., Lansing, inspects the company's “new” | O’Madigan said that all adver- 
executive car, a 1931 Reo Royale which was restored to its original mechanical condi-| tising and sales promotion pro- 
tion by the Reo engineering department. The interior of the eight-cylinder car is; grams are formulated and devel- 
‘finished in the same modern leather and fabric found in current model cars. It will| oped to solve the dealer’s local 
be used exclusively by company officials in Lansing. market situation. 





By Mrs. America Contestants .. . 





Ideal Driver Described 


DAYTONA BEACH, Fla. — The;is one who “does not lose his 
ideal driver knows his car, keeps| religion behind the wheel. He ob- 
it in safe operating condition and | serves the Golden Rule ... and 
is mature enough to weigh minutes | obeys all traffic regulations.” Mrs. 
and impulses against life, wrote|cG,nnon is 29 and has three chil- 
Mrs. Washington, D. C. (Caroline d 
|Gayler) in an essay competition | °™©" : 
| judged by DeSoto and the National | Contest judges were A. E. Kim- 
| Safety Council at the Mrs. America| berly, DeSoto chief engineer, and 
| contest. : James D. Hill, Chicago, safety 

The judges called her 100-word | council district representative. 

| description the best of the 49 

| entries submitted. Mrs. Gayler, 
| 38, wife of a Navy captain and 
mother of five children, received 
| a silver serving tray and a set 
| of Goodyear white sidewall tires. 

| Second prize went to Mrs. Colo- 


rado (Adeline Morris) and third to 
| Mrs. Utah (Margery Cannon). Each WASHINGTON. — The Federal 


was awarded a silver tray with|1"44e Commission last week 
Mrs. Morris also receiving a power | Ordered P. & D. Mfg. Co., Inc., Long 
| brake kit and Mrs. Cannon a set | Island City, N. Y., to stop selling 
lof seat belts. its automotive products to compet- 
| Mrs Morris, who is 36 and has | ing customers at different prices. 

two children, stressed courtesy in|. The FTC ruled, in a majority 
her essay. She wrote, “Failing to | opinion written by Commissioner 
|be courteous and ending up in a| Sigurd Anderson, that the com- 
| tie at an intersection never proves | Pany had unlawfully discriminated 
|who is right — only who is left.” | through varying rebate schedules. 
Mrs. Cannon said a safe driver! Commissioner Lowell B. Mason 
|dissented from the majority and 
Commissioner William C. Kern did 


Michigan Tool Forms not take part in the decision. Be- 
|sides Anderson, others were John 


Automation Division |W. Gwynne, chairman, and Com- 
rn a eae Tool ©. | missioner Robert T. Secrest. 
Gear-O-Mation division here at| 1” an appeal from a decision by 
17410 E. Ten Mile Rd. It will de-|2 hearing examiner, the company 
sign and build automation equip- contended that since the price 
ment for high-volume manufacture | V@rtiations do not result in price 
of gears and small parts. | cutting among the customers there 
Fred T. Proper is sales manager | “2S a poe net Mand a finding of 
of the new division. He formerly | !¢ssened competition. ' 
was sales manager of Manistee! Commissioner Anderson denied 


FTC Ruling Bans 
Rebate System of 
N.Y. Auto Firm 





Iron Works division. F. Zawaski| this, saying the variations give the 
and Joseph Zeld have been ap- | favored buyers a profit advantage 
pointed engineering and manufac-|that can be translated into wider 
turing supervisors, respectively. 





and better service to customers. 





Bacon Receives Four Letter Award— 


The Ford Four Letter Award for outstanding achievement.in 1955 is presented to 
Lester C. Bacon, right, owner of the Bacons' Sales Co. (Ford), Hermosa Beach, Colif., 
by Hal Giffin, Ford representative. From left are George Mills, Eric Cussler, Bacons’ 
general manager; Giffin, Roger Bacon, Robert Bacon and Lester Bacon. 
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Plans Virtually Complete .. . 
ge 





First SUB Money 
To Be Paid June 11 


By Joseph M. Callahan 
Staff Writer 

atiD rising unemployment in 

the auto industry, the United 
Auto Workers last week announced 
virtual completion of plans for the 
start of supplemental unemploy- 
ment compensation payments June 
11. 

The UAW will shortly distribute 
a booklet to Chrysler Corp. em- 
ployes explaining the 
SUB plan and Chrys- 


ON ler will deposit an 
eT estimated $9 million 


in the Hanover Bank 
of New York City, 
which has been named trustee of 
the fund. The six-man company- 
union board to administer the plan 
was named some time ago. 

Similar progress is reportedly 
being made at the other auto plants 
where UAW President Walter 
Reuther negotiated the modified 
guaranteed annual wage last year. 

A peculiarity of the SUB pro- 
gram is that the great bulk of 
the 147,000 auto workers, which 
the UAW says are now unem- 
ployed, will not be eligible for 
benefits. 


This is because the contract re- 
quires that any person collecting 
SUB must be laid off on or after 
May 2, 1956, thus eliminating all 
those workers laid off before this 
date. 

* * * 


Other Qualifications 

N ADDITION, the contract re- 

quires that the person must be 
laid off from a job covered by the 
UAW agreement, must have been 
laid off because of a reduction in 
work force and must make proper 
application for the compensation. 

Under the SUB plan, the laid- 
off worker can collect no more 
than 65 percent of his take-home 
pay after taxes for the four weeks 


and then no more than 60 percent | 
|Union Decertified 


of his pay for 22 weeks. Included 
in these percentages are the state 
unemployment benefits. 

It is estimated that the average 
laid-off Chrysler Corp. worker with 
two children whose weekly pay 
after taxes is $72, would receive an 
estimated $33 from the Michigan 


Unemployment Compensation Com-| 


mission and about $13 from the 
SUB fund—a total of $46. Maximum 
SUB payments are $25 a week. 


Meanwhile, Reuther last week 
urged the heads of the auto and 
agricultural implement corporations 
to join with the union in labor- 
Management conferences to find a 
solution to the unemployment in 
both industries. 

* * = 


Little Hove Seen 


EUTHER said there was no 

hope for the usual seasonal 
pickup common to both industries 
at this time of year and that indi- 
cations pointed to a worsening of 
the situation. 


_The UAW proposed that the 
Plymouth on Tour 
With Diesel Engine 


LONDON. — A Plymouth Savoy 
fitted with a_Perkins four-cylinder 
diesel engine has begun a 15,000- 
mile tour of Denmark, Norway, 
Sweden and Finland. The tour will 
last 14 weeks. 


Chrysler is now offering the Per- 
kins engine, which develops 58 
horsepower at 3,000 r.p.m., as an 
option on its Plymouth cars. Many 
gas-driven American cars have 
been converted to diesel with this 
engine. Maximum speed is about 
% miles an hour. 

Driving the car is Herbert Bille 
Axelsen who was born in Denmark 
but is now a British citizen. He is 
employed on the Perkins export 
Staff at Peterborough, England. 


Langdon Gets Tire Post 


Langdon assistant Los Angeles dis- | England; Cuthbert L. Ackroyd, Lord Mayor of London; Sir William Rootes, chairman | Caldwell 
trict sales manager for U. S. Tires. | of the Rootes manufacturing group; and Johannes Eerdmans, Jaguar Cars North | treasurer. 


;men are 


agenda of the conferences include 
| discussions on past and present 


production schedules, current dealer 
inventories, the timing of the intro- 
duction of 1957 models, the plans 
of the auto makers as they affect 
the parts suppliers, automation and 
decentralization. 


A similar appeal to the auto 
makers a couple of years ago by 
Reuther was ignored, except for 
the acknowledgment of one firm. 


Because of what the union termed 
“alarming” unemployment, Michi- 
gan’s Gov. G. Mennen Williams ap- 
pealed to President Eisenhower last 
week to declare three Michigan 
cities, Detroit, Flint and Benton 
Harbor, as critical employment 
areas, giving them preferential 


treatment in the award of defense| O'Connell (left), 
| 


contracts. 

Last week a strike by 2,000 iron 
workers slowed down construction 
of new plants being built for Gen- 
eral Motors, Ford Motor Co. and 
Chrysler Corp. 

- = . 


U. S. Enters Dispute 


Or THE dealership front, a Fed- 
eral labor conciliator has re- 
newed efforts to settle a contract 
dispute between the Seattle and 
King County Automobile Dealers 
Assn. and Local 289 of the Machin- 
ists Union. 

The union has been seeking a 
12 percent increase in wages, a 
pension plan and other benefits. 
The contract expired May 2. 
Local 289 has petitioned the Se- 

attle City Council for strike author- 
ization against the dealers, the 
Washington Motor Transport Assn., 
local dairies, bakeries, laundries 
and other fleet employers. 

While 1,200 mechanics are di- 
rectly involved, another 1,000 work- 
indirectly affected since 
their contracts generally following 
the pattern set in the association 





shops. 


* = * 


N SALT LAKE CITY, the me- 

chanics of Bennett Motor Co. 
(Ford) voted 39-19 to decertify the 
Machinists Union, which had been 
their bargaining agent for the past 
eight years. The National Labor 
Relations Board conducted the 
election. 

In another NLRB election in 
Salt Lake City, the mechanics 
at Capital Chevrolet Co. voted 
24 to 14 to reject the Machinists 
as their bargaining agent. The 
mechanics had been represented 
by the union for the previous 
five years. 

Last week the Ohio Automobile 
Dealers Assn. reported that “More 
and more dealers are being ap- 
proached by union representatives 
who claim to represent a majority 
of their employes and claim bar- 
gaining recognition.” 











| appointment, 
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50 Years a Dealer— 


i 


Sh 


John Burkitt (center), an auto dealer 50 years, signs 1956 contracts. with H. J. 


Chicago wholesale manager. 
room in Park Ridge, III. 


Wiles Aske ‘Closed Session’ 


In N. M. Convention Talk 


SANTE FE, N. M. Ivan L. 
Wiles, General Motor Corp. execu- 
tive vice-president in charge of 
dealer relations, in his first formal 
appearance before dealers since his 
requested a “closed 


| session” when he spoke before the 


|New Mexico Automobile 


Assn. here. 

An official of the NMADA ex- 
plained that Wiles wanted to 
“exchange ideas on an informal 
basis and didn’t want the press 
to pick up any incorrect conclu- 
sions.” 

Even guests of the attending 
delegates were asked to leave the 
room when Wiles got up to speak. 
Wiles has issued a press release 
which he said covered his speech. 

The topic was “Target for Today 
and Tomorrow.” Wiles urged 





Convention in S.D. 


Set for Sept. 18-19 


PIERRE, S. D. — The South Da- 
kota Automobile Dealers Assn. will 
hold its annual convention in 
Mitchell, S. D., Sept. 18-19, accord- 
ing to Birney Broderick, associa- 
tion manager. 

At the association’s recent quar- 
terly meeting, the following dealers 
were appointed to the nomination 
committee: Herbert Schumacher, 
Lloyd Atwater, Raymond Quinn, 
Vincent Jones and Rick Hodgson. 


Clinton Elects Lutz 


Ira A. Lutz has been elected vice- 
president-controller of Clinton Ma- 
chine Co., Clinton, Mich. 


British Visitors at International Auto Show— 


Talking “shop at the International Automobile Show in New York are,.from left, 
U. S. Rubber has named E. V.| Sir William Lyons, chairman and managing director, Jaguar Cars, Ltd., Coventry, 


Dealers | 


dealers to pay more attention to 
the customer as “the only source 
of real revenue.” 

The delegates heard Rowland E. 
Kirks, NADA legislative counsel, 
praise support by Senator A. S. 
Mike Monroney, Oklahoma Demo- 


crat, for legislation “that will bring | 


about a more equitable relationship 
between factory and dealer.” 

“The dealer definitely will have 
his day in court if this proposal 
becomes law,” said Kirks. 

Wiles, according to the release, 

told the dealers: “There isn’t any- 


| thing that an American wants more 
| than an automobile. The ownership 


of an automobile is essential to the 
business of making a living. It is 
a symbol of success, it is a way 
of life.” 

He said his new job calls for 
“continuously surveying dealer 
opinion in order to ascertain the 
problems which concern dealers 


Oldsmobile Chicago zone manager, and H. H. Teisler, Cadillac | 
Burkitt will be honored at a party june 15 in his show- | 


and an open mind in all matters) 


which concern them.” 

Wiles said the success or failure 
of any business depends upon 
whether its operations satisfy the 
public’s needs and meet with pub- 
lic approval. 

“Nowhere,” he said, “is that 
approval, or disapproval, more 
clearly expressed than in the 
ballot of dollars.” 

The delegates were 
Wiles to “explore 


urged by 
every possible | 


area in which they can work to-| 


gether 
conduct their businesses in such a 
way that the customer will pay a 
reasonable price for the product 
because of the high regard in 
which he holds that product 

and the dealer—and his service.” 

Birkett L. Williams (Ford) Cleve- 
land, NADA secretary, and Thomas 
W. Rogers, executive vice-president, 
American Finance Conference, also 
spoke at the convention. 

Williams urged the dealers to 
reappraise each department of 
their operation and suggested vari- 
ous means of making more profit. 

Rogers urged New Mexico 
dealers to be “judicious” in sell- 
ing autos on credit. “Credit is 
still on an individual basis,” he 
said, “it’s up to you to help keep 
it sound.” 

If financing goes up beyond a 


‘| certain point, he said, the customer 


will wind up owing more than his 
purchase is worth, even over a 
long period. 

“He just can’t keep up with the 
depreciation,” he said. 

Kirks also brought the delegates 
up to date on current legislation in 
Washington, including the highway 
appropriations and the proposal to 
extend .Federal minimum wages to 
retail businesses. 


Officers, who were elected last 
December, include: R. S. Darwin 
(Buick) Albuquerque, president; 


Ernest H. Bruss (Ford), Farming- 
ton, vice-president, and Earl 
(Chevrolet), secretary- 
Chairman of the con- 


Langdon joined the company in| American Corp., New York. The British manufacturers have launched a cooperative | vention committee was E. R. Wood 
1952 in the Seattle district. 


' effort to capture a larger share of the U. S. Market. 


(Chevrolet), Santa Fe. 


in a given community to} 
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AUTO TURNTABLES 
No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere, All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


| Also 
avail 
able 
POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 








18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 


~i» STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 








driQuik 


infra-red 


AVERT ZA EASY WAYS TO BUY 


Easy Terms 
© Lease Plan 


Now you can DOUBLE PROF- 
ITS by increasing the amount of 
work you turn out in your pres- 
ent paint and body shop without 
spending a large sum of money. 
Here's a real workhorse that 
rolls quickly from one spot to 
another, quickly baking all kinds 
of spot and panel jobs . . . and 
it teams up with the famous 
driQuik Model 16 to cut drying 
time in half on an all-over job. 
New Model 8 is economical to 
operate. Wire today for a FREE 
DEMONSTRATION in your 
shop. 


Cash 


DRY CLIME 


LAMP CORP 
Greensburg rit tals) 


Leet etl by 


Dey Clime Lamp Corp., Deps. D, Greensburg, lad 
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Dealer-Owned Finishi 


Centers Urged... 





To Meet Distribution Challenge 


(Continued from Page 2) 


it over.” 


|ment must be tight,” he said. “It’s 
get it working. They must turn | just like spokes on a wheel. If one 


is loose, the wheel warps. The 


He said the dealer is a merchant, | dealer is the hub and he's just as 
just like a clothier or a department | Strong as his spokes. 


store, with merchandise to sell. 


Bradfield said that a parts mana- 


“You can’t just open the doors, | ger or a service manager might be 
close your eyes and say ‘we’re here, |g “jogose spoke.” If so, he must be 


come and get it,’” he said. 

Bradfield advised dealers to 
help themselves by budgeting ex- 
penses, forecasting sales, analyz- 
ing operations and then living 
within what they find to be the 
“facts of life.” 


“tightened” or disposed of. 
He advised dealers to step up 
service to customers, approach 


buyers with intelligence and 
| analyze their salesmen. He 
likened some ‘salesmen to “vul- 


“The organization and manage- | 


tures,” overloading customers and 





Road Bill Is Amended 
By Senate Committee 


WASHINGTON. — The Senate 
Public Works Committee has made 
its first change in the $51.8 billion 
highway bill which has been passed 


by the House. It substituted provi-| 


sions of the Gore bill for Title I of 
the House measure. 

Title I refers to the time-limit 
of the highway program, to the 
total cost and to the apportion- 
ment of Federal and State funds. 

The Gore bill was passed by the 
Senate last year. In making the 
substitution, the Senate committee 
extended its term from five to 13 


April Car Sales 
Dip 13 Percent 
In Wayne County 


DETROIT.— New-car_ registra- 
tions in Wayne County (Detroit) 
in April plunged 13.5 below the 
March total, according to figures 
compiled by the Detroit Auto Deal- 
ers Assn. 

The April total was 11,512. The 
March figure was 13,312. 

Truck registrations fell even 
more sharply—from 1,206 to 938, for 
a 22.2 percent setback. 

Chevrolet retained its newly won 
leadership over Ford, with 3,005 
(26.11 percent of the market) regis- 
trations to 2,689 (23.36 percent) for 
its competitor. 

Other registrations, with market 
penetration in parentheses: Buick, 
993 (8.63); Plymouth, 870 (7.56); 
Oldsmobile, 823 (7.15); Mercury, 750 
(6.51); Pontiac, 470 (4.08); Cadillac, 
464 (4.03); Dodge, 402 (3.49); De- 
Soto, 236 (2.05); Chrysler, 179 
(1.55); Nash, 145 (1.26); Lincoln, 141 
(1.22); Studebaker, 109 (0.95); Hud- 
son, 82 (0.71); Packard, 54 (0.47); 
Clipper, 53 (0.46); Imperial, 15 
(0.13); Willys, 3 (0.03), and miscel- 
laneous, 29 (0.25). 

New-truck registrations and 
penetrations were: Ford, 402 (42.- 
87); Chevrolet, 242 (25.80); Dodge, 
105 (11.19); International, 64 (6.82); 
GMC, 54 (5.76); Mack, 17 (1.81); 
White, 12 (1.28); Reo, 11 (1.17); 
Divco, 10 (1.07); Studebaker, 8 
(0.85); Willys, 6 (0.64); Diamond T, 
3 (0.32); Autocar, 2 (0.21), and mis- 
cellaneous, 2 (0.21). 


Wash. Convention 


To Open.May 24 

SEATTLE, — Senator Warren G. 
Magnuson, Washington Democrat, 
will discuss the Monroney hearings 
at the Washington State Auto 
Dealers Assn. convention May 24-26 
in Wenatchee, Wash. 

Other speakers will be Fred Sut- 
ter, NADA first vice-president; 
James Ramsdell, discussing the 
Taft-Hartley law; Don Eastvold, on 
the tax situation, and James Mor- 
ley, on the international situation. 


IH Consumer Relations 
Directed by Peckels 


CHICAGO. — International Har- 
vester last week boosted Michael F. 
Peckels, manager of the consumer 
relations department, to director of 
consumer relations. William 0. 
Maxwell will succeed peckels. 

Peckels, who joined Harvester in 
1915, has served in manufacturing, 
engineering and _ sales _ positions. 
Maxwell came to Harvester in 1941, 
rising to assistant manager of con- 
sumer relations in 1946. 





years, giving it the same life as the 
House measure. 

The amount to be expended and 
the method of apportionment dif- 
fer in this manner: The Gore meas- 
ure would make the Federal con- 


|tribution to the interstate system 
$24.75 billion and the states’ match- 


ing share $2.75 billion. 


The House figures for the in- 
terstate system are $25 billion for 
the Federal Government and $2.5 
billion for the states. 

On apportionment, the Gore bill 
assigns interstate projects under 
the existing legislative formula. The 
House proposal works on a basis of 
“needs” as estimated by the states 
and compiled by the Bureau of 
Public Roads. There also are dif- 
ferences in fund authorizations for 
primary and secondary roads. 


The Public Works Committee is 
considering only the construction 
provisions of the bill. It will pass 
the measure along to the Senate 
Finance Committee which will take 
up the revenue side of the program. 

Finance committee officials have 
announced that two days of public 
hearings will be held on these sec- 
tions. 


Following deliberations by the 
Finance Committee, the bill will go 
to the Senate floor. If passed, its 
next stop will be a joint Senate- 
House conference and then it will 
be sent back to both houses for 
ratification. 

The statement increased a grow- 
ing optimism among capital observ- 
ers that legislative steps in connec- 
tion with the highway program will 
be completed before July 1, the 
scheduled starting date for in- 
creased highway-user taxes to 
finance the project. 


Bank Eases Up 
On Credit Terms 


ST. PETERSBURG, Fla. — In 
the face of constricting consumer 
credit terms, the St. Petersburg 
Bank has moved to reduce financ- 
ing rates on new cars. 


The bank announced last week 
that it would henceforth charge 
4% percent interest on new cars. 
The prevailing local rate previously 
had been 6 percent. 

“We also propose to extend the 
time of repayment up to 36 
months,” said Hugh Doyle, mana- 
ger of the bank’s installment loan 
department. 


arranging “bad” terms so that 
deals can be made. 

“For a workingman, sometimes 
buying a car is the only way he can 
save. He does this by piling up an 
equity in his car,” said Bradfield. 
“To be able to save in this way, the 
workingman must get enough of 
an equity so that he will appreciate 
it. When a salesman overloads and 
oversells a customer, the thrill of 
buying is gone. Confidence is gone.” 


ck * * 
E DESCRIBED some salesmen 
as nothing but “ordertakers, 


‘hiding’ in the showroom all day.” 
Under the central system he pro- 
poses, Bradfield sees the day when 
“there will be no salesmen, only 
salaried salesladies — that are in 
fact only ordertakers—and closing 
clerks.” 

Bradfield said dealers have been 
using the same office system and 
forms for 20 years. “Why? The 
makers are automated. Dealers 
should meet automation with auto- 
mation,” he said, and added this 
was possible with automatic busi- 
ness machines in a central organi- 
zation such as he has suggested. 

As a parallel, he pointed to the 
food industry. “Remember when 
supermarkets first came in? Inde- 
pendent grocers said they wouldn't 


last. Now look where the inde- 
pendents are. Then look at the 
supermarkets. 


“That lesson should be enough 
for franchised dealers to decide 
that they should have something 
to say about the impending simi- 
lar revolution in the automobile 
distribution system,” said Brad- 
field. 

“They also should remember that 
service is No. 1,” he added, “the 
get-rich-quick men will not last. 

The man interested in service to 
his customer will. Look what has 
happened in other industries. 
There’s a lesson to dealers there.” 


Minnesota Warns 
Dealers on Sales 
And Ad Practices 


MINNEAPOLIS. — The Minne- 
sota Department of Business Devel- 
opment has warned dealers that the 
State will prosecute those who en- 
gage in fraudulent practices. 

Specific instances include false 
advertising and obtaining buyers’ 
signatures on blank contracts. How- 
ever, a complaint would have to be 
made by the customer affected, it 
was said. 

The department said an investi- 
gation disclosed “highly disturbing” 
sales and advertising practices by 
both new and used-car dealers. 

The probe revealed, it was said, 
positive evidence of conditions 
which give the department the re- 
sponsibility for taking immediate 
corrective action against a num- 
ber of dealers. 

It was pointed out that, if court 
action is taken, it will “mean un- 
pleasant publicity for both the de- 
fendant dealers and the trade as a 
whole.” 

Instead, the department said, it 
is “evaluating over a period of time 
the effects of adoption of a state- 
wide code of ethics” for both new 
and used-car dealers. If the code is 
adopted and applied. the depart- 
ment said, nearly all causes for 
complaint would end. 





Kenosha a Seaport, Too— 
A shipment of 150 Rambler, Nash and Hudson cars bound for Sweden is loaded 


oboard the Swedish ship Traviata in Kenosha, Wis. 
largest to go out from an upper Great Lakes port in recent years. 








The shipment is said to be the 
The Traviata is 


the first foreign vessel to visit Kenosha this year. 


Birthday Lights Up Auction 


W hopping 818 Cars Handled in 13-Hour Sale 
As Dyer Enters 10th Year 





(Continued from Page 2) 


for a ’56 Custom Mercury and 
$1,560 for a ’55 Montclair. 

The gent in the bowler was less 
fortunate. He insisted on jockeying 
the Essex through the ring him- 
self, but $75 was the top bid. Ask- 
ing was double this. 

“We try to discourage the boys 
from bringing the rough stuff in,” 
Lawson said, “but, of course, they'll 


do it anyhow to a certain extent. | 


We looked for even more doggies 
today, but there were surprisingly 
few.” 

“I couldn't go through another 
day like this for another year,” 
Fennema said, “but I think it shows 
that a fast-moving auction with 
plenty of units stiffens up the 
prices.” 

New-car dealers acknowledged 
that the market back home was 
sluggish, even with 80-degree 
weather brightening up the land- 
scape in downstate Indiana and 
Illinois. 

“Farmers are shying away from 
the '56s, what with their income on 
the slide,” a Lafayette (Ind.) used- 
car manager said. “What’s more, 
it'll take either some fancy price- 
cutting or a big pickup in their 

earnings to make them buy '57s.” 

A Sprinfield (Ill.) dealer said the 
watch-and-wait reaction spawned 
by the auto industry was evident 
in his area, even though layoffs 
directly due to Detroit cutbacks 
were negligible. 

“As Detroit goes, so goes every- 
where,” he explained. 

No more than 50 of the 818 
units in the Dyer Auction lot 
were ’56s, however. The new 
stuff included a Continental Mark 
Il, a Corvette and two Thunder- 
birds. 

Another Thunderbird — first 
prize in the auction’s birthday 
raffle--was won by Chick’s Auto 
Sales, Michigan City, Ind. The 
Phoenix visitor, Slim Sarwick, won 
the second-prize Ford convertible. 

Fennema and Lawson worked 
four extra auctioneers over the 13- 
hour marathon. They included two 
“regulars’—Jim Franks, of Ran- 
toul, Ill, and Ken Giroux, of Kan- 
kakee, Ill—and two specials—Dutch 


Vehicle Makers Hike Aid to Fight Smog 


(Continued from Page 2) 


determine typical traffic patterns 
and driving practices in this area. 
The information is needed by en- 
gineers working on the develop- 
ment of practical devices for 
checking emission of unburned 
hydrocarbons in engine exhausts. 

The industry is working on 
smog control devices as an AMA 
activity, it was said. By the end 
of 1956 or early in °57, a report 
on AMA research will be given. 

Local officials will be told what 
has been developed by the automo- 
tive industry in the way of an 
anti-smog device and exactly what 
it will do and its cost. Then, AMA 


| said, it will be up to local officials 


to determine if they wish to re- 
commend or require that cars be 
equipped with the devices. 

Many factors enter into the prob- 
lem, including the amount of irri- 
tant that will be taken out by the 
devices and their total efficiency. 

Cronin said the industry began 
taking a direct and active part in 
the smog battle in 1953 when a 
special technical committee was set 
up in AMA to work on the prob- 
lem. Since then, auto companies 
will have invested more than $2 
million by the end of this year in 
research and development, he said. 

Prototypes of eight separate 
control devices in various stages 
of development have been dis- 
played here, but Air Pollution 


Control District officials have 
warned that none have been given 
approval for installation on pas- 
senger cars. 

The contribution to the founda- 
tion, Cronin stated, was shared by 
the following auto companies: 
American Motors Corp., Checker 
Cab Manufacturing Corp., Chrysler 
Corp., Diamond T Motor Car Corp., 
Diveo Corp., Duplex Truck Co., 
Fixible Co., Ford Motor Co., Gen- 
eral Motors Corp., International 
Harvester Co., Mack Manufacturing 
Corp., Peterbilt Motors Co. Twin 
Coach Co., Reo Motors, Inc., Stude- 
baker-Packard Corp., Walter Motor 
Truck Co., White Motor Co., and 
Willys Motors, Inc.-Kaiser Motors 
Corp. 


| Stuart, of Danville, Ind., and Hube 
Elliott, of Decatur, Ill. Harold An- 
tonio, of Joliet, clerked for the 
auctioneers. 

Fennema doubles in auctioneer- 
ing chores himself, but the pile- 
up of cars at the check point 
and along U. S. 30 prevented him 
from celebrating the auction's 
natal day at the mike. 

Twenty extra jockeys whipped 
|the units through the building and 
|}a tent which was used for older 
| items in the forenoon. 


Eight girls cleared titles and 
|}checks in the office, 
women served up fried chicken, 
ham, fish, potato salad and pie ala 
|mode to the hungry hordes. There 
| were two large birthday cakes for 


the late-stayers. 


“A three-ring circus,” said one 
visitor. 
“Next year, we'll be 10,” Fen- 


nema replied. 


S-P 


(Continued from Page 1) 
$5,694,141 on sales of $152,196,287 in 
the first quarter of 1955. 

* ok * 
7 WAS reported from Washing- 
ton, meanwhile, that Secretary 
of Defense C. E. Wilson was mak- 
ing a strenuous personal effort to 
find a solution for S-P. 

Senator Charles E. Potter, Mich- 
igan Republican, reported that Wil- 
son’s interest extended to possible 
defense contracts and new financ- 
ing or merger arrangements. 

An S-P spokesman said Thurs- 
day that the '56 model run on 
Clippers and Packards would 
terminate around June 20, with 
the Detroit assembly plant going 
down for model changeover. 

Senator Potter, who visited Fed- 

eral agencies in S-P’s behalf with 
Senator Homer Capehart, Indiana 
Republican, reported that the Jus- 
tice Department had “absolutely 
no objection” to a merger involving 
Packard. 

Rumors about S-P’s future filled 
New York, Detroit and South 
Bend newspapers. A well-publicized 
report was that Clipper production 
would be discontinued permanently, 
with the Packard line transferring 
to the Studebaker plant in South 
Bend. 


Dodge Buyers Get 
Free Welk Ticket 


PORTLAND, Ore.—Dodge dealers 
in this area have bought a block 
of 1,145 tickets, at a cost of $6,- 
169.50, for a June 6 Lawrence Welk 
concert and are giving them free 
to buyers of new Dodges. 

The concert is sponsored by the 
Dads’ Club of Boys’ Central Catho- 
lic High School and proceeds will 
be used to purchase athletic equip- 
ment. Dodge dealers will spend 
more than $6,000 to help support 
the concert through newspaper 24- 
vertising, radio announcements and 
posters. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week May, Jan, 1 Jan. 1 
Ended Same Ended, 1956, To To 
May 12, Week, May 5, To May 14 May 12, 
1956 1955** 1956* Date 1955** 1956 
AMERICAN MOTORS _ 1,575 4,865 1,734 2,966 80,099 53,366 
NOOR. wsssesncvectecsssenssesons 275 1,007 406 548 28,446 16,312 
INN ns drovscccirapuiaaetcierames 1,300 3,858 1,328 2,418 51,653 37,054 
CHRYSLER CORP. .... 17,545 29,815 18,355 32,210 616,021 369,058 
PG NOR nas csisscevecscsecetes 2,335 4,265 2,740 4,511 83,864 50,242 
OMI  ctcbeinnssssescicecuicans 1,350 2,862 1,950 3,282 63,480 45,127 
DOA) «on eseseeceesceccereesuees 4,060 6,838 4,277 7511 142,571 79,449 
Plymouth. .................... 9,800 15,850 9,388 16,906 326,106 194,240 
FORD MOTOR. ............. 32,665 48,676 34,616 60,014 853,140 658,582 
Continental .................. ie abi atanied 26 51 “ae 
Ford . . 24,900 36,903 27,202 46,393 664,991 530,294 
Lincoln . 1,105 1,006 1,249 2,090 17,450 22,104 | 
IE isvisvsrnceuresnecsoosvs 6,630 10,767 6,139 11,480 170,699 105,252 
GENERAL MOTORS.... 57,245 89,137 55,984 103,075 1,591,557 
Buick wee OSD 18,722 9,723 16,459 321,537 258,712 
IE 9 wvnvcssdearsastatdavenes 3,325 3,220 3,385 6,034 63,567 63,444 
SIND vcesscecserscsncsseas 31,300 39,855 29,482 55,172 722,634 682,344) 
Oldsmobile .................... 8,120 14,040 7,674 14,447 244,686 202,309 
ence 13,300 5,720 10,963 239,133 154,869 
S-P CORP. .... 2,200 5,086 2,077 4,257 92,579 50,871 | 
Packard 550 2,027 417 967 31,682 10,042 
Studebaker 1,650 3,059 1,660 3,290 60,897 40,829 
Total Cars, U. S...........111,230 177,650 112,766 202,522 3,239,124 2,493,555 
*Revised 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 








Week Week May, Jan. 1 Jan. 1 
Ended Same Ended, 1956, To To 
May 12, Week, May 5, To May 14 May 12, 
1953 1955* 1956* Date 1955* 1956 
CHEVROLET ................. 7,300 11,248 7,040 12,837 132,851 152,410 
SIDUDIEY TE © <isvoncsecssssosss 110 139 95 187 1,973 1,856 
DIVCO 380 80 80 160 1,306 1,640 
DODGE 1,950 2,893 1,960 3,504 35,399 33,380 
FORD .... 5,980 71,223 6,062 10,768 147,959 120,212 
GMC . : ac 1,855 3,097 1,985 3,337 31,749 39,055 
INTERNATIONA 2,790 3,101 2,765 4,411 48,991 56,066 
MACK 410 242 305 636 4,524 7,206 
REO isi 90 120 74 141 1,883 1,399 
STUDEBAKER . 340 476 319 577 8,634 5,288 
aes acciaseial 380 333 390 744 6,397 7,206 
WILLYS. .............. secs, ee 1,670 1,396 2,345 29,598 23,370 
MISCELLANEOUS*** 48 68 48 96 1,360 894 
Total Trucks, U. S..... 22,608 30,690 22,519 39,743 452,624 449,982 
Total Cars, Trucks, 
o &.. 133,838 208,340 135,285 242,265 3,691,748 2,943,537 
Total Cars, Trucks, 
Canada 13,469 12,410 11,976 193,085 177,080 


. 12,470 











Grand Total, 
Cars and Trucks, 


U. S. and Canada....146,308 221,809 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel | 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





***Autocar, Freightliner and Sterling are included in White Totals. 





9,000 to ‘Tour Tech Center 
At Dedication Ceremony 


DETROIT. More than 5,0C0 
scientists, engineers, educators and 
industrialists will tour the shops, 
laboratories and styling studios of 
the General Motors Technical Cen- 
ter after dedication ceremonies 
Wednesday (May 16). 

All areas of the vast installation 
will be outfitted with exhibits, 
working models and demonstra- 
tions of science and technology in 
action. 

A highlight will be the 137-foot 
semiautomatic cylinder-head as- 
sembly machine in the process de- 
velopment section. Now being 





Nashville U. C. Dealer 


Accused of Sunday Sales 


NASHVILLE. — .Two Nash- 
ville trade associations have filed 
a complaint with the State Mo- 
tor Vehicle Commission against 
Pal’s Motor Sales, Inc., a used- 
car dealer, for alleged violation 
of the City’s Sunday closing law. 

Filing the complaint were the 
Nashville Used Car Dealers Assn., 
Inc., and the Nashville Automo- 
bile Trades Assn., composed of 
new-car dealers. 


tested, the machine is scheduled 
for delivery to Oldsmobile. 

Process development also will 
show techniques in welding, plating 
and metalworking and will demon- 
strate how physics, chemistry and 
electronics are applied to manufac- 
turing methods. 

A “Motors to Medicine” display 
will include the first mechanical 
heart used in heart surgery, a new 
artificial lung and the Centri- 
Filmer which is used to purify 
polio vaccines and blood plasma. 

Also on exhibition will be the gas- 
turbine Firebird II and the free- 
piston-engine XP-500. GM’s five 
dream cars from the 1956 Mo- 
torama will be shown in the styling 
section. 

The same exhibits will be seen 
Thursday (May 17) by more than 
2,000 members of the Society of 
Automotive Engineers. 


Injection Firm Formed 

MILWAUKEE. — Fuel Injection 
& Electric Service, Inc., has been 
formed to service fuel-injection 
systems and equipment. It also 
will be distributor for American 
Bosch. Officers are Benjamin 
Weber, president; Robert S. Weber, 
vice-president, and Robert J. Baer, 


nn | secretary-treasurer. 


147,695 254,241 3,884,833 3,120,617 | 
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Chrysler, Ford Cut Back .. . 


Car Output Off Again; 
Truck Total Below ’55 


(Continued from Page 1) 


the previous week — 22,608 as 
against 22,519—last week marked 
the first time this year that com- 
mercial-car production has fallen 
behind the same period a year 


ago. 

As of May 12, the industry had 
produced 449,982 trucks, as com- 
pared with 452,623 during the same 
period a year ago. Estimated out- 


932| Put of trucks for May is 96,492 


units. 
* * * 


ENERAL MOTORS and Stude- 
baker-Packard were the only 


1,361,678 | Manufacturers to schedule produc- 


tion increases last week. 

GM, with its Chevrolet division 
hiking output 6.2 percent over the 
previous week, made 57,245 cars 
last week, as compared with the 
previous week’s output of 55,984— 
low point of the year for the cor- 
poration. 

A breakdown of GM operations 
showed Buick with 8,400 cars last 
week, as. compared with 9,723 a 
week earlier; Cadillac with 3,325, as 
compared with 3,385; Chevrolet with 
31.300. as compared with 29,482; 
Oldsmobile with 8,120. as against 
7,674, and Pontiac with 6,100, as 
compared with 5,720. 

= * * 

-P, WITH its Packard division 

back on a five-day schedule, 

manufactured 2,200 cars last week 
for a 123-unit increase over the pre- 
vious week. 

The return of Packard to a 
normal work schedule raised that 
division’s output from 417 units 
the previous week to 550 last 
week, but Studebaker dropped 
from 1,660 to 1,650. 

Ford Motor, with its Ford divi- 
sion working eight of its 16 assem- 
bly plants only four days, built 
32.665 cars last week for a 5.6 per- 
cent decline from the previous 
week's output of 34,616 units. 

= * 7 


ORD division, with its Chester 


falo, Dallas, Kansas City, Louis- 
ville, Memphis and St. Paul plants 
down on Friday, turned out only 
24,900 cars last week. It had turned 
out 27,202 a week earlier. 

Mercury produced 6,630 units 
last week, as compared with 6,139 
cars the previous week, while 
Lincoln dropped from 1,249 units 
to 1,105. Continental was the only 
Ford Motor unit to register a 
gain last week—as it jumped 
from 26 units to 30. 

Chrysler Corp., with its DeSoto, 
Dodge and Chrysler divisions show- 
ing declines, assembled 17,545 cars 
last week, as compared with 18,355 
units a week earlier. 

* * + 
. layoff of 6,200 workers at 
Plymouth and the automotive 
body division on Tuesday brought 
to 37,200 the number of employes 
laid off by Chrysler Corp. since mid- 
December. 

Latest layoff figures for the in- 
dustry show that 60,000 have been 
furloughed at GM; 18,000 at Ford 
Motor; 7,800 at S-P, and 9,200 at 


By Robert M. Lienert 
Associate Editor 
DEARBORN. — Production men 
are quick to tell you that the criti- 
cal point of auto assembly is the 
body drop. 

But anybody visiting the Ford 
Rotunda here this summer can 
work the controls to drop a full- 
scale body on a 1956 Ford chassis. 

The working exhibit is part of a 
replica of a factory assembly line 
which features “Partners in Pro- 
duction,” a display of auto manu- 





facturing techniques which opened 


(Pa.) assembly plant down on/at the Rotunda last week to run 
Wednesday and its Atlanta, Buf-| through Sept. 3. The huge display 





International Auto Show 
Ends Successful Run 


By Ed Brown 
Staff Correspondent 


scooters, motorcycles, automotive 
accessories and supplies by major 


NEW YORK.—The International! manufacturers from all nations. 


Automobile Show, opening attrac- 


A fashion show took place at 


tion in the Exhibition Hall of New | regular intervals, in which fashions 
| York’s $35 million Coliseum, closed | were dovetailed to motoring tastes, 
last week after a highly successful | and were presented on a specially 


nine-day run. 


| designed stage, against a back- 


The show’s heavy crowds were | ground of the European fountains 
easily accomodated in the 300,000- | Spectacle, “Dancing Waters.’ 


square-foot hall. 

More than 150 new models—in- 
cluding dream, sports, economy, 
luxury and experimental cars— 
were on view. They represented 
manufacturers of France, Italy, 
Germany, Sweden, Great Britain 
and the United States. 

Foreign exhibitors said that sales 
and prospect lists were expanded 
satisfactorily during the show. 

Ford’s English-built new series of 
Consul, Zephyr and Zodiac were 
among models having their premier 
showing. 

Highlighting U. S. displays were 
the Packard Predictor, Cadillac 
Eldorado Brougham, Lincoln Fu- 

tura and Chrysler 300-B. 

Apparently exciting the most 
attention was the German Lloyd, 
reportedly slated to sell in the 
U. S. for about $1,200. The Lloyd 
booth was overwhelmed with 
prospective buyers. 

There are no Lloyd’s available 
for delivery in the U. S. now, but 
dealerships are being set up and it 
is expected that deliveries can 
begin within a month. 

Edgar Kaiser, president of Willys 
Motors, Inc., made one of the first 
purchases on opening day when 
he bought the Gaylord, a custom- 
built job styled by Brooks Stevens. 

This truly convertible hardtop 
has the body cushioned in rubber 
and 
locknut methods. 

In addition to cars, the show 


The latter is an electrically con- 
trolled combination of water jets, 
lights and music in changing pat- 
terns of varied colored sprays. 





61 
GM Idle One Day 


A one-day shutdown of all of 
its assembly plants was an- 
nounced late last Thursday by 
General Motors. Production, at a 
standstill last Friday, was to re- 
sume today (May 14). 








AMC. Total layoffs for the indus- 
try since December are listed at 
143,200 by the Government. CIO- 
AFL estimates are slightly higher. 

A breakdown of Chrysler Corp. 
output showed Plymouth with 9,800 
last week, as compared with 9,388; 
Chrysler division with 2,335, as 
against 2,740; Dodge with 4,060, as 
compared with 4,277, and DeSoto, 
which worked only a_ three-day 
week, with 1,350, as compared with 
1,950. Two Chrysler division plants 
were down Friday in Detroit and 
also will be down today (May 14). 

+ * * 


MERICAN, with both its Hud- 

son and Nash division cutting 
production slightly, assembled 1,575 
units last week, as compared with 
1,734 a week earlier. 

A divisional breakdown showed 
Hudson with 275 units last week, 
as compared with 406, and Nash 
with. 1,300, as against 1,328. 

AMC’s “big-car production, which 
was scheduled to be resumed to- 
day (May 14), will remain sus- 


pended pending continued realign- 
ment of field inventories and air 
appraisal by the current sales pic- 
| ture, an official said. 








Visit Ford Suppliers’ Exhibit... 


Want to Drop a Body? 





also unfolds the story of the vast 
role of suppliers in automotive pro- 
duction. Some 52 suppliers to Ford 
are participating in the exhibition. 

The central exhibit is the 
assembly - line reproduction. 
Around the inner court of the 
Rotunda an overhead conveyor 
revolves, carrying 110 auto parts. 
Pushbutton controls enable visi- 
tors to perform engine and body- 
drop operations on full-scale cars. 

Actual assembly-line operations, 
as they take place in the factory, 
are depicted by photo-mural back- 
grounds. 

In surrounding space, the sup- 
plier displays are arranged in their 
relation to the assembly line. By 
following the arrangement, visitors 
can see how a car takes shape, be- 
ginning with such basic raw 
materials as sand, coal, iron ore, 
rubber, wood and limestone. 

The displays show the utiliza- 
tion of such materials in fabricat- 
ing parts, and end with the final 
inspection of the completed auto. 
The exhibition shows graphically 
how such diverse parts as pistons, 
radios and insulation fit into the 
production pattern. 

The complete line of finished 
Ford products—Ford, Thunderbird, 
Mercury, Lincoln, Continental and 
Ford truck and tractor—also is on 
display. 


Another Chevrolet Milestone— 


The 35 millionth Chevrolet vehicle rolls off the assembly line at Janesville, Wis., 
to post another milestone for the company. Chevrolet's latest million vehicles were 
built by U. S. and Canadian plants in five months and five days, compared with 11 


is assembled with aircraft | years and three months required for the first million. Taking part in the ceremonies 


are, from left, L. J. Rausch, plant manager; E. H. Kelley, Chevrolet general manu- 
| facturing manager; Wisconsin Lt. Gov. Warren P. Knowles; and J. C. Owen, manager. 
presented displays of motor | Fisher body plant at Janesville. 
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Salesmen Pledge Loyalty mts 


Sales Fail to ‘Bud’ 


In Atlanta’s Spring 


By E. C. Bash 
Staff Correspondent | 

ATLANTA.—Spring has sprung 
in Atlanta, but new-car customers 
have failed to make their expected 
springtime sprint into local show-| 
rooms. | 

Local new-car dealers had | 
hoped sales would blossom forth | 
with Atlanta’s dogwood and | 
tulips, but the sales slimness of | 
the first-quarter continued right | 
through April. 

Now, well into May, with very 
little improvement in sales, many} 
dealers who had managed to keep| 
going through the winter are dip-| 
ping into the red. Even dealers| 
who insist their sales are good ad-| 
mit spring sales are not what they) 
should be. 

Why aren’t the cusomers buying? 
No dealer seems to know for sure, | 
but here are some good guesses: | 
Ready cash is at a minimum. Loans 
are harder to get and are more 
costly. The head of the household | 
already is saddled with more 


Buffalo to Pay 
Miss Baker Honor 


BUFFALO.—Marjorie M. Baker 
will be honored on her 25th year as 
executive secretary of the Buffalo 
Automobile Dealers Assn. at the 
annual meeting of the group in the 
Hotel Statler (today) May 14, ac- 
cording to Edward E. Tunmore, 
association president. 


Miss Baker was the first woman 
member of the Automotive Trade 
Assn. Managers and has managed 
11 Buffalo auto shows. She also has 
served under 17 presidents of the 
Buffalo Association. Principal 
speaker at the meeting will be 
Birkett L. Wiliams (Ford), NADA| 
secretary, Cleveland. 


Obituaries 


Arrah J. Whisler 
CHICAGO Arrah J. Whisler, ‘9, 
founder of Akron Tire & Vulcanizing Co. | 
in 1906, is dead. He retired in 1936. Mr 
Whisler is credited with inétalling the first 
pneumatic tires on an auto, a Haynes Ap- 
person. It is now in Smithsonian Institute. 
* * * 


Henry J. Templin 
CHICAGO HEIGHTS, Ill.—Henry J. Tem- 
plin, 67, president of Motive Parts of 
America and Motor Car Supply Co., died 
Apr. 31 in Miami, Fla. 

* * * 





Claude Swanson Clark 
MOUNT AIRY, N. C.—Claude Swanson 
Clark, an auto dealer, died Apr. 25. He 
was 61 
* * * 


George T. Rayfield 

CHICAGO.—George T. Rayfield, 78, pio- 
neer Springfield (Ill.) auto maker, died 
here Apr. 29. Mr. Rayfield manufactured | 
the Rayfield auto with two brothers in| 
1909. He later took part in production of | 
the Tincher car in Springfield. Mr. Rayfield | 
retired in 1951 as president of Champion 
Pneumatic Machinery Co., Princeton, II. 

* * * 


: Earle S. Temple 

ATLANTA.—Earle S. Temple, 59, dis- 
trict manager for Freeman & Freeman, 
Inc., manufacturer of Porcelainize auto 
finishes, died May 2. A veteran of World 
Wars I and II, Mr: Temple retired from 
the Army as a colonel! in 1946. 

* * * 


Albert C. Smith 
HURRICANE, W. Va.—Albert C. Smith, 
86-year-old retired auto dealer, died Apr. 
28 after a long illness. He opened his first 
dealership in 1919 to sell Maxwells. 
* * * 


Angus Gibson 
EUGENE, Ore.—Angus Gibson, 69, auto 
dealer in Junction City, Ore., died.at his 
home of a heart attack. He once was a 
member of the House of Representatives. 
* * * 


B. Russell 
TOPEKA, Kans.—Harry B. Russell, 69, 
an auto dealer for 12 years at Junction 
City, Kans., died May 5. He was a past 
president of the Kansas Motor Car Dealers 
Assn. 


} 


* * * 


John C. Notman 

ST. CATHERINES, Ont. — John C. 
Notman, vice-president and sales manager 
of McKinnon Industries, Ltd., from 1907 
to 1944, died Apr. 27. He was a former 
chairman of the Malleable Iron Assn, of 
Canada and was a long-time member of 
the Board of Trade of which he was presi- 
dent in 1907. 

* - * 


John Thomas Eaddy 
FLORENCE, 8s. C. — John Thomas 
Eaddy, a used-car dealer died here May 1 
after a prolonged iliness. He was 55. 


monthly payments than he can 
readily meet—home, washing ma- 
chine, dishwasher, food freezer, his 
present car and department store 
charge accounts. No equity in his 
present car. 


Dealers report an entire day 
sometimes goes by without a cus- 
tomer entering the door. Some serv- 
ice departments likewise are 
noticing a.slackening off of 
customers. 

Many buyers apparently are 
doing their shopping by tele- 
phone. They will call and inquire | 
about prices, refuse to give their 





names, or allow salesmen to take 
cars out to give them demonstra- 
tions. 

“The only thing the customer is 
interested in is the price,” one 
dealer says. 


A price cut might be the answer 
to slumping sales many salesmen 
believe, but so far few dealers will 
buy the idea. This could easily be 
accomplished by cutting or elimi- 
nating the price pack and extra 
charges, salesmen say. 

“The dealers are still trying to 
make big profits on each car sold, 
and we salesmen are the ones who 
are catching it,” is a common sales- 
man's complaint. 

On the other hand, dealers are 
saying: “We're just working for the 
factories. They’re getting rich while 
we are barely staying in the black.” 

In lieu of price cuts, dealers are 
trying to entice customers into 
their showrooms with a variety 
of other plans. 


One dealer for a period of 60 
days hired five young ladies to 
carry ‘on a telephone campaign. He 
furnished them with good leads, 
and on each call they offered the 
prospect a free lubrication if he 
would bring his car in. Once in, a 
regular salesman would take over. 


This plan proved to be only 
moderately successful, and has 
been discontinued. 


Another local dealer remained 
open for 42 hours straight, from 6 
a.m. one Friday morning through 
midnight Saturday. His goal was to 
sell 84 new units, or one '56 model 
every 30 minutes. 

He didn't quite make it, but it is 
reported he did sell 52 new cars 
during that period, which should 
classify the stunt as a success. 


In another promotion, a dealer 
gave away during a two-day 
period a Kiddie Corvette with 
each purchase of a 1956 Chevro- 
let. 


One Chevrolet dealer, through 
its newspaper advertising, is calling 
on the public to “help us—help 
yourself. This year Chevrolet is 
sponsoring the greatest sales cam- 
paign ever offered their dealers! 
There are exotic trips all over the 
world, prizes, bonds, cash for our 
salesmen and managers! We want 
to win.” 

A customer appeal of a different | 
sort is also being made through | 
newspaper ads by a suburban dealer | 
whose ad reads: “We need good | 

} 


used cars badly. We have low over- 
head. We do not make wild prom- 
ises or run tricky ads that we can- 
not back up and stay in business.) 
We give just good solid deals and| 
due to our low overhead, we be-| 
lieve we can give the most for your | 
money.” 

Another dealer has put his sales- | 
men on a point system. The sales-| 
man achieving the most points in| 
each 10-day period is rewarded 
with $50. Each new car sold out of 
stock counts two points, each new 
car ordered counts one point. 
Points are not given for used cars. 

This dealer has also asked each 
of his salesmen to sign a pledge 
card which calls for loyalty to 
the company and to oneself and 
which asks the salesman to 
pledge himself to sell a certain 
number of new and used cars 
each month. 

To build goodwill, a local. dealer 
has asked his salesmen to obtain 
from each buyer and to keep as 
part of the permanent record the 
customer’s birthday and wedding 
anniversary date. The salesman is 
supposed to check this file regu- 
larly and send out appropriate 
ecards for each occasion. 





| distributor. 


late sales of brake lining by their dealers. 





‘Shock’ Ups Sales 33% 


Salesmen Ring Doorbells 


FLINT. George G. Spaulding, 
general manager, Applegate Chev- 
rolet Co. here has “shocked” Flint 
by launching a door-to-door cam- | 
paign to sell automobiles. He has | 
also raised Applegate's sales by | 
one-third the first week. | 

Some householders said they 
were so startled at actually hav- 
ing an auto salesman call upon 
them they were “shocked” into 
buying. 

“T’'ve heard it said so many times 
that ‘if cars are so hard to sell, | 
how come a salesman has never | 
called on me at home and tried to 
sell one?’” said Spaulding. 

He said he decided to send his 
salesmen to the homes, although 
he realized that a lone salesman 
finds it hard to close a deal on the | 
spot without going back to the 
dealership. 

Spaulding devised a “saturation” | 
method to counter this disadvan- 
tage. He has a large-sized map 
plotted by zones. Each weekday 
evening a different zone is “in- 
vaded.” He plans to canvass the 
entire city this way. 

The sales force was divided into 
two platoons of about 13 men, each 
under an assistant sales manager. | 





The platoons go out alternate 
nights. 
They are taken to the sales 


zone in a station wagon and one 
man is assigned to work each 

side of the street. They work 

from 4 p.m. until dark. 

Spaulding said one of the sur- 
prising things encountered was that 
most of the residents are pleased 
to have a salesman ring their door- 
bells. | 


Monroney Claims 

Big Saving for 

Dealers, Buyers 
Concessions | 


WASHINGTON. — 
by auto makers have resulted in | 
savings of half a billion dollars a} 
year to car dealers ahd consumers, 
Senator A. S. Mike Monroney de- 
clared last week. 

But the Oklahoma Democrat 
warned that dealers must make 
“unusual efforts to achieve maxi- 
mum sales” in 1956 to avoid en- 


dangering these factory conces- 
sions. 


A good 1956 sales record, he ex- 
plained, would give factories no | 
excuse for a return to “the old 
tough treatment system.” 


Breaking down his $500 million 
figure, Monroney claimed auto 
buyers would save $200 million an- 
nually in “phantom freight charges” 
as a result of reductions by auto 
makers. The assumption of full 
warranty costs by. factories will 
save the average dealer about $10,- 
000 to $15,000 a year, he added. 
Added income from this source to 
all dealers, he said, “would easily 
exceed $300 million on the most 
conservative estimate.” 





Automotive Parts Distributors Meet— 


More than 60 automotive parts distributors attend a dinner meeting sponsored by 
Johns-Manville and William and Harvey Rowland, Inc., J-M's Philadelphia warehouse 
The meeting featured a presentation of J-M merchandising plans and a 
| discussion by the distributors of ways in which these plans could be used to stimu- 


|the demonstrator 


|due to the unusually cold spring, 


| SERVICE MANAGER. Chevrolet deal 1400 





the assistant sales manager can 
make an immediate appraisal if a} 
tradein is involved. The deal can} 
be closed on the spot, if necessary. 


The station wagon is also availa- | 
ble for demonstration rides. The 
assistant sales manager cruises the 
zone being worked, keeping tabs 
on progress and to be handy .if 
is wanted. 


“We feel,” said Spaulding, “that 


many people have put off buying a 
car until the weather gets better.” 

He commented that the recep- 
ion has been “tremendous.” 
“Nearly everyone admires us for | 
going out to ask for an order,” he 


| said. 
However, there was an excep-| 
tion. One salesman, after leaning 


on the doorbell for some time, was 
confronted by an angry man drip- 
ping wet and draped in a bath 
towel. 


/ (Oldsmobile), 
| (Lincoln-Mercury), Garfield’s Ford 


But the salesman, according to 
the story, was not disturbed. 
“Didn’t realize you were show- 
ering,” he told the scowling man. 
“Go back and finish. I'll be back 
in ten minutes.” 

Spaulding doesn’t say whether 

the salesman ever got through the 
portal. 
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Linder Heads 
Dealer Section in 
UJA Fund Drive 


NEW YORK.—The new-car deal. 
ers division of the United Jewish 
Appeal will hold its annual dinner 
May 24 in the Waldorf-Astoria, 


William B. Linder again heads 
the dealer section of the UJA 
drive. Assisting him as _ honorary 
chairmen are Samuel C. Dretzj 
Irving Rogers and Harold Perfit, 
Harry Golden is UJA coordinator 
for the automotive industry. 

Other dealers serving on the 
executive committee are: Bu ick— 
Maurice Bernhardt, Bernard Bush, 
Bernard Freeman, Frank Pepper 
and Lester Potter. Cadillac—John 
E. Nachman. 


Chevrolet—Aaron Bring, Samuel § 


Luby jr., Jack R. Neidorf, Abraham 
and George Rosenberg, Philip Rush, 
Adolph and Irwin Schnurmacher 
and David B. Spielman. Chrysler— 
Henry Caplan, Nat Koeppel, 
Edward Rosenstock, Bernard 


| Schwartz and Sanders H. Wallick. 


DeSoto— Louis Berkowitz and 
Nelson K. Mintz. Dodge—Joseph 


|G. Goldring, Meyer Lasker, Adolf 


Merdinger, Benjamin Miller and 
Samuel H. Rush. Ford— Martin 
Gottlieb, Sidney S. Lewy, Harold 


|Oshry, Sidney Spitzer and Gerald 
|}and Raymond Zuckerman. Hudson 


Meyer J. Levine. Lincoln-Mercury 

Edward L. Borkin. 

Oldsmobile—Louis H. Abramson, 
William Burke, Abraham Cigelman, 


| Jonas H. Ginzburg, Norman and 


David Gottlieb, George J. Herbst, 
Charles Kreisler, Lawrence Lane, 
Louis Linder, Mack Markowitz and 
Louis Schwartz. Pontiac Jack 
Aborn, Louis Ravenson, Jack Bern- 
stein, Jack Biener, Harvey H. Schiff 
and Charles Schnurmacher. 


2 Dealer Shows 
Held in Northeast 


MANCHESTER, N. H. —(UTPS) 
—A four-day auto show was held 
here at the 1956 “New Hampshire 
on Parade” exhibition. 

Exhibitors included Dobles Chev- 
rolet, Merrimack Street Garage 
State Motors 


Corner, and Morse-Batchelder 
(Studebaker). 

Barre (Vt.) dealers staged the 
first auto show held there in 20 
years. Cosponsored by the Ameri- 
can Legion, the proceeds were used 
to buy equipment at Barre City 
Hospital. 
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new units. South Florida, east coast. | 
Written reference needed. Box 6111, c/o} 
Automotive News, Detroit 26. 





USED CAR MANAGER and assistant new | 
car sales manager who desires to make 
$10,000-$25,000 per year and up, work- 
ing for expanding Ford dealer, selling 
175 new and used cars per month in 
northwestern Ohio’s rich industrial area. 
Willingness to work, dynamic person- 
ality, age between 25 and 45 preferred. 
An opportunity of a lifetime. Write us 
immediately, as we must act fast. Box 
6112, c/o Automotive News, Detroit 26. 





AUTO FLEET 
SALESMAN 


New fleet leasing company just formed in 
Washington, D. C., well capitalized and 
prepared to do business on a huge scale 
throughout the eastern half of the United 
States. Needs top calibre salesman who 
knows all phases of auto and truck fleet 





leasing business. Please mail resume of 
background, 
sired. All replies strictly confidential. Box 
5865, Bethseda, Maryland. 


experience and salary de- 





SALES 
REPRESENTATIVES 


To work with regional and district per- 
sonnel of leading car manufacturer selling 
and supervising installation of factory 
approved service selling plan. Not direct 
mail nor owner follow-up, Background in 
sales or service required. If you are will- 
ing to work, can be your own boss and 
stand prosperity, this is your opportunity. 
One sale per week will pay you over 
$10,000 per year. Permanent, Protected 
territory. Repeat business. Openings in 
New York, Philadelphia, Detroit, Chicago, 
Kansas City, Dallas and Los Angeles. 

Write Box 6121 c/o Automotive News, De- 
troit 26, giving complete background. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when 4n- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Automotive News, Enclose 4 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the «4d- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 


Manager, 
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HELP WANTED 


AUTOMOTIVE NEWS, MAY 14, 


DEALERSHIPS AVAILABLE 


RUTOMOTIVE ENGINEER. Excellent op-| DEALERSHIP HANDLING _ Lincoln-Mer- 


portunity. Technical service work on 
petroleum products. Previous experience 
in lubrication field desired by not re- 
quired. Major petroleum company. Loca- 
tion: New York City. Box 6083, c/o 
Automotive News, Detroit 26. 


WANTED: SALES MANAGER. Chevrolet 
— Southeast. Sold 1000 new in ‘55. Want 
young aggressive man able to hire, train 
and supervise salesmen. If you are good, 
so is our pay, plus other benefits. List 
your complete history of employment 
and background. Replies confidential. 


Box 6113, c/o Automotive News, Detroit 
26 





OFFICE OR PARTS MANAGER. Fifteen 
years’ experience in office, parts and 
service—Pontiac-Cadillac dual. Presently 
employed, prefer midwest or Florida. 
Box 6050, c/o Automotive News, Detroit 


26. 


CONTROLLER — TOP FLIGHT executive. 
Heavy background in business manage- 
ment, finance, accounting, taxes, cost 
control, planning, etc. ‘‘Big 2’’ experi- 
ence. A profit builder with creative, ana- 
lytical mind. Pennsylvania or vicinity 
preferred. Box 6061, c/o Automotive 
News, Detroit 26. 


RECENTLY SOLD SMALL agency. Inter- 
ested in joining large, financially sound 
organization in capacity of general man- 
ager or general sales manager. Both 
prewar and postwar experience in all 
phases of the business. Thirty-five years 


of age, married and a family man. Can 
furnish references as to honesty, integ- 
rity and ability. Willing to relocate. 
Available immediately. Prefer GM or 
Ford. Box 6105, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER. Experienced, now 
employed as service sales manager. Pre- 
fer Cadillac dealer, Detroit or suburban 
area. Box 6082, c/o Automotive News, 


Detroit 26. 


SERVICE MANAGER. Are you perplexed? 
Service problems. Top level supervision, 
all fundamentals. Owners, employee, fac- 
tory relations excellent. Volume opera- 
tor. Want to live again? Forget service 


| 





headaches, Institutional, technical meet-| 
ings. Master mechanic. Adequate com- 
pensation to relocate. Detail answer 
please. Box 6089, c/o Automotive News, 
Detroit 26. 





ACCOUNTANT - OFFICE MANAGER. De- 
sires change. Nine years Lincoln-Mercury 


and Ford dealerships. Thorough account- | 


ing background, office management, 
credit and collections. Location must be 
in the south. Box 6091, c/o Automotive 
News, Detroit 26. 


LINCOLN-MERCURY OR Ford service 
manager, with 10 years’ experience. 
Capable of taking complete charge of 
service department. Box 6114, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER. East side Detroit 








preferred. Ten years GM experience; can) 


handle Ford or Chrysler. Large follow- 
ing, engineering background. Prefer per- 
manent position. G. L. Bente, TU 1-2307. 


TRUCK SHOP FOREMAN. Experienced all 
makes, presently employed, international 
dealership. Good references. Mountain or 
Pacific states preferred. Box 6115, c/o 
Automotive News, Detroit 26. 


EXPERIENCED AND QUALIFIED, gen- 


eral manager or sales manager. Ten 
years’ automobile experience. Six in the 
Managerial field. Graduate of the GM 
Post Graduate School of Modern Mer- 
chandise and Management. Thirty-seven 
years old. At present, am partner in 
Chevrolet dealership in small town of 
7,000 population. I have originally lived 
in large town. Am interested in a propo- 
sition with good: future in a good town 
of not less than 25,000 population. Pre- 
fer Chevrolet or Ford, located in south, 
southeast or southwest. Will be available 
July 15th. Box 6120, c/o Automotive 
News, Detroit 26. 


EXPERIENCED GENERAL MANAGER, 
sales manager, used car manager. Capa- 
Die of getting best results from sales- 
man. Previously employed by Ford dealer 
as sales manager. Best references. R. D. 
Keller, 1800 Central Ave., Augusta, Ga., 
Phone 6-0215. 





General Manager 
or Sales Manager 


Young man of forty, 22 years in the auto- 
motive industry, thoroughly experienced in 
all phases of dealer operation, as well 
as executive and sales ability. Formerly 
general manager for large Buick dealer, 
sales manager for large Ford dealer, also 


vice-president manufacturing comany in 


automotive field. Have past proven rec- 
ord of automobile merchandising and 
Management and capable of directing 
large sales organizations, handling volume 
sales management problems, and well 
versed in used car market conditions. 
Some college training, trustworthy, relia- 
ble, aggressive and imaginative. Married, 
one child. Excellent references upon re- 
Quest. Can move on short notice. Thank 
you for your cooperation. Box 6094, c/o 
Automotive News, Detroit 26. 








DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Chevrolet in 
Metropolitan New York City. Well es- 
tablished over a long period of time. 
Ideal location in a densely populated 
shopping and _ residential area. Good 

transportation facilities, Excellent oppor- 

tunity for expansion. No real estate to 
buy. No receivables. No used cars. Capital 
requirements to operate franchise—$150, - 

000 which would include the purchase of 
furniture, fixtures, improvement to build- 

ings, security on lease. Factory approval 

required. Principals only. Box 6069. c/o 

Automotive News, Detroit 26. 





cury in central Michigan. Excellent mar- 
ket in prosperous community. 250 car 
potential. Excellent building facilities 
with attractive lease. Sale price includes 
equipment and parts only. Owner must 
sell to devote time to other business in- 
terests. Must have factory approval. 
Box 6100, c/o Automotive News, Detroit 


FOR SALE—'‘BIG 3’’ agency. Eastern 
city, trading area of 170,000. 275 to 300 


cars a year. Steady 500 to 600 customers. | 
Will sell equipment, parts and office fur- | 
niture and lease building built ‘in 1941. | 


Modern lighting and heating. Seven lifts. 
Used car lot adjoining. Large parking 
lot in rear. Never operated in red. Ad- 
dress all inquiries to Box 6076, c/o 
Automotive News, Detroit 26. 


DEALERSHIP, HANDLING Pontiac, for 
sale or lease in Illinois. Located here for 
over 30 years. Building new. Will lease 
parts, accessories and equipment at in- 
ventory or will sell. In farming commu- 
nity and near industrial cities. Dealer 
must retire due to ill health. Box 6075, 
c/o Automotive News, Detroit 26. 





IF YOU CAN TAKE FULL charge of a| 


sales department, I will 
interest 
dealership handling Lincoln - Mercury- 
Continental for $20,000 and a chance to 
acquire full ownership out of profits in 
a town of 40,000 population plus large 
trade area. Posgibilities unlimited. Reply 
with recent photograph and bank letter. 
Box 6078, c/o Automotive News, Detroit 
26. 


FOR SALE—WELL ESTABLISHED deal- 
ership handling one of big two in small 
Pennsylvania town. Selling annually 400 
to 450 new and used cars. No real estate, 


sell one-fourth 





used cars or accounts receivable. Ap- 
proximately $35,000 parts and equip- 
ment. $15,000 will swing deal. Reply 


Box 6098, c/o Automotive News, Detroit 
26. 


OLD ESTABLISHED FIRM, located in the 
South Texas, Gulf Coast area. $100,000 
trade area. Rich in oil, cattle, rice and 

, industry. Good lease on modern building. 
Will sell at inventory approximately 
$50,000. Reason for selling; owner's 
health. Box 6099, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Ford in densely. 
Populated part of Florida. Present owner 
required to devote his time to other in- 
terests. Box 6116, c/o Automotive News, 
Detroit 26. 

CHEVROLET-OLDSMOBILE DUAL. Pro- 
gressive town on fringe of northern Indi- 
ana industrial, metropolitan area, ideally 
located on U. S. highway. Inventories, 





in a money making $100,000) 


equipment, $16,000. Sell or lease modern 
building, adjacent used car lot. 200 car 
potential, established clientele, experi- | 


enced personnel. Box 6117, c/o Automo- 
tive News, Detroit 26. 


FOR SALE BY OWNER. Well equipped 
established dealership handling Lincoln- 
Mercury. Ideally iocated in industrial 
area of 65,000, fifty minutes from Hous- 
ton, Texas. Potential 200. Modern new 
building with adjoining used car lot. 
Also body shop and warehouse if de- 
sired. Can be bought with or without 
real estate. Long term lease available. 
Box 6118, c/o Automotive News, Detroit 
26. 


ONLY DEALERSHIP HANDLING Stude- | 
baker in Albany County. Population over | 


quarter million. Made $230,000 net first 
four months this year. Three year old 
brick building with 135 foot attached 
used car lot. Reasonable rental, $18,000 
buys this deal, tools, parts, 
sign, improvements, etc. After deprecia- 
tion worth approximately $32,000. Excel- 


equipment, | 
| Can handle several 


| 





DEALERSHIP WANTED 


CASH AVAILABLE ‘OR active interest 
in an automobile dealership in greater 
Cincinnati or: surrounding counties. $50,- 
000 to invest in a General Motors or 
Ford product dealership. Give total of 
units sold in 1955. Principals only reply. 
Box 6038, c/o Automotive News, Detroit 
26. ; 


DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories 
e CERTIFIED REPORTS e 
© Obsolescence Disclosed 
® Shortage or Overage Established 
® Inventory Investment Evaluated 
© Analysis of Methods ond Procedures 


Full time experts, No pick-up part time help. | 


Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gerdon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


FORD PARTS 


Complete Inventory of Genuine Ford Parts 
Always Available 


ENGLISH — DOMESTIC 


Big Discounts 
Unusually Large Inventory @ Permits Spe- 
cial Discounts ©@ On ‘“'Slow-Moving™ 
Items @ Fast Service © Over The Counter 
Or Shipped Anywhere © Domestic or 


RALPH HORGAN, INC. 


Authorized Ford Dealer 
608 West 57th St., N.Y.C. Plaza 7-1700 





NEW LINES WANTED 





MANUFACTURERS’ AGENT 
DENVER, COLORADO 


non-conflicting lines 


lent reason for selling, need immediate | for manufacturers in mountain states area. 


action. John Campbell Studebaker, Inc., 
63 Colvin Ave., Albany, N. Y., Phone 
89-2571. 


FORD AGENCY IN principal city, popula- 
tion of 30,000. Trade area population 
75,000. Dealership will qualify Ford Mo- 
tor Co. dealer development plan. Average 
new car and truck deliveries run be- 
tween 300-500. Large two-story service 
department. 150 miles from Chicago, II. 
No brokers please. Box 6123, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING FORD, south- | 


ern Maryland, 20 miles from Washing- 
ton, D. C. Modern facilities, adjacent to 
route 301, main road to Florida, excellent 
potential. Dealer selling because of ill 
health. No accounts receivable. No used 
cars. Inventory, equipment, etc., $25,000. 
Box 6119, c/o Automotive News, De- 
troit 26. 





DEALERSHIP HANDLING PONTIAC, in| 
town of 10,000 population, east central | 


Illinois. No real estate, good location, 
reasonable rent, low inventories. Box | 
6126, c/o Automotive News, Detroit 26. 


DEALERSHIPS HANDLING Oldsmobile, | 


Chevrolet, Ford, DeSoto-Plymouth, Stude- | 


baker. Also implement dealerships han- 
dling International Harvester, and Case. 
All located in central Wisconsin. Before 
you invest you owe it to yourself to 
check these money makers. We also have 
many other types of businesses available. 
For more information, call or write My- 
ron Wepfer, salesman, Johnson Realty, 
25F31 Abbotsford, Wis. Box 331. 
DEALERSHIPS WANTED’ 
DEALERSHIP WANTED IN New Jersey. 
Big Three. Will pay net worth. Factory 
approval assured, interested in bonafide 
deal only. Box 6125, c/o Automotive 
News, Detroit 26. 





GENERAL MOTORS 


Interested in buying or investing in Gen- 
eral Motors franchise, 200 to 400 car vol- 
ume, located in the southwest. Reply Box 
6123, c/o Automotive News, Detroit 26. 


WANTED 
Ford or General Motors Agency 
Prefer principal city in southern Califor- 
nia, but will consider nearby towns (Phoe- 
nix 


L etc.). Have recently sold successful 
“Big 2" deal, have cash, factory approval 
and can act immediately, Am in southern 
California, and will call you at home if 
you prefer. Your reply will be held in 
strictest confidence. Kindly reply to Box 
6122, c/o Automotive News, Detroit 26. 








Have twenty years’ active selling experi- 
ence. Territory aggressively worked and 
additional sales manpower added if po- 
tential warrants. Prefer lines sold to avto- 
mobile dealers, service stations, hardware, 
sporting goods, 
and 


do-it-yourself, electrical 
Box 6110, c/o 
Automotive News, Detroit 26. 


similar merchants. 








CARS FOR SALE 


1954 NASH HEALY hardtop, 8,000 miles, 
never been titled. $3,295. Miller Nash 
Co., 1127 Washington St., Toledo 2, Ohio. 





ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaw Cincin- 


nati, Louisville, St. Louis, Kansas City, Lin- 
coin, Neb., Oklahoma Cily, Fort Worth, Dal- 
las, New Orleans, Atlanta. 
ROBINSON AUTO RENTAL 
DIVISION 
218 S. Wabash Ave. Chicago 4, Ill. 
|. E. Spatig, Used Car Mgr. Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








1956 
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CARS FOR SALE 





Ask for Manny Mouber or Harold Peterfreund 





ATTENTION 





EX-TAXIS 
PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures 
steady supply. 


FUTURE MOTORS 


37-01 Queens Bivd., Long Island City 
ST 4-635! 


WHOLESALE BUYERS. 
We are one of Indiana’s largest Ford 
dealers with a desire to increase our 
volume. In order to accomplish this, we 
are going into a 75% wholesale program. 
Consequently we welcome any and all 
wholesale buyers. McAnary and Welter, 
Inc., 1351 W. 11th Ave., Gary, Ind. 
Telephone Turner 3,9666, Chicago phone, 
Essex 5-4736. 


600 
"56 MODELS 


Ford, Plymouth, Chevrolet, 





Olds, Pontiac, Dodge, 


Mercury, Cadillac 
ALL MODELS 


AVIS - OLIN 


2900 N. E. 2nd Ave. 
Miami, Fia. 


CARS WANTED 





| CADILLAC — 





AMERICAN LA FRANCE fire engine, per- 
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SHARP 1952's-1956’s. All) 
body styles. Chrysler, DeSoto eight pas- | 
senger sedans only. Prices gladly quoted. | 
McClintock-Cadiliac, Ivanhoe 7-5046, Lan- 
sing, Mich. | 


TRUCKS FOR SALE 


fect running condition, $800. Rodosta | 


Motors, Inc., 2035 Poydras St., New) 
Orleans, La. 
MISCELLANEOUS 


Automatic BraKinG} 


THE ORIGINAL YELLOW BAR 


ONLY .. *48° 


LESS 


WITH BRAKE HOOK-UP 


ONLY. .$5]4 


LESS 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


Meets ALL I.C.C. Requirements! 


TOW BAR SALES CO.j}) 


Exclusive Factory Distributors } 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect ”% 77,3". 


40 So. Clinton St., Chicago 6, Ill. 





One Year $8 [] or 
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BUSES WANTED 
WILL BUY USED school buses--36 to 66 


passengers, One or twenty, also airpor- 
ters. Dealer, Box 6104, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


AEROIL CLEANING and degreasing hot 
dip tank, model T.A.C. 60, Used one 
time for experiment only, like new, price 
$225. M. Schipper & Son, 225-237 Ridge- 
wood Ave., Newark 8, N. J. 


ANTIQUE CARS FOR SALE 


1927 CHRYSLER 4-cylinder 4-door sedan 
model 50, in excellent running order. Oan 
be driven anywhere. Price $300, includes 
all new tires. Write Twin Town Sales & 
Service, Inc., Huntington, N. Y. 


ANTIQUE CARS WANTED 


WANTED—1912 OR OLDER Cadillac or 
Oldsmobile. Please advise actual condi- 
tion and cash price, Offer can also be 
submitted on basis of trade on new 
Chevrolet, Oldsmobile or Cadillac. Galles 
Motor Co., P. O. Box 1332, Albuquerque, 
New Mexico. 


MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$5935 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


$ 44* FED. TAX 


INCLUDED 
Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer (] 
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* MHOUSANDS OF RECORDS 
* PROVE THE BENEFITS 


THE GOOSE ™ 


Pull out your own testimonials from 
the thousands available. 


MERE ARE A FEW SAMPLES: 


“Looking back at the busi- 
ness transacted during the 
past twelve months, one or 
two things. stand out, both 
in mind and on paper, as 
being the greatest money 
as well as good will earn- 
ers. At the top: ofthe list 
for this and the past-several 
years is .Porcelainize. In 
the competitive automobile 
market of these days, it is 
a shining light to my deal- 
ership.” 


«During ovr 22 years in this location, 
we have used practically every type of 
appearance items that have come into 
our field. We started using Porcelainize \ 
in 1947 and have found Porcelainize to 
be superior in every respect in creating 
lasting beauty and customer satisfaction. 
Our Porcelainize business has shown a 
steady increase.every year and has de- 
veloped into one-of our best sources of 
profit that we have on our service 
floor.” 


“Porcelainize, to us, has be- 
come synonymous with 
quality, and we ‘believe 
that same reaction will hold 
with thousands of our cus- 
tomers, whose cars we have 
serviced and Porcelainized 
for the past 12 years.” 


Only quality gives full value. Only 
quality provides lasting results. Only qual- 
ity insures repeat business and continued 
profit—and the most vital profit in any sale 
is lasting customer satisfaction. 

One of the most important services 
maintenance. 


“The policy offering Porcelainize solely 
. as aNew Car Dealer service has enabled 
us to. build and protect our appearance 
“profits, and give our customers. the satis- you render 
Auction of ding-n@ bequtitel car.” Why? Because it is the one operation your 


customers can check constantly, and, seeing, 


is appearance 


“We believe that quality 
is remembered long after 
price is forgotten. -In our 
opinion this is a big factor 
in favor -of -Porcelainize. 


have visual proof of the quality of your 
services. Shortcutting on time and mate- 
rials is the surest way to kill the golden 
goose. 


“In our opinion, a Porcelainize treat- F [ . . 
digit the Saest cllaveather point rom your own experience you know 
_ protection -available for automotive 

finithes. Porcelainize also offers the 


dealer-one of his best forms of service 


these facts: Porcelainize has everything... 


Mie Ueld Mindard fer 


FREEMAN & FREEMAN, 


fu Jun 
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YOUR GOLDEN GOOSE 1S (cahy SERVICE 


the world’s great- 
protection . . . the 


the world’s top quality... 
est beauty and paint 
world’s longest lasting « customer satisfac- 
tion. 

And you also know that Porcelainize 
is the one item that your customers can’t 
get in any other way than by coming to you, 
the New Car Dealer. The business you 
build is yours to keep. 

Porcelainize national 
brings customers into your service depart- 
ment. Porcelainize quality brings them 
back again and again for other products and 
services. Your golden goose becomes a most 


advertising 


prolific producer! 


PORCELAINIZE 


INC., DENVER 3, COLORADO 





